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New  take  on  wireless  Start-up  vendors  set  to 

bring  switching  gear  to  wireless  LANs.  PAGE  10. 


Conference  showdown 

be  hot  at  the  ComNet  show  next  week.  PAGE  37. 
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You  can  transform  your 
•I  brick-and-mortar,  voice- 
4  only  call  center  into  a 
■  virtual,  multimedia 

V  contact  center,  your 
I  agents  can  work  from 

V  home,  your  customers 

I  can  Interact  with  agents 
via  chat  or  Web-based 
| co-browsing,  and 
you  can  even  add 
automated  self- 
service  applications.  Find 
out  how  in  this  Technology 
>  Insider.  fSSfctnjfrl 


Linux  taking  aim 
at  data  center 


NOAH  JONES 


■  BY  PHIL  HOCHMUTH 

NEW  YORK  —  The  improving 
scalability  of  Linux,  the  low  cost 
and  increasingly  high  power  of 
Intel  hardware,  and  the  license- 
free  nature  of  open  source  soft¬ 
ware  could  add  up  to  big  savings 
for  large  corporations  looking  to 
bolster  their  data  centers. 

Showgoers  at  this  weeks  Linux- 
World  Expo  will  find  150  vendors 
—  including  Computer  Asso¬ 
ciates,  Dell,  HR  IBM  and  Sun  — 


tfmxWORLD. 


New  EMC  Symmetrix  arrays 
may  cut  costs  for  users 


■  BY  DENI  CONNOR 

HOPKINTON,  MASS.  —  EMC  on 
Feb.  3  is  expected  to  unveil  a  trio 
of  Symmetrix  storage  arrays  that 
feature  a  modular  design  the 
company  hopes  finally  will  con¬ 
vince  midrange  users  that  high- 
end  storage  capabilities  are  with¬ 
in  their  grasp. 

To  attract  customers  to  its  top-of- 


the-line  storage  gear,  EMC  is  letting 
them  start  with  midrange  Clariion 
arrays  and  then  reuse  those  sys¬ 
tems’  disk  drives,  FbwerPath  high- 
availability  software  and  Fibre 
Channel  host  bus  adapters  in  new 
Symmetrix  arrays. 

“This  capability  makes  it  much 
easier  for  customers  to  call  [the 
arrays]  an  ‘upgrade’  instead  of  a 
new  purchase,”  says  Kent  Smith, 


principal  consultant  for  IPSO,  a 
business  systems  integrator  in 
Wayland,  Mass."  [Customers  have] 

See  EMC,  page  15 


ready  to  stoke  their  interest  in 
mission-critical  Linux  products. 
Roughly  17,000  attendees  — 
about  the  same  number  as  last 
year’s  show  —  are  expected  to 
descend  upon  Jacob  K.  Javits 
Center,  according  to  show  orga¬ 
nizer  IDG  World  Expo,  a  sister 
company  of  Network  World. 

Merrill  Lynch  has  taken  the 
plunge.The  Wall  Street  firm  uses 
Linux  on  Intel  servers  and  IBM 
mainframes  for  Web  and  file 
servers  as  well  as  compute-inten¬ 
sive  applications  for  analyzing 
financial  markets.  Robert  Lef- 
kowitz,  director  of  the  technology 
architecture  group,  says  the  lower 
cost  of  ownership  for  Linux  on 
Intel  hardware  is  one  of  the  rea¬ 
sons  Linux  has  gained  a  foothold 
in  the  company’s  data  center. 


“If  you  have  an  environment 
that  has  a  lot  of  Unix,  then  switch¬ 
ing  to  Linux  makes  sense,”  Lef- 
kowitz  says. 

“What  we  like  about  [Linux]  is 
the  idea  that  there’s  a  free  market 
in  software,”  he  says,  where  cus¬ 
tomers  are  not  tied  to  a  particular 
vendor’s  architecture,  support 
and  pricing. 


■  Egenera  has 
developed  a 
chassis  to  con¬ 
solidate  Linux- 
based  servers. 
Page  17. 


“And  when  you 
have  a  free 
market,  it  tends 
to  drive  down 
costs.” 

At  the  show 

IBM  will  announce  several  serv¬ 
er  and  enterprise  software  prod¬ 
ucts,  including  a  new  eight-pro¬ 
cessor  pSeries  server  —  based 
on  its  PowerPC  architecture  — 
running  native  Linux,  as  well  as  a 
new  rack-mountable  eServer 
x345  box  running  Linux  on  Intel 
Xeon  processors  as  fast  as  2.8 
GHz  —  the  highest-speed  Linux 
See  Linux,  page  57 


Network  executives 
share  their  wisdom 


For  the  latest  in 
our  series  of 
network  executive 
Q&As,  we  spoke  with 
Amtrak  CIO  Bob  Galey. 


Galey’s  thoughts  on: 
Outsourcing  do’s  and  don’ts. 
Tracking  service 
agreements. 

Voice,  data  ne 
priorities. 
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Trust  the  facts  first.  Microsoft  Windows”  2000*  operating  system 


has  been  awarded  the  highest  level  Common  Criteria  Certification 


for  the  broadest  set  of  real  world  scenarios  yet  achieved  by  any 
operating  system,  as  defined  by  the  Common  Criteria  for  Information 
Technology  Security  Evaluation  (CCITSE).  The  Common  Criteria  (CC) 
is  an  internationally  endorsed,  independently  tested,  stringent  set  of 
standards  that  evaluate  the  security  of  technology  products. 


Windows  2000  desktop  systems  and  server  family  were  evaluated 
against  CC  requirements  beyond  the  Controlled  Access  Protection 
Profile  to  include  the  following  features: 


-  Sensitive  Data  Protection  Device 


1  Enterprise  Directory  Service 
-Virtual  Private  Network  (VPN) 
•Software  Signature  Creation  Device 
•Single  Sign  On 

•  Network  Management 

•  Desktop  Management 


These  results  arm  you  with  an  unmatched  level  of  confidence  as  you 
select  secure  products  for  your  environment  and  mark  an  important 
milestone  on  the  road  to  providing  you  the  highest  level  of  assurance 


in  Windows  and  all  Microsoft  products. 


For  all  the  facts  on  Windows  2000  Common  Criteria  Certification 
and  managing  your  security  risk  with  Windows  2000,  visit 

microsoft.com/CCcertification  Software  for  the  Agile  Business. 


Microsoft’ 


products  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


intel.com 


Are  the  PCs  you  own  costing 
more  than  the  ones  you  can  buy? 


'Coe  savings 


Older  PCs  are  costing  your  business  time  and  money. 


Outdated  PCs  can  be  expensive. 
When  you  consider  that  new  PCs  based  on 
the  Intel®  Pentium®  4  processor 
can  increase  productivity  and  enhance 
security  (by  running  the  latest  OS 
and  anti-virus  applications),  the  savings 
to  your  business  can  offset  the  cost  of 
an  upgrade  —  and  then  some.*  Get  the  hard 
facts  on  upgrading  to  Pentium  4 
processor-based  PCs  at  intel.com.  It’s 
a  better  way  to  compute,  and 

a  better  way  to  profit. 


Providing  performance  and 
reliability  to  drive  business 
applications. 


Packing  great  performance 
into  versatile,  thin 
and  light  notebooks. 


ompan  ,  cur'snt  advertised  puces  ot  new  Inlei  Pentium  4  processor-based  PCs  with  productivity  savings  as  measured  in  an  Intel  study  Productivity  savings  calculated  Dy  comparing  employee  performance  on  22  GHz  Intel  Pentium  4 

W»  i'As  XP  with  a  500  MHz  Intel  Pentium  III  processor-based  PC  running  Microsoft  Windows  2000  Details  al  intercom 

!' '  '  "  si*}  Pentium  are  trademarks  or  registered  trademarks  ot  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  names  and  brands  may  be  claimed  as  property  of  others.  All  rights  reserved 


News 
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■  8  Capellas  unveils  100-day  plan  for  WorldCom. 

■  8  Web  conferencing  offerings  gaining  enterprise  features. 

■  10  Switching  coming  to  wireless  LANs. 

■  12AmtrakCI0  offers  outsourcing  advice. 

■  16  Technology  helps  retailers  weather  mediocre  sales. 

■  57  Microsoft  sizes  up  the  penguin. 

Show  planner 

■  37  To  help  get  the  most  out  of  your  time  at 
next  week's  ComNet  Conference  &  Expo 
ComNet,  we've  selected  some  highlights  from 
among  the  dozens  of  sessions  and  activities. 


Infrastructure 

■  17  Q&A:  Aventail  looks  to  best 
IP  Security  VPN  vendors. 

■  17  Egenera  blades  target  data 
centers. 

■  18  Kevin  Toily:  Trust  but 
verify':  Real  products,  imaginary 
features. 

Enterprise 

Applications 

■  21  Trend  Micro  packages  could 
ease  antivirus  administration. 

■  21  SiteScape  furthers  collabora¬ 
tion  suite. 

■  24  Report:  Data  warehouse 
failures  are  commonplace. 

■  24  Scott  Bradner:  No 

Internet  in  here? 

■  25  Special  Focus:  Portal 
software  services  are  growing  up 
fast. 

Service  Providers 

■  27  Broadband  wireless  service 
drawing  renewed  interest. 

■  27  Broadwing  might  sell  its 
broadband  division. 

■  28  Johna  Till  Johnson: 

A  few  tips  for  getting  accurate 
carrier  bills. 

NetWorker 

■  29  Linksys  debuts  low-cost  net¬ 
work-attached  storage  server. 

An  application  for  handhelds 
consumed  much  of  Kirk  Wolfe's 
life  at  Millstone  Coffee.  Upon 
leaving  the  company,  he  took  the 
app  with  him.  Page  44. 


Technology  Update 

■  31  ADSL2  boosts  data  rate  and 
reach. 

■  31  Steve  Blass:  Ask  Dr. 

Internet. 

■  32  Mark  Gibbs:  Wrapping 
up  ASP. 

■  32  Keith  Shaw:  Highlights 
from  CES  2003. 

Opinions 

■  34  Editorial:  Getting  to  the 
heart  of  SLM. 

■  35  Steven  Taylor:  Coming 
in  2003:  Stealth  frame  relay. 

■  35  Thomas  Nolle:  Could 
'open  DSL'  save  the  ISPs? 

■  58  BackSpin:  Planning  for 
'03. 

■  58  'Net  Buzz:  Some  non¬ 
sense  about  the  'Net  just  begs  to 
be  answered. 

Management 

Strategies 

■  44  Natural-born  entrepreneurs: 
IT  executives  commercialize  tools 
they  developed  on  the  job  for  previ¬ 
ous  employers. 


TED  RICE 


IP-based  contact  centers 


Goodbye  ACDs, 
hello  open  architecture: 

You  need  to  move  from  the  closed  world  of  auto¬ 
matic  call  distributors  and  PBXs  to  applications 
running  on  industry  standard  servers. 

Page  39. 

Goodbye  TDM,  hello  VoIP: 

And  your  crystal  ball  also  should  be  telling  you 
that  the  packet-switched  world  of  voice  over  IP  is 
in  your  future,  while  the  circuit  switched  world  of 
TDM  is  in  your  past, 

Page  42. 
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Interactive 

Start-ups  to  watch 

Know  of  a  hot  network  newbie  that  could  shake  up  the  network  world? 
Nominate  it  for  Network  World's  2003  10  Start-ups  to  Watch  Award.  We 
profile  these  companies  in  our  annual  Network  World  200  Issue,  a  special 
Signature  Series  edition  that  publishes  in  April,  and  track  their  perfor¬ 
mance  throughout  the  year.  The  deadline  for  nominations  is  Jan.  31. 
DocFinder:  3933 

ComNet  2003  Show  Planner 

Heading  to  D.C.?  Check  out  our  unabridged  ComNet  2003  Show  Planner 
for  the  keynote  addresses,  events,  tutorials  and  discussions  you  won't 
want  to  miss.  DocFinder:  3930 

Seminars  and  Events 

Service-level  management 

Start  the  year  with  industry  visionaries  who  show  you  how  to  use 
service-level  management  to  increase  IT's  value  to  the  business,  achieve 
better  utilization  of  resources,  minimize  costs  and  increase  user 
satisfaction.  Register  today  for  this  free  seminar,  "Service-Level 
Management:  Deliver  on  Your  Network  Guarantees." 

DocFinder:  3932 


Columnists 

Compendium 

Private  subnet 

Fusion  Executive  Editor  Adam  Gaffin  introduces  you  to  Mike 
Kruckenberg,  a  system  administrator  at  Tufts  University, 
who  describes  the  travails  of  moving  three  servers  from  a 
public  network  to  a  private  subnet  —  in  which  he  discovers 
the  value  of  crossover  cables. 

DocFinder:  3935 

Telework  Beat 

What  good  is  the  connected  home? 

Net.Worker  Managing  Editor  Toni  Kistner  offers  more  reader 
reaction  to  a  recent  column  on  the  connected  home.  Most 
want  home  networks  that  help  them  cook  and  clean, 

DocFinder:  3936 

Home  Base 

Here's  to  a  clutter-free  2003 

Columnist  Jeff  Zbar  describes  tools  that  will  help  you  organize 
your  home  office  and  increase  your  productivity. 

DocFinder:  3937 


■  CONTACT  US  Network  World,  118Turnpike  Road,  Southborough, 
MA  01772;  Phone:  (508)  460-3333;  Fax:  (508)  490-6438; 

E-mail:  nwnews@nww.com;  STAFF:  See  the  masthead  on  page  10 
for  more  contact  information.  REPRINTS:  (717)  399-1900 

SUBSCRIPTIONS/CHANGE  OF  ADDRESS:  Phone:  (508)  490-6444; 
Fax:  (508)  490-6400;  E-mail:  nwcirc@nww.com; 

URL:  www.subscribenw.com 


What  is  DocFinder? 

We’ve  made  it  easy  to  access  articles  and 
resources  online.  Simply  enter  the  four-digit 
DocFinder  number  in  the  search  box  on  the 
home  page,  and  you’ll  jump  directly  to  the 
requested  information. 
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News 


■  TheGoodTheBadThellgly 


Judge  to  Microsoft:  Ship  Sun's  Java 

■  After  yet  another  tussle  between  rivals  Sun  and  Microsoft,  a  fed¬ 
eral  judge  last  week  gave  Microsoft  120  days  to  start  shipping 
Suns  Java  as  part  of  its  operating  system  software. The  ruling  is 
part  of  a  private  antitrust  suit  Sun  brought  against  Microsoft  and 
comes  after  the  two  argued  over  terms  of  a  preliminary  injunc¬ 
tion  that  District  Judge  J.  Frederick  Motz  issued  last  month.  Sun 
complained  that  Microsoft  was  trying  to  undermine  the  judge’s 
ruling.  Motz  said  he  was  willing  to  stay  his  120-day  ruling  by  two 
weeks  in  light  of  the  fact  that  Microsoft  likely  would  ask  an 
appeals  court  to  review  it. 

Comcast  deal  another  pain  for  e-mail  users 

■  More  than  2  million  AT&T  Broadband  customers  will  get  new  e-mail  addresses 
sometime  in  March.  For  about  200,000  of  them,  this  is  the  third  e-mail  address  change 
in  12  months.  Comcast  officially  acquired  AT&T  Broadband  in  November  for  $30  bil¬ 
lion  and  assumed  $24  billion  of  the  cable  unit’s  debt.  Customers  with  attbi.com 
e-mail  addresses  will  be  completely  switched  over  to  Comcast.net  addresses  within 
the  next  60  days.  All  former  AT&T  Broadband  customers  will  have  to  notify  all  parties 
of  the  e-mail  switch  or  they  will  not  receive  their  messages  after  Comcast  takes  the 
attbi.com  system  offline. 

SAP  unveils  NetWeaver  middleware 

■  SAP  last  week  took  the  wraps  off  its  new  integration  and  application  server  middleware, 
called  NetWeaver,  which  is  to  become  the  platform  on  which  all  SAP  business  software 
will  run.  Based  on  Web  services  and  aimed  at  easing  users’  integration  headaches, 
NetWeaver  can  link  disparate  applications  and  data  sources,  letting  companies  make  use 
of  their  existing  IT  investments  and  personnel  skills  while  exploiting  the  power  of  Web  ser¬ 
vices,  SAP  says.  It’s  designed  with  heterogeneous  IT  systems  in  mind.  NetWeaver  is  inter¬ 
operable  with  Microsoft  Net  and  IBM  WebSphere  platforms, SAP  says.  Users  can  provision 
Web  services  that  have  been  developed  in  Java  or  SAP’s  own  development  language, 
ABAP  NetWeaver  will  become  the  backbone  for  all  SAP  applications,  the  software  maker 
says.  It’s  the  next  generation  of  the  company’s  mySAP  Technology  platform,  which  was 
introduced  in  2001. 

Powell  pledges  to  protect  competition 

■  The  Federal  Communications  Commission  will  not  relax  its  rules  governing  the 
Baby  Bells  to  a  point  where  competition  with  local  phone  service  providers  is  killed 
off,  FCC  Cnairman  Michael  Pbwell  told  a  group  of  U.S.  senators  last  week.  Powell, 
speaking  before  the  U.S.  Senate  Commerce,  Science  and  Transportation  Committee, 
offered  few  details  on  what  direction  the  FCC  plans  to  take  during  its  so-called  tri- 


Carriers  are  blowing  wireless 

Clay  Shir  y  carriers  face  the  same  fate  as  FedEx  did  in  the  1980s  when  it  set  up 
a  fax  servu  hey'r-e  ignoring  the  fact  that  users  are  connecting  their  own  smaller 

wireless  networks. 

Read  more  at:  www.nwfusion.com,  DocFinder:  3938. 


IBM  protecting  IBM  .  Jobs  don't  get  any  more  secure  than 
patent  attorney  at  IBM.  According  to  the  U.S,  Patent  and  Trademark 
Office,  Big  Blue  was  awarded  3,288  patents  in  2002, 
ranking  IBM  at  the  top  of  the  private 
sector  for  a  10th  consecutive  year. 

Canon  ranked  second  with  1,893. 

Starstruck-Asifitisn't 

bad  enough  having  vendor  marketing 
departments  telling  you  about  how 
great  their  products  are,  a  fresh  slew 
of  celebrities  is  now  on  the  scene  to  do 
the  same.  There's  movie  star  Catherine 
Zeta-Jones  for  T-Mobile,  entertainer  Wayne 
Brady  for  Avaya,  TV's  George  Lopez  and  others 
for  Nextel,  arid  WebEx  is  about  to  top  them 
all  by  resurrecting  Lily  Tomlin's  ancient 
Ernestine  character  from  the  70s 
show  Laugh-In.  Of  course,  Ernestine 
has  to  be  a  step  up  from  WebEx's 
original  celebrity  pitch  person  - 
supermodel  RuPaul.  > 

WorldCom  sings. 

New  WorldCom  CEO  Michael 
Capellas  obviously  is  trying  too  hard 
to  turn  the  company  around,  Last  week  he  urged  employees  during  a 
publicly  Webcasted  meeting  "to  hold  hands  and  sing  ‘Kumbaya,  My  Lord.'" 


ennial  review  of  rules  governing  the  regional  Bell  operating  companies  and  their 
unbundled  network  elements  under  the  Telecommunications  Act  of  1996.  The  FCC 
decides  what  UNEs  the  RBOCs  must  make  available  to  competitors  at  wholesale 
prices.  Powell  disputed  press  reports  that  the  FCC  was  headed  toward  a  drastic  over¬ 
haul  of  the  rules  allowing  providers  such  as  WorldCom  and  AT&T  to  access  some 
network  elements  owned  by  the  RBOCs,  including  Verizon  and  SBC.  The  Baby  Bells 
will  have  to  offer  some  access  to  competitive  local  exchange  carriers.1*!  pledge  that 
to  you  right  now,”  Powell  said. 

MandrakeSoft  files  for  bankruptcy 

■  Linux  distributor  MandrakeSoft  last  week  said  it  had  filed  for  bankruptcy  protection 
at  a  court  in  its  home  country  of  France. The  company  said  a  series  of  quarterly  losses 
led  to  the  filing  but  that  current  operations  would  continue,  including  the  release  of 
Version  9.1  of  its  software  due  in  April.  Financial  problems  at  the  company  became 
public  last  year  when  an  appeal  appeared  on  its  Web  site  asking  users  to  contribute  to 
a  Mandrake  Linux  Users  Club  and  Corporate  Club.  Money  raised  would  be  used  to  help 
support  the  company  and  support  development  of  future  distributions  of  its  software, 
it  said  at  the  time. 

Linux  group  touts  carrier  version 

■  UnitedLinux,  a  common  Linux  operating  system  from  four  vendors,  will  later  this 
quarter  be  updated  to  make  it  suitable  for  carrier-grade  servers.  Carrier  Grade  Linux 
1.1  features  will  be  available  as  a  service  pack  for  UnitedLinux  1.0.  The  expanded 
operating  system  will  let  carriers  develop  and  deploy  new  products  and  services  at  a 
lower  cost  on  a  standards-based  and  modular  platform,  the  UnitedLinux  group  says. 
UnitedLinux  with  the  CGL  features  initially  will  work  only  on  Intel-based  hardware 
platforms,  according  to  a  statement.  The  CGL  features  were  defined  by  a  working 
group  of  the  Open  Source  Development  Labs,  an  independent,  nonprofit  laboratory 
created  in  August  2000  to  help  Linux  developers  add  enterprise  capabilities  to  the 
open  source  Linux  operating  system.  OSDL  member  companies  include  Dell,  HR1BM, 
Intel  and  SuSE  Linux. 


reach 


of  communication 


JETBLUE  AIRWAYS  has  a  secret 

weapon  in  the  airline  competition:  a  virtual 

reservations  center. 

As  in,  virtually  no  overhead  costs,  no 

unhappy  employees,  no  limits  to  growth. 

Because  JetBlue’s  600  agents  all  work 

from  home.  In  the  state  of  Avaya,  our 

contact  center  solution  lets  every  agent 

field  customer  inquiries  and  book 

reservations  in  real  time,  in  their  socks  if 

they  choose,  with  a  PC-based  soft  phone. 

Avaya  helped  JetBlue  get  off  the  ground 

"1 

with  $4  million  in  revenue  from  10,000 

reservations  its  first  week  alone.  See  how 

your  customer  relationships  can  take  off 

with  the  worldwide  leader  in  multimedia 

contact  centers  at  avaya.com/cc.  Or  call 
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Wireless  LANs  to  get  switch  support 


«  BY  JOHN  COX 

SAN  JOSE  —  A  pack  of  start-ups  is  racing  to 
create  a  new  generation  of  wireless  LANs 
based  on  wiring-closet  devices  that  connect  to 
wired  backbones  and  control  up  to  hundreds 
of  access  points  and  thousands  of  end  users. 

First  out  of  the  gate  is  Aruba  Wireless  Net¬ 
works,  a  40-employee  company  that  this  week 
starts  beta  tests  of  a  wireless  LAN  “switch”  and 
access  points  it  says  will  give  network  execu¬ 
tives  as  much  control  over  their  wireless  net¬ 
works  as  they  have  over  wired  ones.  Close  on 
its  heels  is  AirFlow  Networks,  which  is  about  to 
begin  beta-testing  its  switch,  and  BlackStorm 
Networks  and  Trapeze  Networks,  which  are 
expected  to  start  revealing  their  plans  in  com¬ 
ing  weeks. 


“This  [Aruba  product]  was  like  nothing  I 
had  seen  in  the  wireless  arena, ’’says  Neil  Buck- 
ley,  manager  of  network  security  at  Partners 
Healthcare, a  Boston  HMO.“lt  has  integrated  in 
one  core  switch  all  the  features  of  a  VPN,  fire 
wall  and  intrusion-detection  system. You  have 
real-time  visibility  into  your  wireless  LAN.” 

Wireless  LANs  today  are  largely  a  group  of 
individually  deployed  access  points  that  con¬ 
nect  to  a  wired  LAN.  Individual  users  con¬ 
nected  to  one  access  point  must  share  the 
available  throughput,  which  is  typically  5M  to 
7M  bit/sec  for  IEEE  802.1  lb  nets, and  roughly 
15M  to  20M  bit/sec  for  802. 1  la  networks. 

Network  executives  have  to  add  third-party 
radio  monitoring  and  packet  analysis  soft¬ 
ware,  VPN  concentrators  and  client  software, 
and  firewalls  designed  for  low-speed  dial-up 
connections.There  is  a  painful  lack  of  wireless 
LAN  management  tools. 

That’s  precisely  the  case  at  Partners  Health¬ 
care,  wh  re  w'ireless  LAN  deployment  has 
stalled  at  about  60  Cisco  Aironet  access 
points."Today.  [management]  is  all  manual,” 
Buckley  says. “Any  changes  that  need  to  be 
made,  need  to  be  done  to  all  of  the  access 


points.  That’s  not  where  you  want  to  be  in 
terms  of  [keeping  down]  operational  costs.” 

By  contrast,  Aruba  is  adopting  an  approach 
similar  to  that  used  by  Ethernet  hub  pioneers 
such  as  SynOptics:  multiple  devices  connect¬ 
ing  to  a  central  wiring-closet  box,  with  each 
client  device  connected  via  a  different  “port.” 
Although  ports  don’t  actually  exist  in  wireless 
LANs,  which  use  radio  frequency  instead  of 
cables,  control  has  to  be  exercised  individ¬ 
ually  over  each  wireless  user,  and  maintained 
as  the  users  move  across  a  set  of  wireless  ac¬ 
cess  points  at  a  given  site. 

Aruba  access  points  forge  the  radio  link  with 
client  devices.  These  access  points  also  can 
act  as  “air  monitors”  that  constantly  search  the 
frequency  for  packets  from  new  radios, 
whether  on  clients  or  access  points,  autho¬ 


rized  or  not.  Using  patent-pending  software, 
the  Aruba  access  points  can  block  end  users 
from  connecting  to  a  so-called  rogue  access 
point,  which  might  be  nothing  more  than  one 
across  the  street  in  a  Starbucks  coffee  shop, 
says  Aruba  co-founder  and  CEO  Pankaj 
Manglik,  who  previously  worked  at  switching 
companies  Cisco  and  Alteon. 

Users  are  passed  directly  to  the  Aruba 
switch,  which  handles  all  the  authentication, 
access  policies  and  encryption, as  well  as  cre¬ 
ating  a  personal  firewall  for  each  user  to  con¬ 
trol  his  Web  access.  Once  authenticated,  the 
switch  lets  the  packets  from  the  wireless  LAN 
to  shift  the  wired  network. 

Manglik  says  that  by  “walling”  wireless 
LANs  behind  a  central  firewall,  then  requir¬ 
ing  a  VPN  to  access  resources  on  the  wired 
net,  network  executives  are  boxing  them¬ 
selves  into  an  architecture  that  can’t  support 
large  numbers  of  users  at  LAN,  or  even  wire¬ 
less  LAN,  speeds. 

Another  benefit  of  using  Aruba  access 
points  with  the  switch  is  that  they  can  work 
together,  using  another  patent-pending  soft¬ 
ware  program,  to  constantly  measure  signal 


strength  and  user  number,  and  then  create  a 
continually  changing  map  of  the  wireless 
LAN.  If  one  access  point  fails,  or  becomes 
too  crowded  with  users,  the  switch  can 
change  the  power  settings  on  each  access 
point  radio,  or  move  users  to  one  or  more 
other  access  points. 

Aruba,  which  has  $10  million  in  first-round 
venture  funding,  has  upgraded  its  switch  soft¬ 
ware  so  its  box  can  work  with  Cisco  Aironet 
access  points.  But  when  working  with  third- 
party  devices,  the  switch  can’t  create  dynamic 
site  maps  or  monitor  airspace  for  rogues. 

An  official  definition  of  “wireless  switch” 
does  not  exist,  and  the  market  is  getting 
crowded  with  claimants.  But  even  Aruba 
and  BlackStorm  executives  stop  short  of 
promising  switched  wireless  bandwidth. 

“You  won’t  have  Gigabit  Ethernet 
in  a  wireless  LAN,”  says  Alan 
Cohen,  vice  president  of  market¬ 
ing  for  BlackStorm. 

Vendors  including  Bluesocket, 
Cranite  Systems,  Fortress  Technol¬ 
ogies,  ReefEdge  and  Vernier  Net¬ 
works,  have  built  security  gate¬ 
ways  for  wireless  LANs,  sometimes 
adding  class-of-service  features  to 
set  traffic  priorities  (see  story  at 
www.nwfusion.com,  DocFinder: 
3939). These  vendors  all  say  they 
plan  to  add  switching  features. 

AirFlow  says  it  has  alpha  units  of 
its  AirSwitch  installed  at  a  few  cus¬ 
tomer  sites,  and  will  shortly 
launch  the  beta-test  phase. 
AirFlow’s  switch  will  plug  into  a 
wiring  closet  router  and  work  with 
streamlined  access  points, 
dubbed  AirScouts  (a  company 
diagram  is  at  DocFinder:  3940). 

BlackStorm,  which  received  an 
undisclosed  amount  of  funding 
last  spring,  appears  to  be  address¬ 
ing  the  same  problem  as  Aruba.  “Today’s  ac¬ 
cess  points  are  like  bug  lights  — clients  attach 
to  the  brightest  one,”  Cohen  says,  adding  that 
more  details  will  be  made  public  in  a  few 
weeks.  But  he  says  the  security  gateway  com¬ 
panies  typically  do  not  provide  detailed 
examination  of,  and  information  about,  the 
actual  wireless  packets. 

Last  September,  wireless  pioneer  Symbol 
Technologies  introduced  its  Axon  box  (see 
story,  DocFinder:  3941),  which  connects  to 
streamlined  Symbol  access  points  and  runs 
Layers  2,3  and  4  switching  software  to  process 
the  wireless  packets.  Axon  plugs  into  a  wiring 
closet’s  Ethernet  switch.  More  recently, start-up 
Vivato  unveiled  plans  to  build  what  it  termed 
a  wireless  switch,  but  so  far  has  revealed  little 
more,  except  that  it  is  based  on  a  phased  array 
antenna  to  focus  radio  beams  on  individual 
clients  (DocFinder:  3942). 

Cisco  so  far  has  talked  of  integrating  its  ac¬ 
cess  points  with  its  network  management  in¬ 
frastructure,  although  industry  watchers  say 
they  wouldn’t  be  surprised  to  see  Cisco  snap 
up  a  wireless  LAN  switch  start-up  if  customers 
starting  buying  into  the  concept.  ■ 
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Amtrak  CIO  offers 
outsourcing  advice 

Under  tight  financial  constraints,  Amtrak  last  year  signed 
a  seven-year,  $330  million  deal  with  IBM  that  involves  out¬ 
sourcing  most  of  the  passenger  railroad's  IT  services, 
including  operation  of  its  voice  and  data  networks. 

Amtrak  CIO  Bob  Galey  recently  spoke  with  Network 
World  Senior  Editor  Carolyn  Duffy  Marsan  about  how  best 
to  structure  and  manage  a  network  outsourcing  arrange¬ 
ment.  Here  are  excerpts  from  their  conversation: 


PHOTOS:  STEVEN  BIVER 


What  do  you  oversee? 

My  office  handles  all  of  the  IT  except  for  the  train  con¬ 
trol  systems.  We  have  a  very  large  reservation  system  and 
associated  Web  sites.  We  also  have  an  awful  lot  of  finan¬ 
cial  systems.  We  keep  track  of  who  the  crews  are  on  the 
trains  and  where  they  are,  the  customers  on  the  trains, 
and  all  the  incidents  that  happen  on  the  trains.  We  have 
530  stations  where  we  pick  up  people.  We  have  a  net¬ 
work  connecting  half  of  those  stations,  and  the  other 
half  are  through  dial-up.  It’s  a  frame  relay  network.  We 
have  about  7,000  desktops  and  two  fairly  large  main¬ 
frames.  We  have  450  servers  that  we  support.  We  also 
support  the  voice  network. 


few  times,  but  it  was  not  very  specific.  Unlike  a  good 
wine,  it  didn’t  age  well. The  new  contract  is  very  specific. 
We’ve  broken  the  contract  into  10  towers  of  service, 
[such  as]  voice  or  data  or  desktop  support.The  term 
sheets  for  each  of  those  towers  of  service  lays  out  in 
gory  detail  who  is  responsible  for  what.  Attached  to  that 
is  a  procedure  manual  that  describes  not  only  what 
needs  to  be  done  but  how.  And  tied  to  that  are  service- 
level  agreements.  IBM’s  been  working  on  a  score  card 
that  is  tied  to  our  incident  management  system  so  that 


Given  that  you've  outsourced  most  of  your  IT  services  to  IBM, 
what  IT  functions  have  you  retained? 

1  have  a  staff  of  296  people. The  vast  majority  are  soft¬ 
ware  developers.That  [function]  is  not  outsourced.  And 
we  don’t  outsource  [operation  and  maintenance  of]  our 
servers.  We  oversee  the  outsourcing  agreement  in  two 
ways:  the  administration  of  the  contract  and  the  opera¬ 
tion  of  the  contract.  We  take  the  lead  on  planning  for 
our  IANs  but  not  for  the  WAN.  IBM  works  with  AT&T  on 
our  WAN.  IBM  has  about  150  full-time  equivalents  that 
support  us. 


How  do  you  and  IBM  divide  responsibility  for  Amtrak's  voice 
and  data  networks? 

We  have  an  internal  voice  network  that  connects  all  of 
our  sites  so  you  don’t  have  to  dial  out  to  place  a  call. 
That's  probably  a  quarter  of  our  budget  for  voice. The 
vast  majority  of  our  budget  in  voice  has  to  do  with  our 
call  centers,  which  use  inbound  800  services.The  call 
centers  cost  about  $12  million  to  $13  million  a  year.  IBM 
has  responsibility  for  the  switches  and  desktops  in  the 
call  centers,  but  we  man  them.  We  plan  the  technology 
upgrades  for  the  call  centers  along  with  IBM. 

Tire  data  network  is  all  the  responsibility  of  IBM. The 
contract  is  written  so  that  they  have  to  provide  us  with 
the  sendees  we  need. They  also  manage  the  network. 
That's  something  we  would  have  a  hard  time  doing  our¬ 
selves  on  this  scale.  It’s  their  responsibility  to  keep  us  in 
the  right  range  [on  bandwidth]  so  that  we’re  not  over¬ 
paying  : >r  underpaying  or  overutilized.  We’ve  retained 
responsibility  for  our  overall  IT  architecture. 


When  you  ren  eatiated  your  outsourcing  deal  with  IBM  six 
months  ago  i  c*  did  you  define  the  voice  and  data  services? 

The  old  contract  was  written  in  1994  and  patched  up  a 


every  day  we’ll  be  able  to  see  where  we  are  compared 
with  the  [service-level  agreements] . 

What  are  your  top  priorities  with  regard  to  your  voice  and 
data  networks? 

We  have  one  basic  goal  this  year,  which  is  to  meet  the 
availability  and  reliability  criteria  with  our  networks. 
There’s  a  big  difference  between  98.5%,  which  is  what 
we  had  on  the  old  contract,  and  99.9%,  which  is  where 
we’re  headed  with  our  new  contract. That  gives  us  a  half- 
hour  more  of  uptime  per  month.  So  far,  we’re  doing 
pretty  well.You’re  always  going  to  have  problems  with  a 
large  frame  relay  network.  What  we  were  looking  for  on 
the  WAN  side  was  better  response  times,  so  the  SLAs 
reflect  that.  We  don’t  want  outages  to  last  for  long  peri¬ 
ods  of  time.  In  major  locations,  we  wanted  better  back¬ 
up  facilities. 

Do  you  have  any  plans  to  upgrade  the  network  infrastructure 
in  the  next  year? 

We  have  a  lot  of  end-of-life  servers,  and  we’re  upgrad¬ 
ing  those. We’ve  already  purchased  everything, so  no 
calls,  please.  We  have  about  450  servers.  We’re  upgrading 
30%  of  them.  We  have  both  NT  and  Unix  servers.  Any¬ 
thing  that’s  facing  the  Web  uses  Unix,  primarily  [Sun] 
Solaris.  Our  Web  site,  Amtrak.com,  is  based  on  Unix.  We 
recently  upgraded  that  Web  site.Three  years  ago,  we 
were  handling  about  4,000  transactions  per  day  in  terms 
of  booking  tickets.  We  just  had  our  highest  day  ever  of 
9,400  transactions.  Now  23.4%  of  our  tickets  are  sold 
over  the  Web.  A  good  number  of  the  NT  servers  we  have 

See  Amtrak,  page  16 


Bob  Galey 

CIO  (since  January  2000) _ 

Amtrak _ _ _ 

Oversees  all  IT  in  the  company  except  for  train  control  systems. 
These  include  voice  and  data  networks,  Web  sites,  reservation 
systems,  logistics  systems  and  business  systems. 

3.5%  of  Amtrak's  total  budget. 

$48  million  per  year. 

_ - _ _ _ _ — - - 

296  employees,  150  contractors. 

- - , - — - | - | — | —  |  ...  |  jr»| 

CIO  of  WMF  Group;  various  positions  in  the  CIO  office  at 
DynCorp;  various  IT  positions  at  Blue  Cross  Blue  Shield, 
Nasdaq  and  the  Navy.  


First  experience 
on  the  ’Net: 


At  DynCorp  in  1994,  where  the  company  pitched  a  crude 
Internet  application  that  helped  it  win  a  contract  with  the 
Strategic  Petroleum  Reserve. 


Home  computer 


A  450-MHz  eMachine  on  an  802.11b  wireless  net  and  with  cable 
modem  access  to  the  'Net. 


Title: 


Organization: 


Responsibilities: 


Bachelor's  degree  in  management  from  the  University  of  Maryland. 
An  IBM  1410,  which  didn't  have  peripherals. 


"I  don’t  read  many  of  them.  I  read  industry  magazines.  I  go  to 
conferences.  I  read  a  lot  of  white  papers.  I  spend  a  lot  of  time 
ading  general  news." 


Annual  IT  budget: 


Spending  on  IBM 
outsourcing  deal: 


Staff  size: 


Previous  jobs: 


Education: 
First  computer: 


Mnrp  nnlinpf 

ivlUl  G  UIIIIIIG.  top  network  executives. 

www.nwfiision.com  ““ms8" 


Advertisement 


Connecting  with  Customers 

Cisco  Contact  Center  solutions  help  you  take  good  care  of  customers  no  matter  how 
they  choose  to  contact  you  —  by  voice ,  e-mail  or  the  Web. 


Your  1 2-year-old  son  has  been  begging  for  a  computer,  so  you  decide  to  give 
him  your  PC  and  buy  yourself  a  new  one.  Knowing  that  he'll  complain  if  the 
PC  doesn't  have  a  CD-RW  drive,  you  return  to  the  Web  site  where  you  bought 
your  old  PC  to  find  out  if  you  can  buy  one.  After  typing  in  your  e-mail  address 
and  password,  an  icon  appears  that  says,  "System  updates  available." 

You  click  the  icon  and  discover  the  company  has  assembled  a  package  of 
updates  specific  to  your  system,  from  additional  memory  and  fancy  new 
speakers  to,  yes,  a  CD-RW  drive.  There's  also  security  software  available  that 
you've  been  meaning  to  look  into,  but  you're  not  sure  what  you  need. 

You  click  the  "Web  chat"  icon  and  begin  exchanging  messages  with  a  cus¬ 
tomer  service  representative.  Eventually,  you  decide  you'd  rather  talk  on  the 
phone  to  the  representative,  so  you  click  the  "Call  me"  button.  In  a  few  sec¬ 
onds,  the  phone  rings  and  there's  a  representative  on  the  line  who  knows  that 
you've  got  questions  about  security  software.  Soon  your  questions  are 
answered,  and  the  new  CD-RW  drive  and  security  software  are  on  the  way. 

Although  this  scenario  may  seem  like  a  customer  service  dream,  it  is  increas¬ 
ingly  becoming  a  reality  as  companies  take  advantage  of  contact  center  solu¬ 
tions  from  Cisco  Systems  that  enable  them  to  integrate  all  customer  contact 
channels — voice,  e-mail  and  Web. 

With  Cisco  IP  Contact  Center  (IPCC)  solutions,  companies  can  deploy  an 
integrated  contact  center  with  automatic  call  distribution  (ACD),  advanced 
reporting,  interactive  voice  response  (IVR),  computer  telephony  integration 
(CTI),  Web  collaboration,  e-mail  response  management,  outbound  campaign 
management  and  a  host  of  other  features.  Depending  on  customer  require¬ 
ments,  the  Cisco  solution  can  work  in  a  legacy,  multivendor  time-division  mul¬ 
tiplexing  (TDM)  environment,  a  hybrid  TDM/IP  contact  center  or  a  pure  IP 
contact  center  that  uses  other  tools  within  Cisco  IP  Communications  solutions. 

Supporting  All  Channels 

By  enabling  migration  at  a  customer's  own  pace,  Cisco  IPCC  provides  a 
bridge  between  IP  and  TDM  environments.  Much  more  than  a  traditional 
ACD  riding  atop  IP  call  processing,  Cisco  IPCC  handles  contact  routing  across 
networks  with  multiple,  distributed  contact  centers  equipped  with  different 
vendors'  ACDs,  IVR  systems  and  back-end  databases.  This  ensures  that  each 
customer  contact  is  routed  to  the  most  appropriate  available  agent — no  mat¬ 
ter  where  that  agent  resides  and  regardless  of  the  network  environment. 

Cisco  IPCC  provides  bene¬ 
fits  that  customers  will  imme¬ 
diately  recognize.  IVR  sys¬ 
tems,  whether  TDM  or  IP  and 
whether  from  Cisco  or  a  third 
party,  can  be  used  to  collect 
a  caller's  preliminary  data, 
such  as  an  account  number. 
Predefined  scripts  then  deter¬ 
mine  how  Cisco  IPCC  routes 
the  call.  Perhaps  all  Platinum 
account  holders  are  handled 
by  a  select  group  of  agents, 
or  callers  with  an  overdue 
balance  are  directed  to 
employees  experienced  in 
handling  these  matters. 

When  the  call  is  connected,  the  agent  receives  a  CTI  screen  pop  with  all  rel¬ 
evant  customer  and  call  data.  Should  the  call  later  need  to  be  transferred  or 
escalated,  the  customer  data  goes  with  it.  This  keeps  call  times  to  a  minimum 
and  customers  happy,  since  they  don't  have  to  repeat  themselves.  These  ben¬ 
efits,  in  turn,  result  in  significant  cost  savings. 

Cisco  e-mail  management  tools  provide  similar  productivity  benefits,  such  as 
prompting  customer  service  representatives  with  appropriate,  prepared 
responses  based  on  the  context  of  incoming  mail.  Cisco  Contact  Center  solu¬ 
tions  also  enable  agents  to  provide  Web-based  customer  services,  such  as  text 
chat.  That  means  the  same  agent  can  handle  any  type  of  contact  channel  — 
voice,  e-mail  or  Web  —  while  Cisco  IPCC  ensures  they  give  priority  to  the 
more  time-sensitive  channels. 


Learn  more  about 

Cisco  IP 

Communications 

Download  the  free  Cisco  "Straight 
Talk  on  IP  Communications"  pack, 
including  independent  evaluations, 
customer  success  stories  and  a 
financial  justification  white  paper. 

Visit: 

www.nwfusion.com/gocv/adv5 
or  enter  DocFinder  3921. 


Cisco  Contact  Center  solutions  provide  benefits  for  organizations  of  all  sizes 
and  situations,  from  a  handful  of  agents  to  large  organizations  with  many 
locations  and  thousands  of  agents.  Using  Cisco  IPCC  to  tie  together  multiple, 
distributed  contact  centers  into  a  logical  whole  provides  significant  flexibility 
in  contact  routing.  Companies  can  take  advantage  of  subject  matter  experts 
regardless  of  their  location  and  can  more  equitably  distribute  calls  across  all 
available  agents.  These  capabilities  help  reduce  call  times,  benefiting  both  the 
company  and  the  customer. 


Multi-Channel  Interaction:  Cisco  Contact  Center  solutions  enable 
customers  to  interact  via  phone,  Web  call-back,  VoIP,  text  chat  or 
e-mail. 


The  solutions  are  also  pre-integrated  with  all  major  ACD  and  IVR  products,  as 
well  as  with  Web  and  e-mail  channels.  Customers  don't  have  to  worry  about 
working  with  multiple  vendors  and  getting  them  to  work  with  one  another. 
Additionally,  Cisco  can  provide  integrated  statistics  and  consolidated  reporting 
in  a  multivendor,  distributed  contact  center  environment,  enabling  companies 
to  more  easily  get  a  complete,  accurate  picture  of  all  contact  center  interactions 
and  saving  contact  center  managers  considerable  time  and  effort. 

Although  Cisco  solutions  enable  companies  to  preserve  investments  in  exist¬ 
ing  TDM  equipment,  customers  will  realize  the  most  benefit  as  they  migrate 
to  an  all-IP  contact  center.  By  employing  an  IP  infrastructure  built  on  Cisco 
AWID  (Architecture  for  Voice,  Video  and  Integrated  Data),  companies  can 
realize  cost  savings  from  toll  bypass,  as  well  as  additional  location-indepen¬ 
dence  for  contact  center  agents  who  can  work  anywhere  a  business-class 
Internet  connection  is  available. 

Contact  center  agents  will  become  more  productive  as  well,  as  they  employ 
tools  such  as  a  PC-based  IP  softphone  that  effectively  ties  their  phone  togeth¬ 
er  with  voice,  e-mail  and  Web-based  contact  applications.  Additionally,  after  a 
company  has  Cisco  IPCC  installed  in  one  location,  its  central  routing  logic  can 
be  shared  across  any  number  of  other  sites.  That  makes  it  simple  to  add  addi¬ 
tional  contact  centers  as  requirements  dictate. 

Cisco  has  implemented  Cisco  IPCC  solutions  in  all  of  its  own  contact  centers 
worldwide.  "The  exciting  part  of  moving  toward  a  pure  IP  contact  center  envi¬ 
ronment  is  that  in  addition  to  providing  us  with  considerable  cost  savings,  it  also 
improves  how  we  interact  with  our  customers,"  says  LaVeta  Gibbs,  director  of 
the  Cisco  Technical  Support  Group.  "The  use  of  Cisco  IP  Contact  Center  with 
Web  collaboration  has  enabled  us  to  increase  our  customer  satisfaction  scores 
while  simultaneously  reducing  call  duration.  Additionally,  as  we  teach  our  cus¬ 
tomers  how  to  better  use  the  Web,  we've  seen  an  increase  in  the  use  of  the  Web 
for  reporting  customer  issues  and  our  call  volume  has  been  reduced  by  nearly 
50% — resulting  in  significant  savings  in  time,  resources  and  costs." 


This  is  the  fifth  of  a  six-part  advertising  series  on  Cisco  IP 
Communications  solutions.  Look  for  a  profile  of  a  Cisco  Con 
Center  customer  in  the  Feb.  17  issue. 
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continued  from  page  1 

very  little  new-purchase  capital  budget 
right  now” 

The  DMX  family  of  Symmetrix  arrays  con¬ 
sists  of  three  models  —  the  DMX800, 
DMX  1000  and  DMX2000.  The  DMX800  is 
the  company’s  first  rack-mountable  Sym¬ 
metrix  and  contains  16  to  120  73G  byte  or 
146G  byte  Fibre  Channel  drives  operating 
at  2G  bit/sec.  The  DMX  1000  is  a  single  en¬ 
closure  that  contains  48  to  144  drives.  The 
DMX2000  is  a  two-enclosure  system  with  96 
to  288  drives  for  a  maximum  useable  capa¬ 
city  of  about  42  terabytes.  The  array  uses 
10,000  and  15,000  RPM  drives. 

While  EMC  declined  to  comment  on  the 
upcoming  news,  industry  analysts  offered 
their  praise. 


In  monolithic  storage,  the  RAID  con¬ 
trollers  and  disk  drives  are  packaged  with 
cache  memory  and  high-availability  fea¬ 
tures  in  a  single  large  cabinet  that  is  then 
populated  with  terabytes  of  disk  drives. 
Systems  such  as  the  Symmetrix  8000,  IBM’s 
Enterprise  Storage  Server  (code-named 
Shark)  and  Hitachi  Data  Systems’ Lightning 
are  examples  of  monolithic  storage.  Users 
without  huge  capacity  needs  might  buy 
monolithic  storage  with  its  high-availability 
and  performance  features,  understanding 
that  they  won’t  be  able  to  provision  it  with 
all  the  disk  capacity  it  is  capable  of  using. 

Modular  storage,  which  is  common  to 
HP’s  Enterprise  Virtual  system,  Dell’s  Fbwer- 
Vault  storage  and  EMC’s  Clariion,  normally 
doesn’t  have  large  enclosure, high-availabil- 
ity  features  and  large  cache  memory  It  sep¬ 
arates  RAID  controllers  from  disk  drive 


EMC’s  Symmetrix  DMX  family 

•  2G  bit/sec  Fibre  Channel 
drives. 

•  9  drives  per  Fibre  Channel 
arbitrated  loop. 

•  256G  bytes  of  cache. 

The  modular  structure  of  the  new  Symmetrix 
products  makes  them  suitable  for  midrange 
and  high-end  storage  customers. 

Models 

Number  of  drives 

Max.  capacity 

•  Matrix-switching  capability 
increases  performance. 

DMX800 

Up  to  120 

17.5  terabytes 

DMX1000 

Up  to  144 

21  terabytes 

•  Converts  Clariion  midrange 

DMX2000 

Up  to  288 

42  terabytes 

Us  Hi  A 

storage  to  Symmetrix. 

“We  expect  EMC’s  announcement  to  be 
important  for  its  legacy  customers,  as  well 
as  midrange  clients  that  may  not  yet  have 
had  an  EMC  relationship,”  says  Tony  Prig- 
more,  senior  analyst  for  the  Enterprise 
Storage  Group. 

In  a  departure  from  its  previous  Symme¬ 
trix  systems,  the  new  releases  are  modular, 
rather  than  monolithic.  Demand  for  the  lat¬ 
ter  systems  is  growing  more  slowly  than  for 
modular,  midrange  storage,  analysts  say 
Gartner  expects  high-end  storage  to  in¬ 
crease  from  $7.4  billion  in  2001  to  $8  bil¬ 
lion  in  2006.  By  contrast,  midrange,  modu¬ 
lar  storage  will  grow  from  $5.9  billion  in 
2001  to  $9  billion  in  2006.  HP  leads  the  mid¬ 
range  market  with  a  35.5%  market  share, 
Gartner  says.  EMC  has  a  paltry  5%  market 
share  in  midrange  storage,  while  it  dom¬ 
inates  the  monolithic  market  with  41.5%. 
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TTHIS  WEEK'S  QUESTION: 

What  is  Intel  calling  its  new 
line  of  mobile  processors? 


Answer  this  and  nine  additional  questions  online  and 
you  could  win  S500!  Visit  Network  World  Fusioa  and 
enter  2349  in  the  Search  box. 

www.nwfusion.com 


modules,  which  are  housed  in  standard 
racks,  letting  users  add  capacity  and  avail¬ 
ability  features  as  needed.  Customers  will 
provision  the  modular  storage  with  high- 
availability  features  and  cache  memory 
when  they  buy  new  storage  disks. 

Also,  in  contrast  to  the  previous  Sym¬ 
metrix  bus-based  architecture,  the  new 
Symmetrix  models  use  a  matrix  switched- 
loop  architecture  that  connects  as  many  as 
nine  trays  containing  disks  to  storage  con¬ 
trollers,  thus  speeding  performance. 

In  traditional  Fibre  Channel  systems,  one 
controller  connects  to  one  or  two  disk  trays 
via  a  Fibre  Channel  arbitrated  loop,  which 
controls  the  passing  of  data  over  the  net¬ 
work.  EMC’s  new  architecture  improves  per¬ 
formance  without  saturating  bandwidth 
and,  according  to  EMC,  provides  better  per¬ 
formance  than  InfiniBand,  sources  say  The 
matrix  also  allows  internal  operations  that 
are  five  to  10  times  as  fast  as  previous  Sym¬ 
metrix  systems.  Sources  say  the  company 
has  tested  more  disks  per  loop  and  will  sup¬ 
port  them  in  the  future. 

Analysts  say  the  new  matrix  switching 
architecture  is  a  surprising  feature  from  a 
vendor  that  has  relied  heavily  on  bus- 
based  architectures. 

“They  will  go  to  a  new  architecture, which 
will  substantially  improve  their  throughput 
and  performance,”  says  Roger  Cox,  chief 
analyst  for  Gartner.  “Boxes  are  growing  big¬ 
ger  and  bigger,  therefore  you  have  to  have 
more  horsepower  to  handle  the  capacity’ 

Pricing  for  the  new  products  has  yet  to 
be  set.  ■ 
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SDLT  320: 

THE  ULTIMATE 
BACKUP 
"MACHINE.  4 


LARGEST  CAPACITY 

320  GB  -  60%  more  than  the  nearest  competitor! 


HIGHEST  PERFORMANCE 

32  MB/s -Up  to  33%  faster!* 

LOWEST  COST  PER  GB 

Up  to  46%  lower!* 

PROTECTS  YOUR  INVESTMENT 


Backward  compatible  to  DLTtape™  IV  media 


IDEAL  FOR  AUTOMATION 

Best  combination  of  storage  density,  performance 
and  durability 


BROADEST  PLATFORM  ACCEPTANCE 

Over  2  million  drives  and  80  million  cartridges  sold 

i  *  INDUSTRY-LEADING  ROADMAP 

\  First  with  a  path  to  over  one  terabyte 
and  100  MB/s* 


See  for  yourself  why  the  SDLT  320 
is  the  highest  performing  drive 
on  dry  land  today! 

Go  to  320reasons.com. 


•When  compared  to  LTO  1 ,  AIT-3  and  Mammoth  2  drives. 

Where  mentioned,  capacities  and  transfer  rates  are  compressed 


©2002  Quantum  Corporation.  All  rights  reserved.  Super  DLTtape  and  DLTtape 
are  trademarks  and  the  Super  DLTtape  logo  is  a  registered  trademark  of 
Quantum  Corporation. 


Retailers  told  not  to  skimp  on  IT 


Today’s  retailer 


Consulting  and  systems  integration  firm  BearingPoint 
surveyed  about  100  retailers  and  identified  three  key  goals: 
improving  customer  service;  using  data  analytics  to  make 
better  purchasing  and  pricing  decisions;  and  improving 
systems  integration  internally  and  with  business  partners. 
Here  are  their  plans  to  achieve  those  goals: 


Deploy  self-checkout  technologies. 

Have  employee  portals  within  the  next  year. 

69% 

Integrate  theirWeb  site  with  back-office  systems. 

67% 

Use  software  for  promotional 
pricing  or  price  optimization. 

47% 


100% 


■  BY  ANN  BEDNARZ 

NEW  YORK  —  Retailers  can 
expect  slow  sales  through  the  first 
half  of  the  year,  but  that  shouldn’t 
keep  them  from  making  technol¬ 
ogy  investments  that  can  improve 
operational  efficiency  and  raise 
profit  margins. 

That’s  the  message  from  finan¬ 
cial  analysts  who  spoke  at  last 
week’s  National  Retail  Federation 
conference.  Retail  IT  executives 
also  shared  their  stories  with 
15,000  attendees  and  talked 
about  the  competitive  advantage 
of  deploying  products  that  im¬ 
prove  customer  service,  make 
stores  run  more  efficiently  and 
enable  integration  among  re¬ 
tailers’  and  suppliers’  IT  systems. 

Participants  agree  the  challenge 
for  retailers  is  to  think  strategic¬ 
ally  Wall  Street  is  looking  for  inno¬ 
vation  from  retailers,  said  Angela 
Selden,  managing  partner  at  Ac¬ 
centure.  In  the  past,  Wall  Street 
placed  greater  emphasis  on 
short-term  sales  indicators. 

“You  could  argue  that  innova¬ 
tion  is  one  of  the  last  things  on 
the  minds  of  retailers  today” 
Selden  said.  “Instead,  it’s  reduce 
product  development  costs,  trim 
inventories,  optimize  the  labor  in 
the  stores,  hold  back  on  those 
interesting  acquisitions.” 

The  exception  are  retailers 
such  as  Wal-Mart  and  Burberry, 
which  Accenture  calls  market 
makers.  These  companies  have 


responded  to  economic  chal¬ 
lenges  by  continuing  to  inno¬ 
vate,  acquiring  companies  at 
favorable  prices  and  investing  in 
technology  in  preparation  for 
the  future.  “They’re  taking  full 
advantage  of  the  economy  right 
now;” Selden  said. 

Instead  of  narrowly  focusing  on 
short-term  earnings,  Wall  Street  is 
starting  to  reward  companies  that 
use  technology  to  increase  profits 
over  the  long  term,  said  Scott 
Tobin, a  general  partner  at  Battery 
Ventures.  In  turn,  Battery  Ventures 
is  looking  more  seriously  at  tech¬ 
nologies  designed  for  the  retail 
sector. 

In  particular,  the  firm  is  focused 
on  analytic  software  that  can  sort 
through  and  glean  useful  metrics 
from  the  terabytes  and  petabytes 
of  data  that  retailers  accumulate. 

Over  the  past  several  years, 
retailers  have  allocated  their 
technology  dollars  to  infrastruc¬ 
ture  products  that  connect  distri¬ 
bution  center  systems  to  ware¬ 
housing  systems,  for  example,  or 
connect  point-of-sale  and  inven¬ 
tory  systems, Tobin  said. 

“Much  of  this  infrastructure  has 
done  nothing  but  create  mounds 
and  mounds  of  data,”  Tobin  says. 
“The  CEOs  and  CFOs  are  going  to 
the  CIO  and  saying,  ‘You  know, 
you  spent  all  this  time  and  all  this 
money  implementing  this  infra¬ 
structure, and  I  still  can’t  tell  when 
this  bathing  suit  is  supposed  to  go 
on  sale.’” 


As  examples  of  innovative  ana¬ 
lytic  software  makers,  Tobin  cites 
ProfitLogic  and  Netezza  —  both 
Battery  Ventures-backed  compa¬ 
nies  —  and  BrickStream. 

The  ProfitLogic  software  sorts 
through  historical  POS  data  and 
helps  retailers  decide  when  and 
how  much  to  discount  surplus 
merchandise.  The  Netezza  prod¬ 
uct  gleans  business  intelligence 
from  terabytes  of  data  faster  and 
more  affordably  than  existing 
products, Tobin  said. 

BrickStream’s  software  ana¬ 
lyzes  video  feeds  from  store 


floors  to  help  retailers  design 
better  store  layouts. 

“Our  bet  is  that  in  the  future, 
everybody  at  the  merchandise 
level  is  going  to  be  able  to  pick 
inventories  more  profitably  dis¬ 
count  more  profitably,  and  pro¬ 
mote  more  profitably”  using  ana¬ 
lytic  software, Tobin  said. 

Throughout  the  show,  retailers 
talked  about  technologies  they’re 
investing  in  and  what  they  stand 
to  gain  from  new  rollouts. 

Marc  Saffer,  CIO  at  athletic  shoe 
retailer  Footstar,  is  interested  in 
software  that  analyzes  more  than 


just  transaction  data  to  reveal 
what  customers  want.  The  West 
Nyack.  N.Y,  firm  is  looking  into  in¬ 
store  applications,  such  as  traffic 
counters,  to  augment  sales  data. 

Part  of  the  reason  Footstar 
wants  better  insight  into  cus¬ 
tomer  preferences  is  that  buyers 
are  spending  less  time  in  stores 
and  doing  more  online  research. 

“People  come  in  specifically 
for  this  shoe,  in  this  size  and  this 
color,”  Saffer  said.  “If  we  don’t 
have  the  first  thing  they  want,  it’s 
very  difficult  to  get  them  to  buy 
another  thing.” 

Data  synchronization  has  been 
a  key  initiative  for  Procter  & 
Gamble,  said  Steve  David,  CIO  at 
the  Cincinnati  consumer  goods 
manufacturer.  With  data  synchro¬ 
nization,  retailers  and  suppliers 
agree  to  use  standard  product 
descriptors  to  streamline  the 
exchange  of  information. 

Procter  &  Gamble  is  using  the 
data  model  from  nonprofit  stan¬ 
dards  organization  UCCnet.  The 
project  has  paid  for  itself  already 
just  in  the  reduction  of  purchase- 
order  errors  and  returned  mer¬ 
chandise,  David  said. 

Retailer  Ross  Stores  plans  to 
implement  a  new  merchandis¬ 
ing  system  and  labor  manage¬ 
ment  software  from  SAP  said 
Richard  White,  CIO  at  the 
Newark, Calif.,  company. The  goal 
is  to  better  allocate  staff,  control 
payroll  and  reduce  scheduling 
chores.  ■ 


Amtrak 

continued  from  page  12 

are  used  as  an  interface  to  the  reserva¬ 
tion  system  [which  runs  on  an  older  IBM 
architecture] . 

Where  does  the  Internet  fit  in  your  overall 
network  architecture? 

We  provide  Internet  access  to  most  of 
our  employees  with  workstations.  We  have 
25,000  employees  and  only  7,000  worksta¬ 
tions.  Most  of  our  employees  are  on  trains 
moving  around,  and  they  don’t  have 
Internet  access. We  looked  into  what  it 
would  take  to  provide  connectivity  to  our 
trains,  and  two  things  jumped  out  very 
quickly  One  is  that  it's  very  hard.The  sec¬ 
ond  is  that  it’s  very  expensive.  We  also 
haven  t  really  come  up  with  a  killer  appli¬ 
cation  that  we  need  it  for.  A  year  and  a 
half  ago,  we  brought  in  a  VPN  from  V-One, 
and  we  implemented  it  so  the  other 
18,000  employees  that  don’t  have  Internet 
access  from  work  can  dial  in  from  home 
and  see  our  intranet.  We  have  about  1,200 


registered  users.  Now  we’re  embarking  on 
a  program  where  we’ll  be  able  to  use  the 
VPN  to  get  to  other  systems  within  the 
company  There’s  some  movement  in  the 
company  —  albeit  small  —  for  people  to 
be  able  to  work  from  home.  We  have  a 
number  of  people  testing  it  out  now,  and  it 
seems  to  be  working  very  well. 

How  have  you  ensured  that  your  voice  and 
data  networks  will  be  competitive  from  a 
technology  point  of  view  throughout  the 
course  of  the  outsourcing  contract? 

After  two  years,  we  can  benchmark  any 
tower  of  service.  If  we  benchmark  cost 
and  quality  and  service  levels,  and  find 
that  it  changed  dramatically  enough  to 
make  a  difference,  then  we  have  the  right 
to  sit  down  and  work  through  the  negotia¬ 
tions  and  get  the  price  down.  Secondly 
the  contract  is  broken  up.  It’s  a  seven-year 
contract,  but  it’s  a  four-year  base  with 
three  one-year  renewables.  And  the  renew¬ 
ables  are  based  upon  quality 

What  advice  would  you  offer  to  CIOs  who  are 


thinking  about  outsourcing  their  voice  and 
data  networks? 

The  biggest  problem  they  will  end  up 
having  is  personnel  issues.They’re  going 
to  either  be  replacing  a  number  of  their 
employees,  or  their  employees  are  going 
to  be  moving  over  to  the  new  company. 
How  many  people  are  still  working  for 
IBM  that  worked  for  Amtrak  [back  in 
1994]?  I  only  know  of  one. 

In  setting  up  the  deal,  make  sure  you 
have  a  really  good  set  of  lawyers. 
Shakespeare  said: “Kill  all  the  lawyers.” 
That’s  exactly  what  you  don’t  want  to  do 
in  this  situation. 

When  we  sat  down  with  IBM’s  manage¬ 
ment,  the  first  thing  I  told  them  is  I  don’t 
want  any  lawyers  in  the  room  when  we 
negotiate  what  the  business  deal  is.  1  did¬ 
n’t  want  the  lawyers  to  start  bringing  up 
all  the  detail  that  they  have  to  deal  with. 
But  you’ve  got  to  get  to  that  detail.  After 
you  agree  on  the  business  deal, you  need 
a  really  good  set  of  lawyers  [to  finalize 
it]  . These  are  generally  outside  counsel 
who  specialize  in  this  [area]. 


If  it’s  a  big  deal, you  want  to  get  a  consul¬ 
tant  in  to  help  you  with  what’s  the  best 
practice  in  the  industry.  You  have  to  have 
a  good  idea  of  what  kind  of  telecom  rates 
you  should  be  expecting,  what  kind  of 
management  fees,  how  much  things 
should  be  costing  you,  and  what  are 
prevalent  SLAs.You  may  be  satisfied  with 
98.5%  [reliability], but  it’s  good  to  know 
where  the  industry  is.  And  this  information 
isn’t  readily  available.  We  used  the  Out¬ 
sourcing  Institute.  We  were  really  satisfied 
with  them. 

What  concerns  about  your  voice  and  data  net¬ 
works  keep  you  up  at  night9 

There  aren  ’t  any  actually  We  have  a  lot  of 
old  systems,  but  they  run  pretty  well.  From 
a  reliability  perspective  with  our  network,  I 
think  we’re  right  up  with  the  best.  It  does¬ 
n’t  keep  me  up  at  night  at  all.  I  don’t  carry 
a  pager.  1  don’t  carry  a  cell  phone.  I’m  not 
worried  about  those  kinds  of  things.  I  also 
have  really  good  people  managing  the 
vendors,  but  I  think  the  vendors  put  very 
good  people  in  those  slots.  ■ 
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Aventail  looks  to  best 
IPSec  YPN  vendors 


Aventail  has  sold  Secure  Sockets  Layer-based  remote- 
access  equipment  and  services  for  roughly  six  years , 
longer  than  most  of  its  competitors.  Now  that  the  tech¬ 
nology  really  seems  to  be  catching  on,  the  company  is 
looking  to  capitalize  on  its  head  start.  CEO  Evan 
Kaplan  recently  spoke  with  Network  World  Senior  Editor  Tim  Greene 
about  where  the  company  and  market  are  headed. 

How  do  Aventail's  offerings  stack  up  against  IP  Security  [IPSec]  VPN  remote-access 
products? 

We  are  the  first  SSL  VPN  to  be  a  true,  comprehensive  IPSec  [remote-access] 
replacement. 

How  does  your  gear  actually  match  up  vs.  IPSec  remote  access? 

[With  IPSec,  a  remote  PC  has  client  software  that  creates  an  encrypted  tunnel 
across  the  Internet  to  a  VPN  server,  granting  direct  access  to  all  the  network 
resources  behind  the  server.]  We  can  take  an  application  like  Outlook  and 
rerender  it  into  a  Web  page.  Or  [do  the  same  with]  a  standard  SAP  client.  We 
can  take  a  [Server  Message  Block]  file  system  and  render  that  into  a  Web-based 


interface  that  will  give  you  whole  SMB  file  access.  We  have  a  Java  local  listener 
that  allows  you  to  handle  basically  any  client-server  app  that  happened  to  be 
resident  on  a  PC. 

So  you  could  go  home  without  actually  deploying  a  client  and  use  your  full 
Outlook  client  or  Exchange,  or  you  could  use  a  SAP  client  that  could  be 
deployed  on  the  desktop. You  could  do  Windows  terminal  services. 

And  then  you  go  to  proxy-based  VPNs,  which  are  basically  the  full  replace¬ 
ment  of  an  IPSec  solution,  with  a  very  simple  agent  as  opposed  to  a  full  client. 

You  can  beat  out  IPSec  remote  access  today  with  your  offerings? 

We’re  75%  toward  the  basic  functionality  [we  need  to  compete  directly  with 
IPSec  VPNs].  We  don’t  believe  anybody  else  is  that  far  along.  [We’ll]  get  to  95% 
of  the  functionality  [by  year-end] ,  and  then  layer  on  ease  of  use,  management, 
deployability  and  optimization. 

What  about  site-to-site  VPNs? 

We  will  never  replace  site-to-site  [IPSec  VPNs]. Ours  is  a  remote-access  or 
extranet  platform.  Within  six  months  we  will  have  what  we  call  a  server-to-server 
component  as  opposed  to  site-to-site. That’s  already  in  our  product  plan. 

There  are  a  lot  of  younger  companies  in  SSL  remote  access.  How  do  you  rank  them? 

The  people  who  I  lose  sleep  over  at  night  are  the  bigger  players  . . .  Cisco  or 
Check  Point  or  Nortel.  Check  Point  and  Nortel  have  entered  and  we  expect 
Cisco  to  enter  the  market  sometime  in  the  next  18  months. 

I  ask  about  the  start-ups,  and  you  mention  the  big  network  vendors.  Why? 

If  the  [big  network  vendors]  pay  attention  to  [developing  good  technology], 
they  have  distribution  [channels  that  will  have  an  impact]. Not  technology, they 
have  distribution. 

See  Aventail,  page  18 


Egenera  blades  target  data  centers 


■  Microsoft  says  the  next  update  to 
its  Windows  CE  .Net  operating  sys¬ 
tem,  code-named  McKendric,  will  ship 
by  midyear  and  include  new  features. 
Expected  to  be  called  Windows  CE 
.Net  Version  4.2,  McKendric  offers 
several  improvements  over  the  cur¬ 
rent  operating  system  version,  Win¬ 
dows  CE  .Net  4.1.  It  will  incorporate 
support  for  voice  over  IP,  a  firewall 
and  wireless  network  support  for  resi¬ 
dential  gateways,  Microsoft  says. 
Version  4.2  also  will  make  APIs  more 
compatible  with  software  developed 
for  PDAs  running  Microsoft's  Pocket 
PC  software  and  other  devices  run¬ 
ning  on  Windows  CE  .Net.  McKendric 
will  include  a  sample  VoIP  application 
when  it  ships  and  offer  a  proxy  client 
that  will  let  VoIP  applications  be  used 
through  firewalls,  www.microsoft.com 


■  BY  PHIL  HOCHMUTH 

MARLBOROUGH,  MASS.  —  The  goal  at 
Egenera,  an  emerging  blade  server  com¬ 
pany,  is  to  help  big  corporations  —  partic¬ 
ularly  well-known  Wall  Street  firms  — 
shrink  their  large,  multiserver  data  centers 
so  they  can  be  managed  less  expensively 
and  operate  faster. 

To  do  this,  3-year-old  Egenera  has  devel¬ 
oped  its  BladeFrame  chassis,  which  is 
aimed  at  consolidating  many  Linux-based 
servers  into  one  box  and  letting  servers  in 
the  chassis  be  configured  and  partitioned 
on  the  fly  through  software.This  technolo¬ 
gy  is  another  move  toward  “virtualizing”  a 
part  of  a  company  such  as  storage.  Ln  this 
case,  data  center  servers  are  created  and 
managed  in  what  Egenera  calls  a  proces¬ 
sor-area  network. 

The  BladeFrame  system  can  house  up  to 
96  high-end  (up  to  2  GHz)  Intel  proces¬ 
sors  running  Linux.  These  CPUs  can  be 
deployed  as  individual  systems  on  two- 


and  four-way  processor  blades.  Server 
configurations,  applications,  storage  and 
I/O  are  configured  through  a  BladeFrame 
management  console. 

Processors  in  the  BladeFrame  are  con¬ 
nected  via  a  2G  bit/sec  proprietary  inter¬ 
connect  technology  which  provides  com¬ 
munication  between  the  logical  servers  in 
a  rack,  and  also  allows  for  server  load-bal¬ 
ancing  and  failover.  A  10/1 00M  bit/sec  or 
Gigabit  Ethernet  connection  to  a  LAN, 
and  FiberChannel  or  SCSI  connections  to 
a  SAN  also  are  on  the  BladeFrame  chassis. 

The  virtualized  servers  in  the  chassis  are 
easier  to  manage,  the  company  says, 
because  server  images  can  be  set  up  and 
removed  faster  than  dealing  with  physical 
hardware  on  individual  machines. 

“We  use  a  blade  form  factor,  but  blades 
are  really  just  a  1980s  server  form  factor 
repackaged  and  a  little  more  dense,”  says 
Deborah  Miller,  president  and  CEO  of 
Egenera.  Egenera  delivers  data  center  vir¬ 
tualization  support  today  that  HRIBM  and 


Sun  plan  to  support  in  2005  and  2006, 
she  says. 

Miller  says  Egenera’s  product  differs  from 
blade  servers  from  vendors  such  as  HPDell 
and  IBM  in  that  the  BladeFrame  processor 
blades  are  diskless  —  the  systems  work 
with  most  major  SAN  vendors’  equipment 
—  and  that  the  I/O  to  the  servers  is  con¬ 
trolled  virtually  through  software. 

“We  put  [Egenera]  in  the  blade  server 
market,”  says  John  Enck,a  vice  president  at 
Gartner,“but  the  capabilities  their  product 
has  are  unique  in  the  market . . .  they  have 
quite  a  bit  of  a  lead  on  everybody 
Enck  says  the  ability  to  manipulate  stor 
age  and  logical  server  identities  among 
processors  in  the  BladeFrame  differs  from 
competitive  server  blade  products. 
However,  all  of  Egenera  s  competitors  haw 
this  ability  planned  for  future  products 
While  Egenera’s  architecture  differs  fro. 
its  competitors,  it  is  going  after  a  diffc- 
market  than  current  blade  servers,  wh  <  ; 

See  Egenera,  pa  .  ? 
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Trust  but  verify  the  cold  war  adage,  has 
been  invoked  in  many  different  ways 
over  the  years. Sadly,  its  applicability  to 
IT  goes  beyond  just  concerns  of  e-mail 
viruses.  Network  executives,  it  would  seem, 
have  to  be  concerned  with  real  products 
that  come  with  imaginary  features. 

In  recent  months  alone,  without  really 
looking,  The  Tolly  Group  has  encountered 
several  leading  products  that  have  come 
down  with  “imaginary  feature  syndrome.” 
Here’s  how  it  has  typically  played  out: 

In  the  course  of  evaluating  a  product,  our 
engineers  enable  or  configure  a  service  on 
the  box,  but  the  test  results  don’t  change. 
After  verifying  that  the  configuration  steps 


|Q  a 

Aventail 

continued  from  page  17 

Is  your  technology  so  much  better  than  the 
start-ups'  that  you  don't  have  to  worry 
about  them  so  much? 

I’m  always  supposed  to  say  our  stuff 
is  better,  but  yeah,  I  think  our  stuff  is  a 
|  lot  better. We’ve  had  six  years  to  build 
it,  we’ve  run  it  as  a  service  for  roughly 
•  400,000  people.  It’s  been  banged 
around.  Every  enterprise  application 
:  that’s  out  there  we’ve  come  across  in 
:  some  way, shape  or  form. 

Are  you  losing  sleep  over  the  start-ups  like 
Neoteris,  Netilla,  SafeWeb  and  Aspelle? 

No.  1  lose  sleep  over  Nortel  at  this 
f  point.  And  I  lose  sleep  over  how  Cisco 
l  would  enter  the  market. 

How  will  Cisco  enter  the  market? 

It  depends.  If  they  want  to  go  to  the 
level  Check  Point  or  Nortel  does,  they’ll 
[develop  the  technology]  themselves. 
i  If  they  want  to  go  where  we  really 
believe  the  market  is  going  —  to  these 
very  softwareintensive,  easily  deploy¬ 
able,  highly  manageable  systems  — 
they’re  going  to  have  to  buy  someone. 
And  that's  been  their  pattern. 

So  which  do  you  expect  them  to  do? 

One,  then  two.  One  of  the  things  that 
people  like  us  and  SafeWeb  will  do  is 
show  the  i  narket  just  what  you  can  do 
with  softw  re  here,  and  to  a  certain 
[  exi  nt  prol  tbly  Neoteris  also. 

Is  thi  re  really  enough  money  in  SSL  remote 
acr  ss  to  keep  a  business  afloat  long-term? 


Infrastructure _ 

Trust  but  verify’: 
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Real  products,  imaginary  features 


were  correct,  we  contact  the  vendor’s  prod¬ 
uct  support  staff.  A  short  while  later,  the  ven¬ 
dor  support  staff  informs  us  that  the  imple¬ 
mentation  is“notyet  complete.’Translation: 
The  feature  doesn’t  exist. 

I  understand  that  software  development 
is  an  ongoing  affair.  What  bothers  me  — 
and  strikes  me  as  disingenuous  on  the  ven¬ 
dors’  part  —  is  that  they  manage  to  finish 
enough  of  the  development  to  let  you  think 
that  the  feature  exists.  You  can  click  away 
and  configure  the  feature  —  it  is  up  to  you 
to  find  out  that  it’s  not  there.  And  this  is  not 
always  easy 

In  one  instance,  the  test  involved  quality 
of  service  (QoS)  for  a  new,  high-speed  LAN 
module.  The  test  attempted  to  exercise  a 
long-advertised  QoS  capability  using  new 
hardware.  It  didn’t  work. 

The  vendor  told  us  that  this  support  had 
not  yet  been  ported  to  work  with  the  new 
module.  At  the  same  time,  we  were 
informed  that  customers  knew  that.  We 
couldn’t  find  any  such  notice  on  the  ven¬ 


dor’s  Web  site.  After  so  informing  the  ven¬ 
dor,  a  document  miraculously  appeared. 

A  much  simpler  evaluation  of  QoS  in  an 
IP  telephone  led  us  down  the  same  path. 

If  we’ve  learned  anything  about  conver¬ 
gence  these  past  few  years,  it  is  that  latency- 
sensitive,  real-time  interactive  voice  needs 
to  be  prioritized  above  other  traffic.  Thus, 
evaluating  QoS  tagging  on  voice-over-IP 
(VoIP)  endpoints  is  a  basic,  essential  task. 

During  a  test,  our  engineer  dutifully  was 
exercising  the  system’s  ability  to  set  any 
one  of  multiple  priority  levels  on  the 
phone’s  VoIP  traffic  stream.  But,  when  we 
pulled  up  the  actual  network  traffic  on  the 
trace,  something  wasn’t  right.  No  matter 
how  we  configured  the  priority  on  the 
graphical  user  interface  (GUI),  packet  pri¬ 
ority  remained  zero. 

After  verifying  that  our  network  analyzer 
wasn’t  at  fault,  we  contacted  the  vendor, 
which  quickly  acknowledged  that  this  fea¬ 
ture  was  implemented  only  partially.  Again, 
the  vendor  managed  to  implement  the  part 


that  lets  you  think  the  feature  exists  but 
hadn’t  gotten  around  to  setting  the  proper 
bits  in  the  packet.  Nor  had  the  vendor  both¬ 
ered  to  update  the  message  on  the  GUI  to 
remind  network  managers  that  while  they 
could  configure  the  feature, the  phones  did 
not  yet  support  it.  Simple  oversight. 

So  why  does  this  happen? 

Often,  it  is  the  drive  to  be  “first  to  market” 
combined  with  the  mostly  accurate  obser¬ 
vation  that  while  network  managers  will 
buy  a  product  because  of  its  bleeding-edge 
features,  they  rarely  will  use  those  features 
immediately  Thus,  as  long  as  the  basic 
claim  can  be  satisfied,  many  of  the  more 
subtle  aspects  might  not  be  exercised  for 
weeks  or,  more  likely,  months. 

So  like  a  good  cold  warrior,  remember 
always  to  trust  but  verify 

Tolly  is  president  of  The  Tolly  Group,  a 
strategic  consulting  and  independent  testing 
company  in  Manasquan,  N.J.  He  can  be 
reached  at  ktolfy@tolly.com. 


Remote  access,  given  the  numbers  of 
users  and  the  people,  is  probably  a 
larger  market  longer-term  than  the 
market  for  site-to-site  [IPSecVPNs], 
which  is  an  amazing  thing.  I’ll  point 
you  back  to  the  old  days  in  which 
Cisco,  Bay,  companies  like  Shiva  and 
3Com  built  a  remote-access  business 
that  probably  totaled  $18  billion  just 
on  terminating  dial-up  remote  access. 
Those  users  haven’t  gone  away. Those 
users  have  actually  increased.  Now 
you’ve  got  PDAs  and  Wi-Fi. 

Ultimately,  won't  this  capability  become  a 
commodity  that  might  even  be  added  to 
standard  PC  software? 

It’s  not  a  very  simple  network  prob¬ 
lem  where  I  slap  in  a  router  and  opti¬ 
mize  routes  over  time.There’s  a  lot  of 
software  to  do  this  clientless  stuff  well. 
Whether  it’s  the  Java  applications  or 
the  Webifiers  or  the  proxies  there  are  a 
lot  of  tricky  and  interesting  things  that 
make  this  a  very  compelling  software 
value-added  platform.  If  you  want 
clientless  access  to  client-server  appli¬ 
cations,  to  Java  applications,  to  Siebel 
and  SARyou  can’t  do  that  easily 

How  does  the  IT  slump  affect  Aventail? 

The  basic  theory  on  this  is  people 
aren't  making  big  investments  in  appli¬ 
cations,  and  they  aren’t  making  big 
investments  in  infrastructure.  IT  guys 
look  at  solutions  like  ours  and  any¬ 
body  else  that  competes  in  the  same 
space  and  say ‘Listen,  we  can  keep  the 
same  set  of  applications  but  we  give 
broader  access.  It’s  a  big  win  for  us 
with  a  relatively  low  capital  expendi¬ 
ture,  right?’ Somebody  can  get  into  our 
stuff  for  as  little  as  $20,000  for  the 
appliance  side.B 


Egenera 
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are  aimed  at  consolidating  many  small 
servers  running  e-mail  or  other  types  of 
edge  applications. 

“The  market  we’re  attacking  is  the  mis¬ 
sion-critical,  proprietary,  Unix  market,” 
Egenera’s  Miller  says. 

So  far,  Egenera  has  been  successful  in 
usurping  big  Unix  boxes  at  Wall  Street  firms. 
To  break  into  this  tough  market,  it  didn’t 
hurt  that  Egenera’s  founder  and  CTO.Vern 
Brownell,  was  once  in  the  trenches  of  Wall 
Street  IT  as  CTO  of  Goldman  Sachs.Thus  far, 
the  company’s  announced  customer  line¬ 
up  includes  Goldman,  Merrill  Lynch  and 
Credit  Suisse  First  Boston  (CSFB). 

CSFB  last  year  used  Egenera’s  products  to 
migrate  its  trading  application  off  of  a  pro- 
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Location:  Marlborough,  Mass. 
Founded:  March  2000 

Key  executives:  Deborah  Miller, 
president  and  CEO,  a  former  IBM 
vice  president  overseeing  the  AS/400 
business;  Vern  Brownell,  chairman, 
founderand  CTO,  formerly  CTO  at 
Goldman  Sachs. 

Employees:  More  than  200 

Product:  Egenera  BladeFrame 
System  —  a  chasiss  holding  up  to 
96  Intel  processors  for  server 
consolidation  and  "data  center 
virtualization." 

Funding:  More  than  $94  million 
through  three  rounds  of  venture 
funding  from  KodiakVenture  Partners, 
Spectrum  Equity  Investors,  Goldman 
Sachs,  Austin  Ventures,  Crosslink 
Capital  and  Lehman  Brothers  Venture 
Capital,  among  others. 


prietary  Unix  platform  based  on  Reduced 
Instruction  Set  Chip  (RISC)  architecture 
onto  Linux  and  the  Intel-based  Blade- 
Frame  hardware.The  company  says  it  went 
with  Egenera  as  way  to  deploy  its  applica¬ 
tions  on  a  less-expensive,  more  manage¬ 
able  platform.  And  along  the  way,  it  also 
found  the  BladeFrame  to  be  faster  than  its 
Unix  servers. 

“The  problem  at  CSFB  was  that  our  server 
population  was  increasing  while  our  rev¬ 
enue  wasn’t,”  said  Evan  Bauer,  CSFB’s  chief 
technologist,  at  LinuxWorld  Expo  in  San 
Francisco  last  year. 

Bauer  said  he  and  his  staff  were  charged 
with  consolidating  applications  and  sys¬ 
tems  from  seven  different  firms  that  CSFB 
acquired  over  the  past  four  years.The  catch 
was  to  do  it  on  a  constrained  budget  and  to 
prove  that  the  system  would  pay  for  itself 
over  a  short  period. 

“In  this  economy  we’re  not  spending  a 
nickel  on  anything  that  won’t  pay  back 
within  12  to  18  months,”  he  said. 

With  the  Linux-based  Egenera  products, 
CSFB  has  seen  50%  savings  in  terms  of 
hardware  and  software  costs  vs.  its  old  Unix 
servers.  At  the  same  time,  application  per¬ 
formance  on  Egenera  improved,  as  the 
BladeFrame  processors  now  average  about 
18%  utilization  vs.  the  RISC  chips,  which 
chugged  away  at  nearly  100%  usage  in  the 
past  on  the  same  application. 

In  the  end,  Bauer  said,  “we  could  say  to 
our  management  that  we  brought  in  the 
[computing  power]  we  needed,  and  we 
spent  less  to  do  it.”  ■ 


More  online! 

Get  the  background  on 
Egenera,  named  one  of 
Network  World's  “10  Start 
ups  to  Watch"  in  2002. 
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Reallocate  your  resources. 

Server  time  and  space  are  precious  commodities,  at  least  from  where 
you're  sitting.  Your  customers  are  clamoring  for  more,  more,  more,  while 
you  try  to  figure  out  how  to  deliver  with  less,  less,  less. 

HP  ProLiant  servers,  powered  by  Intel®  Xeon™  processors,  put  you  in 
control  of  your  resources  so  that  you  can  realize  the  true  potential  of  your 
infrastructure.  ProLiant  Essentials  Workload  Management  Pack  software 
lets  you  allocate  your  resources  to  specific  tasks  and  then  reallocate  them 
as  needed  — automatically.  We  call  it  Dynamic  Resource  Scaling.  And  with 
this  added  control  and  increased  visibility,  you  may  even  find  you 
can  boost  efficiency  by  placing  more  workload  on  those  same  servers. 

It  all  adds  up  to  faster,  better  distribution,  increased  ROI  and  gigantic 
leaps  forward  in  customer  satisfaction.  Which,  of  course,  is  a  relief  to  you. 

Visit  www.hp.com/go/proliant74  or  call  1.80C.282.6672, 
option  5/  and  mention  code  XFF  for  a  white  paper  on 
adaptive  infrastructure  and  a  free  trial  of  HP  ProLiant 
Essentials  software! 


HP  ProLiant  DL  580G2  Server 
with  Intel  Xeon™  processors 
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PEOPLESOFT  HAS 

PURE  INTERNET  ARCHITECTURE. 

NO  ONE  ELSE  DOES. 

PURE  AND  SIMPLE. 


PeopleSoft.  Superior  technology  for  the  real-time  enterprise 


•  ;Only  PeopleSoft's  Pure  Internet  Architecture  makes  the  real-time  enterprise  a  reality.  No  code  on  the  client 
■  means  instant  access  with  any  Web  device.  And  applications  that  reside  on  a  server,  not  thousands  of 

'•'•PCs,  means  easier  installation,  administration  and  updates.  Embedded  analytics  means  real-time  information 
and  analysis,  reducing  the  need  for  offline  reporting.  And  an  integration  framework  that  supports  Internet 
standards  -  including  Web  services  and  XML  -  means  easier  and  faster  integration  with  multi-vendor  and 
internally  developed  applications. 

at'  -’-T® 

i  Le^rn  more  by  visiting  us  at  www.peoplesoft.com/real-time  or  call  1-888-773-8277. 
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■  PORTALS  ■  MESSAGING/GROUPWARE 

■  E-COMMERCE  ■  SECURITY 

■  NETWORK  MANAGEMENT  ■  DIRECTORIES 


Preventative  action 

Trend  Micro  packages  could  ease  antivirus  administration. 


■  SAP  AG  last  week  said  it  would 
add  workforce  management  capabil¬ 
ities  to  its  mySAP  Retail  offering. 
The  new,  Web-based  package  will  be 
released  in  the  fourth  quarter  of  this 
year,  the  company  said.  A  key  fea¬ 
ture  of  the  software  will  be  an  opti¬ 
mization  engine  aimed  at  assisting 
stores  with  staff  scheduling  by  bal¬ 
ancing  variables  such  as  employee 
skills,  payroll  requirements,  work¬ 
place  rules  and  employee  availabil¬ 
ity.  Much  of  the  new  software’s  fea¬ 
tures  are  based  on  StaffWorks,  a 
product  SAP  picked  up  in  its  1999 
acquisition  of  Campbell  Software. 
The  workforce  management  tools 
will  be  available  as  part  of  mySAP 
Retail,  an  offering  in  SAP's  mySAP 
portfolio  of  Internet-connected 
e-business  software.  MySAP  Retail 
is  intended  to  facilitate  operations 
such  as  customer  service,  supply- 
chain  management  and  sales  sup¬ 
port.  Pricing  has  not  been 
announced,  www.sap.com 

■  Flamenco  Networks  last  week 
announced  an  enterprise  version  of 
its  hosted  Web  Services 
Management  Solution,  software 
for  securing  Web  services. 
Previously,  Flamenco  offered  the 
software  as  a  service  hosted  either 
by  Flamenco  or  a  service  provider 
that  had  licensed  Flamenco’s  soft¬ 
ware.  Now,  companies  can  bring 
Web  Services  Management  Solution 
to  their  networks  to  provide  security 
for  network  traffic  based  on  XML 
and  Simple  Object  Access  Protocol. 
WSMS  is  a  distributed  platform 
that  consists  of  two  primary  com¬ 
ponents:  a  controller  and  a  set  of 
proxies.  The  controller  is  a  Java  2 
Platform  Enterprise  Edition  applica¬ 
tion  that  monitors  and  manages 
Web  services  traffic.  The  proxies 
include  handlers  configured  to  sup¬ 
port  security  services  such  as 
authentication,  authorization, 
encryption,  digital  signatures  and 
nonrepudiation.  WSMS  Enterprise 
Edition  is  available  now  with  pricing 
starting  at  $100,000.  www.flamenco 
networks.com 


■  BY  ELLEN  MESSMER 

CUPERTINO,  CALIF  —  Trend  Micro  last 
week  unveiled  a  range  of  new  services  and 
product  updates  it  hopes  can  help  ease  the 
administrative  task  of  preventing  and 
cleaning  up  after  virus  outbreaks. 

Trend  Micro  is  expanding  its  Enterprise 
Protection  Strategy  (EPS),  a  combination 
of  products,  services  and  centralized  man¬ 
agement  tools  that  is  designed  to  help  IT 
managers  thwart  attacks  from  computer 
viruses  and  worms.  The  company  intro- 


■  BY  JOHN  FONTANA 

MAYNARD,  MASS.  —  A  new  release  of 
SiteScape  software  lets  companies  add 
real-time  communication  support  to  their 
collaboration  environment  and  link  data 
collected  in  online  meetings  to  discussion 
threads,  stored  documents,  calendars  and 
workflows. 

SiteScape  added  a  real-time  element  to 
its  collaboration  suite  with  the  release  of 
a  Web  conferencing  module  for  its  Enter¬ 
prise  Forum  7.0  software.  The  company 
last  week  shipped  Forum  eMeeting, 
which  provides  conferencing,  white¬ 
board  and  application  sharing,  and  voice 
and  video  over  IP 

“We  are  really  using  the  application 
sharing  where  users  can  just  open 
[Microsoft]  Word  and  start  writing  or  use 
PowerPoint  to  share  a  presentation,”  says 
Zbigniew  Ignatowicz,  manager  for  IS  for 
the  Standards  Council  of  Canada  in 
Ottawa.  The  Council  has  nearly  6,000 
users  spread  over  500  committees  that 
voice  Canada’s  standing  on  standards  that 
cover  everything  from  technology  to  agri¬ 
culture.  Ignatowicz  will  roll  out  the  soft¬ 
ware  later  this  month  with  the  hopes  of 
achieving  some  cost-savings  and  making 
it  easier  for  committee  members  to  hold 
meetings  without  having  to  travel. 

“We  expect  this  [real-time]  communica¬ 
tion  will  help  us  speed  our  processes,” 
Ignatowicz  says.  He  says  the  integrated 
nature  of  eMeetings  with  Enterprise 


duced  EPS  in  May 

Specifically  Trend  Micro  has  retooled  its 
full  line  of  antivirus  and  content-filtering 
products  to  let  customers  manage  desktop 
and  server  security  policies  from  a  central 
location.  The  new  Central  Management 
Console  can  be  used  to  enforce  five  writ¬ 
ten  policies,  such  as  denying  the  right  to 
access  certain  files  and  executables,  or 
blocking  network  ports  that  might  be 
deemed  especially  vulnerable  during  fast- 
moving  virus  or  worm  outbreaks. 

Corporate  customers  can  create  cus- 


Forum  7.0  also  means  less  training  will  be 
needed,  because  it  works  within  the  soft¬ 
ware’s  standard  interface. 

He  says  the  council  might  offer  e-learn¬ 
ing  courses  using  the  software. 

The  eMeetings  module  also  provides  the 
option  of  keeping  their  information  behind 
their  own  firewalls.  Late  last  year,  SiteScape 
introduced  integration  between  Enterprise 
Forum  7.0  and  a  hosted  conferencing  ser¬ 
vice  from  Placeware. 

SiteScape  is  trying  to  keep  pace  with 
other  collaboration  vendors  such  as 
IBM/Lotus,  Microsoft  and  eRoom  Tech¬ 
nologies,  which  are  mixing  real-time  fea¬ 
tures  with  their  traditional  collaboration 
platforms. 

“Convergence  of  synchronous  [real¬ 
time]  and  asynchronous  technology  such 
as  messaging  is  a  major  trend,”  says  Lewis 
Ward,  senior  analyst  for  Collaborative 
Strategies. “The  combination  of  the  two  is 
the  Holy  Grail  of  collaboration.” 

On  the  client  side,  Forum  eMeeting 
requires  use  of  Internet  Explorer  4.01  or 
higher  and  Netscape  4.08  or  higher.  Forum 
7.0,  which  runs  on  Windows  NT  or  2000, 
Sun  Solaris  and  Red  Hat  Linux,  supports 
Microsoft’s  SQL  Server  2000  and  Oracle  8i 
databases  to  go  along  with  the  custom 
database  that  ships  with  the  software. 

Forum  eMeeting  is  available  now  and 
is  priced  at  $99  per  user,  in  addition  to 
the  $99  per-user  license  required  for 
Forum  7.0. 

SiteScape:  www.sitescape.com 


tomized  policies  as  well,  says  Steve  Quane, 
Trend  Micro  product  manager  for  enter¬ 
prise  products. The  goal  is  to  automate  pol¬ 
icy  enforcement,  when  appropriate,  and 
gain  real-time  work-flow-based  virus  report¬ 
ing  and  eradication  when  a  virus  outbreak 
occurs. 

“The  old  model  of  pattern-file  matching  is 
not  sufficient,”  Quane  says,  alluding  to  the 
traditional  approach  that  antivirus  vendors 
take  of  capturing  a  new  virus  specimen 
and  fashioning  a  signature-based  means  to 
block  and  eradicate  it  that  depends  on 
upgrading  every  desktop  and  server  using 
antivirus  software. 

Now  customers  can  sign  up  for  one  of 
many  support  plans, depending  on  the  size 
and  security  needs  of  their  organization.  As 
part  of  the  expansion,  the  EPS  Outbreak 
Prevention  Services  have  been  broadened 
to  encompass  file,  Web  and  messaging 

Costly  virus 

In  an  ICSA  Labs  survey  of  300 
companies,  the  cost  of  coping 
with  virus  woes  averaged 
between  $100,000  and  $1  million 
in  2002  in  terms  of  downtime, 
virus  cleanup  and  lost 
productivity. 


servers  running  on  Solaris,  Linux  and  Win¬ 
dows,  and  users  connected  via  broadband 
connections  from  remote  offices. 

Previously,  the  Outbreak  Prevention 
Services  program  worked  only  for  messag¬ 
ing  servers  on  the  Windows  platform, 
according  to  Trend  Micro. 

The  Outbreak  Prevention  Services  distrib¬ 
ute  information  on  developing  virus  out¬ 
breaks  to  Trend  Micro  customers  before  the 
release  of  a  virus  pattern  file. That  informa¬ 
tion  can  be  used  to  modify  network  config 
urations  and  prevent  or  reduce  infection. 

In  addition  to  strengthening  its  preven¬ 
tion  services,  Trend  announced  that  it  is 
beefing  up  its  Damage  Cleanup  Service, 
which  help  companies  recover  after  a 
virus  outbreak.  EPS  customers  now  will 
receive  attack-specific  cleanup  template- 
through  the  Damage  Cleanup  Server 
which  interacts  with  and  repairs  infe<  ■  ■ 
machines.The  templates  guide  custom 
See  Trend  Micro,  pt  - 


SiteScape  furthers 
collaboration  suite 


Managing  mobility  can  be  challenging. 

T  .at’s  why  there’s  Windows  XP  and  Office  XP. 


Recognize  any  of  those  issues?  Or,  perhaps,  all  of  them?  We  thought 
so.  Many  of  these  issues  can  be  related  to  your  legacy  desktop 
software.  Fortunately,  many  of  them  can  be  addressed  by  features  in 
Microsoft®  Windows®  XP  Professional  and  Office  XP  Professional. 
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Want  specific  examples?  Windows  XP  Professional  offers  new 
Remote  Assistance,  which  enables  you  to  view  a  user’s  screen  and 
control  the  user’s  computer  to  solve  technical  problems  from  afar. 
Office  XP  Professional  gives  you  installation  support  for  HTTP, 


HTTPS,  and  FTP,  which  means  you  can  install  and  maintain  the  suite 
directly  from  a  Web  server  or  a  file  share  on  your  network.  And  finally, 
several  new  features  make  deployment  easier  than  ever.  For  more 
ideas  about  managing  your  desktops,  visit  microsoft.com/desktop 
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From  the  reports  I’ve  seen,  attending 
the  recent  Consumer  Electronics 
Show  was  not  worth  the  pain  of  being 
in  Las  Vegas.  When  the  most  reported-on 
innovation  was  Bill  Gates’  wristwatch,  you 
know  something  was  missing  in  glitzville. 

The  Boston  Globe's  article  on  the  show 
mentioned  watches  in  passing  but 
focused  on  what  it  called  Microsoft’s  and 
Sony’s  “dueling  visions”  of  control  of  the 
living  room  of  the  future. To  me  the  visions 
—  if  they  actually  can  be  classified  as 
“intelligent  foresight”  (as  my  dictionary 
defines  “vision”)  —  are  virtually  identical, 
are  hardly  innovative  and,  I  hope,  will  turn 


No  Internet  in  here? 


out  to  be  mirages  created  by  extreme 
nearsightedness. 

The  idea  that  1  might  want  Microsoft  or 
Sony  to  control  my  living  room  strikes  me 
as  odd,  but  I’m  quite  sure  both  companies 
are  convinced  that  it  is  my  heart’s  desire. 
The  picture,  as  painted  by  the  Globe,  is 
that  Microsoft  wants  the  PC  to  be  the  gate¬ 
way  (or  is  it  police  officer?)  between  the 
home  and  the  world.  Sony,  as  reported, 
wants  TV  to  play  that  role. 

The  Globe  spent  27  inches  of  newspa¬ 
per  column  talking  about  this  “classic  bat¬ 
tle,”  as  one  of  the  people  interviewed  put 
it.  But  the  article  failed  to  mention  a  more 
important  battle  —  the  one  to  let  you  and 
me  control  what  we  see  and  do  rather 
than  becoming  programmable  automa¬ 
tons  with  the  controls  being  in  the  hands 
of  Microsoft  or  Sony  with  the  copyright 
mafia  directing  both  of  them. 

Microsoft  has  pursued  this  dream  —  1 
refuse  to  call  it  a  vision  —  for  years. 


Realizing  the  model  of  PC-as-home-gate- 
way/controller  would  lock  the  company 
into  a  commanding  position  to  dictate 
technology  directions  for  years  to  come. 
A  few  years  ago,  Sony  seemed  to  have  a 
different  vision.  Company  executives 
talked  about  making  all  their  company’s 
home  devices  Internet-capable.  Each 
Sony  TV, VCR  and  DVD  player  could  com¬ 
municate  over  the  Internet  on  its  own.  But 
it  now  looks  like  Sony  has  succumbed  to 
the  same  greed-blurred  view  of  a  single- 
vendor-centric  future. 

Sony’s  old  vision  was  not  its  alone. 
Sony’s  old  vision  was  the  Internet.  You 
remember  the  Internet  —  that  network 
that  let  the  user  decide  what  applications 
to  run  and  who  to  talk  to?  The  Internet  is 
missing  from  the  new  models  that 
Microsoft  and  Sony  present. 

In  their  models,  they  will  get  to  decide 
what  gets  through  the  gateway.  If  they  do 
not  think  an  application  will  make  them 


money,  they  will  have  no  reason  to  do 
the  work  needed  to  support  it.  This 
model  fits  perfectly  with  the  dreams  of 
total  control  held  by  the  copyright 
mafia.  They  would  just  as  soon  make 
sure  you  pay  for  every  bit  that  you  get 
over  the  ’Net  and  cannot  conceive  that 
someone  might  want  to  use  the  Internet 
for  some  purpose  that  did  not  include 
stealing  their  content. The  ideal  future  in 
their  mind  is  an  Internet  that  is  a  Disney- 
controlled  TiVo. 

Microsoft  and  Sony  seem  eager  to  make 
that  future  come  true.  Kiss  your  Internet 
goodbye  if  that  comes  to  be. 

Disclaimer:  As  you  can  tell  from  its 
museums,  Harvard  hardly  ever  kisses 
things  goodbye,  but  the  above  dark  view 
is  my  own. 

Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@sobco.com. 


Trend  Micro 

continued  from  page  21 

in  removing  remnants  of  attacks,  including 
Trojan-horse  programs,  registry  entries  and 
hidden  user  accounts  that  could  be  used  to 
launch  a  new  attack  after  an  initial  attack  is 
thwarted  and  damaged  systems  repaired. 

Both  Outbreak  Prevention  Services  and 
Damage  Cleanup  Services  will  be  sold  to 
customers  as  annual  per-seat  subscriptions 
that  will  cost  between  $1  and  $6,  depend¬ 
ing  on  the  number  of  seats,  Quane  says. 

In  selling  its  expanded  EPS  program, 
Trend  Micro  must  be  careful  that  it  does¬ 
n’t  disparage  its  antivirus  protection  abili¬ 
ties  while  it  promotes  its  Damage 
Cleanup  technology 

“Anybody  in  the  antiviral  industry  must 
walk  a  balance  in  saying  ‘We  can  not  only 
protect  you  from  viruses,  but  help  you  clean 
up  once  we  fail  to  protect  you’” says  John 
Rescatore,  vice  president  and  research 
director  for  Internet  security  at  Gartner. 

However,  given  that  some  viruses  are 
bound  to  sneak  onto  even  well-protected 
networks, Trend  will  find  customers  if  it  can 
prove  that  the  effect  of  such  outbreaks  is 
mitigated  by  EPS, according  to  Pescatore. 

Unlike  chief  competitors  Network  As¬ 
sociates  and  Symantec, Trend  Micro  is  con¬ 
tent  to  stick  to  its  main  business  in  antivirus 
and  threat  management,  leaving  it  to  the 
company’s  partners  such  as  Nokia,  Blue 
Coat  Systems  and  smaller  integrators  to 
deliver  the  hardware  infrastructure  or  pro¬ 
fessional  services,  according  to  Quane 

That  focus  might  keep  Trend  from  falling 
into  the  same  trap  as  its  competitors 
Rescatore  says  “Network  Associates  tried  to 
expand  beyond  antivirus  and  failed  miser¬ 
ably.  Symantec  bought  Axent  [Technol¬ 
ogies  lo  get  into  the  enterprise  space  and 
move  beyond  antivirus,  and  you  haven't 
seen  much  happen  with  that.  Being  good  at 
selling  consumer  antivirus  and  desktop 
antivirus  and  also  meeting  server  and  gate¬ 
way  needs  is  hard  to  do,”  he  says 


Fblicy-based  controls  on  the  desktop  and 
server  are  still  a  fairly  new  concept  for  the 
traditional  antivirus  software  vendors, 
although  a  few  vendors,  including  Okena 
and  Harris,  are  tackling  virus  prevention 
through  what’s  often  known  as  “behavior 
blocking,”  which  blocks  unauthorized 
exploits.  Corporations  testing  the  Central 
Management  Console  for  virus  prevention 
say  the  underlying  concept  of  policy-based 
controls  is  sound. 

“It’s  an  issue  of  awareness,  because  if 
you’re  an  administrator  and  you’re  not 
actively  looking  at  your  console,  you  want 
to  have  a  policy  available,”  says  Tony  Curry 
messaging  administrator  at  Kenosha,  Wis., 
manufacturer  Snap-on  Tools.The  advantage 
in  automated  policy-based  response  would 
lie  in  being  able  to  rapidly  block  attempts  of 
fast-moving  viruses  and  worms  that  attempt 
to  exploit  application  vulnerabilities. 

However,  one  potential  challenge  associ¬ 
ated  with  Trend  Micro’s  approach  is  that  it 
requires  use  of  Trend  Micro  antivirus  prod¬ 
ucts,  so  if  a  corporation  was  using  several 
vendor  antivirus  products,  automated  pol¬ 
icy  response  might  be  limited.  Snap-on 
Tools  uses  Trend  Micro  for  gateway-based 
filtering,  but  uses  Network  Associates’ 
McAfee  product  on  the  desktop. 

Paul  Roberts,  a  correspondent  with  the 
IDG  News  Service,  contributed  to  this  report. 


More  online! 

Stay  on  top  of  the  latest  threats  to  your  network 
and  get  opinions  and  advice  on  battling  viruses 
at  our  antivirus  research  center 
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Report:  Data  warehouse 
failures  commonplace 


■  BY  DENI  CONNOR 

IT  executives  implementing  data  ware¬ 
housing  and  business  intelligence  appli¬ 
cations  expect  a  failure  in  four  of  every  10 
projects,  a  recently  released  study  says. 

A  survey  released  by  the  Cutter 
Consortium,  an  IT  analysis  firm,  says  as 


Fear  of  failure? 

IWn 

Only  /  v#  of  companies 

using  the  technology  claim  their 
data  warehousing  efforts  have 
been  a  major  success. 

SOURCE  THe  COTTER  CONSORTIUM 


many  as  41%  of  data  warehousing  projects 
fail  because  they  don’t  meet  the  business 
objectives  of  the  company  or  because  they 
ignore  what  users  really  need  out  of  a  data 
warehousing  application. 

A  data  warehouse  consolidates  data  and 
information  from  multiple  corporatewide 
departments. The  idea  is  to  ease  resource 
and  analysis  by  data  mining,  business 
intelligence,  CRM  or  decision-support  sys¬ 
tems  such  as  those  from  SAS  or  Cognos. 

“There  is  no  one  reason  for  data  ware¬ 
housing  project  failure,”  says  Cliff  Hall,  an 
analyst  for  the  Cutter  Consortium.“You  see 
a  culmination  of  things  —  customers 
don  t  meet  end-user  expectations,  they 
don’t  have  a  clear  view  of  the  business 
problem  they  want  to  use  the  data  ware¬ 
house  for.  and  there  are  issues  where  the 
quality  of  the  data  is  debatable.” 


Using  the  information  in  a  data  ware¬ 
house  effectively  is  big  business  —  1DC 
estimates  that  revenue  from  servicing 
CRM  applications  will  increase  at  a  com¬ 
pound  annual  growth  rate  of  25%  from 
$61  billion  in  2001  to  $148  billion  in  2005. 

Hall  says  that  companies  are  uneasy 
about  implementing  data  warehousing 
technology  —  only  25%  of  the  cus¬ 
tomers  surveyed  said  they  felt  comfort¬ 
able  with  data  warehousing  and  38%  of 
the  companies  have  brought  in  outside 
consultants  to  steer  a  stalled  project 
back  on  track. 

Philip  Holland,  a  SAS  technical  consul¬ 
tant  with  Holland  Numerics  Limited,  a 
consultancy  in  Royston,  England,  is  one  of 
those  consultants.  He  says  that  the  contin¬ 
ual  addition  of  features  is  the  biggest 
cause  of  project  failures. 

“The  scope  of  the  project  progressively 
increases  over  time,”  he  says. “All  the  data 
warehousing  projects  I  have  worked  on 
have  missed  deadlines  due  to  ‘scope 
creep.’  The  projects  generally  appear  to 
have  clear  goals,  but  secondary  goals  tend 
to  be  added  by  senior  management  as 
new  ideas  emerge" 

IT  managers  and  consultants  say  com¬ 
panies  can  avoid  problems  in  data  ware¬ 
housing  projects  bv  following  several 
easy-to-implement  rules 

“A  common  failure  is  that  end  users  real 
ly  don’t  buy  in  and  participate  to  the 
degree  required,  says  Michael  Davis  of 
Basset  Consulting  Services.  “IT  folks  know 
the  technology  but  don't  alwavs  know  the 
business  processes.  The  problem  can  be 
minimized  if  senior  management  buvs  in 
and  frees  the  key  end  users  to  work  on  the 
data  warehousing  projects.”  ■ 


Portal  software  services  are  growing  up  fast 


■  BY  JENNIFER  MEARS 

Perficient.a  consulting  firm  in  Austin, Texas,  has 
seen  great  returns  since  it  implemented  its  Web¬ 
Sphere  portal  about  a  year  ago,  taking  advantage 
of  collaboration  capabilities  to  reduce  travel  expenses 
and  streamline  projects.  Going  forward,  though,  the  com¬ 
pany  expects  more  than  collaboration  and  access  to 
content  and  applications  from  its  portal. 

“The  portal  is  becoming  a  key  part  of  the  corporate 
infrastructure,” says  Andy  Sweet,  CTO  at  Perficient.“lt’s  a 
mission-critical  application.” 

That’s  an  increasingly  common  refrain  among  corpo¬ 
rate  customers  as  they  realize  a  portal  can  be  more  than 
a  simple  window  into  applications  and  content.  With 
more  work  being  done  online,  and  especially  with  the 
advent  of  Web  services,  the  portal  is  poised  to  be  the 
new  desktop  where  business  is  done. 

“Portals  started  out  as  content  aggregation,  then  be¬ 
came  about  application  aggregation,  now  it’s  focusing 
on  application  and  content  integration,” says  Laura 
Ramos,  director  of  enterprise  portals  and  enterprise 
research  at  Giga  Information  Group.“It’s  no  longer  suffi¬ 
cient  to  have  these  portlet  windows  in  the  interface;  the 
portal  has  to  know  what  to  do  with  them.  So  things  like 
application  integration,  workflow,  application  develop¬ 
ment,  content  management,  collaboration  —  all  these 
things  are  becoming  more  and  more  important.” 

The  idea  is  to  have  a  workspace  that  can  change 
according  to  a  user’s  role  and  task,  offering  relevant  con¬ 
tent,  applications  and  collaboration  opportunities  as  a 
business  process  is  accomplished,  analysts  say. 

That  notion  is  causing  some  big  shifts  within  the  portal 
market  as  vendors  jockey  to  provide  more  advanced 
features.  Consolidation  has  been  happening  in  the 
nascent  industry  for  some  time,  but  the  portal  market  is 
starting  2003  with  a  decidedly  different  feel  from  previ¬ 
ous  years:  Stand-alone  portal  vendors  are  few  and  far 
between,  and  larger  infrastructure  players  such  as  IBM, 
Sun  and  BEA  Systems  are  refining  their  portal  offerings. 


Brandon  Lackey 

Program  manager,  myHalliburton.com 

Enterprise  customers  will  find  fewer  portal  vendors  from 
which  to  choose  this  year  and  a  rapidly  maturing  set  of 
services  from  those  vendors  that  remain. 

In  the  last  few  months  of  last  year,  Netegrity,  which 
jumped  into  the  market  only  months  before  by  acquir¬ 
ing  DataChannel,  opted  to  forgo  its  portal  efforts.Then 
Vignette  acquired  Epicentric.one  of  the  few  remaining 
pure-play  portal  vendors. 

“It’s  all  in  line  with  where  the  industry  is  headed, 
which  is  toward  fewer  and  fewer  vendors  and  toward 
more  vendors  that  are  going  to  be  packaging  collections 
of  related  technologies  into  suites,” says  Gene  Phifer,  vice 
president  and  research  director  at  Gartner. “A  traditional 


portal  product  will  not  have  a  very  happy  future.” 

Vignette’s  acquisition  of  Epicentric  illustrates  the  trend 
toward  one-stop  products  that  combine  collaboration, 
content  management,  knowledge  management,  busi¬ 
ness  process  management  and  other  features,  all  deliv¬ 
ered  through  a  portal,  an  approach  that  Gartner  defines 
as  smart  enterprise  suites.  Plumtree  late  last  year 
released  its  content  management  server  to  help  round 
out  its  offerings  and  plans  to  release  a  business  process 
engine,  code-named  Fusion,  this  year. 

“While  enterprises  are  trying  to  alleviate  the  pain  of 
integrating  things  themselves,  capabilities  that  are  going 
to  be  made  possible  by  the  integration  of  the  suites  are 
something  enterprises  are  going  to  be  demanding  going 
forward,”  Phifer  says. 

Phifer  also  talks  about  an  application  platform  suite, 
which  is  where  the  platform  players  such  as  IBM  and 
Sun  began,  providing  an  application  server,  integration 
capabilities  and  the  portal.  Now,  they’re  adding  features 
of  the  smart  enterprise  suite  on  top  of  that,  making  them 
formidable  players  in  the  market,  he  says. 

Future  features 

Looking  ahead  over  the  next  12  months  or  so,  corpo¬ 
rate  customers  can  expect  to  see  features  such  as  in¬ 
creased  security,  business  process  automation  capabili¬ 
ties,  more  expansive  Web  services  support  and  deeper 
customization  from  portal  vendors. Transactions,  busi¬ 
ness  processes  and  application  development  will 
become  key 

Standards  are  being  developed  to  make  it  easier  to 
link  applications  within  portals.  In  the  past,  most  portal 
vendors  had  proprietary  portlets,  application  compo¬ 
nents  that  are  embedded  in  the  portal  view. 

Without  standards,  customers  were  limited  to  the 
portlets  available  from  their  vendors  or  faced  the  costly 
and  time-consuming  task  of  manually  coding  their  own. 
Standards  will  eliminate  those  hurdles.  Web  Services  for 
Remote  Portals  is  a  proposal  before  the  Organization  for 
the  Advancement  of  Structured  Information  Standards 
that  would  enable  the  sharing  of  WSRP- 
compiiant  content  and  applications 
among  disparate  portals.  JSR  168  is  anoth¬ 
er  proposed  standard  that  defines  Java 
application  interfaces  for  portal  applica¬ 
tions. 

Halliburton,  a  Houston  company  that 
provides  products  and  services  to  petro¬ 
leum  and  energy  corporations,  has  used 
a  Plumtree  portal  for  about  a  year  and  a 
half,  but  looks  forward  to  taking  advan¬ 
tage  of  Web  services  capabilities  to  extend  the  reach 
of  its  customer-facing  efforts. 

“Our  customers  are  building  their  own  portals.  What 
they’d  really  like  is  for  us  to  deliver  up  applications  and 
content  in  their  portals,  and  now  with  this  technology  1 
could  envision  how  that  could  happen,”  says  Brandon 
Lackey,  program  manager  of  the  myHalliburton.com  por¬ 
tal. “We  could  continue  to  host  the  applications  and  the 
content,  but  from  a  user’s  perspective  it  would  be  deliv¬ 
ered  in  their  environment  and  their  context.” 

Even  before  ratification  of  the  standards,  vendors  were 
moving  toward  making  the  integration  of  applications 
and  content  easier.  Plumtree  late  last  year  unveiled  a 


kk  Our  customers  are  building  their  own  por¬ 
tals.  What  they'd  really  like  is  for  us  to  deliver 
up  applications  and  content  in  their  portals.  9  9 


Looking  into  the  crystal  ball 


Portal  software  is  changing  and  analysts 
predict  that  2003  will  see  advances  that 
should  help  corporations  more  effectively 


use  it. 


According  to  Gartner,  suites  of  integrated  software 
packages  that  contain  an  application  server, 
integration  software  and  other  components 
will  become  the  norm,  not  the  exception. 


•  Gartner  also  says  suites  of  software  will  become 
more  intelligent,  featuring  content,  knowledge  and 
process  management  capabilities. 


•  Users  can  expect  to  see  increased  security, 
business  process  automation  capabilities  and 
betterWeb  services  support. 


Customers  will  find  less  proprietary  implemen¬ 
tations  and  more  standards-based  offerings, 
allowing  for  better  multivendor  integration. 


new  strategy  that  focuses  on  what  it  calls  “The  Enterprise 
Web,”  which  is  basically  an  open  foundation  that  can 
combine  applications  and  information  from  legacy  sys¬ 
tems,  regardless  of  platform.  IBM  introduced  a  tool 
called  Click-to-Action,  which  enables  integration  of 
portlets  without  help  from  IT. 

“We’re  going  to  take  Click-to-Action  technology  about 
two  more  stages  forward  in  2003,”  says  Larry  Bowden, 
vice  president  of  portal  solutions  for  IBM. “We ’re  going  to 
add  the  theme  of  automatic  wiring  so  portlets  can 
detect  what  information  should  be  sent  to  them  and 
what  should  be  processed  by  them.  So  users  could  set 
up  a  process,  save  it  as  a  template  and  then  treat  the 
entire  process  as  a  Web  service. 

“The  whole  idea  is  how  do  you  bring  a  dynamic 
nature  to  the  portal,”  he  says. 

That’s  what  I  want 

That’s  what  customers  such  as  Perficient’s  Sweet  are 
seeking.  Sweet  says  he  expects  the  portal  to  play  a  key 
role  in  how  Perficient  will  do  business,  acting  as  the  plat¬ 
form  for  business  processes  and  application  develop¬ 
ment,  especially  as  Web  services  evolve.  As  a  result, 
Sweet  says  he’s  particularly  happy  about  his  choice  of 
portal  vendor  because  IBM  can  provide  traditional  por¬ 
tal  features,  and  the  reliability,  scalability  and  integration 
capabilities  of  an  application  server. 

“This  way  the  portal  becomes  part  of  the  middleware 
and  it’s  a  natural  part  of  your  infrastructure,  so  it’s  easy 
to  integrate,”  Sweet  says. 

Lackey  on  the  other  hand,  is  happy  with  his  Plumtree 
portal,  which  provides  all  the  features  he  needs  without 
being  tied  to  a  specific  application  server  or  software 
system. 

The  issue  for  corporate  customers,  analysts  say  is  to  ■'<} 
ure  out  what  they  want  to  use  the  portal  for  and  then 
look  at  the  different  offerings.This  year,  they  can  expo 
lower  prices,  easier  deployments  and  portals  that  her;  ■ 
them  get  work  done,  rather  than  simply  organizing  con¬ 
tent  and  information.* 


makes  wireless  network 
imaging  easy 


One  company  enables  you  to  add  printers  and  MFP  devices 
to  your  network  without  using  cables.  Only  Kyocera  Mita 
offers  an  embedded  wireless  LAN  solution,  which  delivers 
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MFPs  in  places  that  were  virtually  inaccessible,  or  move 
printers  from  office  to  office  as  workload  demands. 
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■  WIRELESS  ■  REGULATORY  AFFAIRS 


■  AT&T  is  teaming  with  Toshiba’s 
Telecommunications  Systems 

Division  to  offer  small  and  midsize 
businesses  managed  voice  and  data 
services.  Toshiba  resellers  are  bundl¬ 
ing  AT&T  Business  Network  voice 
and  data  services  with  Toshiba 
Strata  CTX  or  Strata  DK  digital 
PBX  systems.  Customers  will  be 
able  to  buy  local,  long-distance  and 
international  voice  and  data  services 
from  Toshiba  agents  under  one  con¬ 
tract.  The  companies  also  are  work¬ 
ing  to  develop  additional  product  and 
service  bundles  for  businesses. 
www.telecom.toshiba.com 

■  Sprint  announced  a  customer 
win  last  week  as  Equity  One 
signed  up  for  a  nationwide  frame 
relay  network.  Sprint  is  deploying  a 
150-site  frame  relay  network  for  the 
New  Jersey  consumer  lender.  Equity 
One,  which  signed  a  multiyear 
agreement,  also  will  be  using 
Sprint's  long-distance  voice  ser¬ 
vices.  The  carrier  says  the  deal  is 
valued  at  more  than  $1.5  million. 
www.sprint.com 

■  While  it  might  seem  as  though 
service  providers  can  eliminate 
debt  only  by  filing  for  bankruptcy, 
Infonet  Services  has  done  so  the 
old-fashioned  way  —  by  paying  it  off. 
The  multinational  service  provider 
announced  last  week  that  it  paid 
off  the  last  bit  of  its  long-term 
bank  debt,  which  totaled  $82  mil¬ 
lion.  The  company  says  it  has  $450 
million  in  cash  and  assets  to  cover 
the  company’s  business  activities. 
Part  of  Infonet’s  cash  infusion 
comes  from  a  $56  million  incentive 
payment  it  received  this  month 
from  an  outsourcing  agreement. 

The  carrier  says  its  “on-schedule 
and  better-than-budget  perfor¬ 
mance"  lead  to  the  incentive  pay¬ 
ment  from  an  outsourcing  cus¬ 
tomer.  Expect  to  hear  more  about 
Infonet's  debt-free  status  as  the 
company  says  it  plans  to  play  up 
this  angle  in  the  telecom  market 
with  customers  and  industry  watch¬ 
ers.  www.infonet.com 


Broadband  wireless  service 
drawing  renewed  interest 


Boosting  broadband  wireless 

Several  providers,  including  small  regional  players,  RBOCs  and  inter¬ 
exchange  carriers,  are  offering  or  trialing  DSL  and  cable-like  services. 


Provider 

Market 

Status 

Clearwire 

Jacksonville,  Fla. 

Offering  service  in  Jacksonville. 
Planning  more  markets  in  future. 

BellSouth 

Daytona,  Fla. 

Testing  with  100  customers. 

Sprint 

Houston,  Montreal 

Evaluating  equipment. 

Verizon 

Fairfax,  Va. 

Testing  with  Verizon  employees. 

■  BY  MICHAEL  MARTIN 

Licensed  broadband  wireless  services 
that  provide  an  alternative  to  DSL  and 
cable  connections  could  become  more 
widely  available  in  coming  months  as  pro¬ 
viders  shift  from  trialing  new  technology 
to  providing  commercial  offerings. 

Clearwire  Technologies  recently  rolled 
out  broadband  wireless  in  Jacksonville, 
Fla.  Numerous  other  regional  players  and 
even  the  regional  Bell  operating  compa¬ 
nies  are  testing  next-generation  broad¬ 
band  wireless  equipment  to  complement 
and  in  some  cases  compete  with  DSL  and 
cable  modems. 

Claudia  Bacco,  an  analyst  with  Tele- 
Choice,  says  it’s  too  early  to  tell  if  next-gen¬ 
eration  broadband  wireless  will  be  a  suc¬ 
cess,  but  she  says  the  early  signs  are 
promising. 

“We’re  all  familiar  with  how  the  first  gen¬ 
eration  of  broadband  wireless  failed  mis¬ 
erably  she  says.  “Today’s  generation  of 
equipment  has  come  a  long  way,  but  the 


■  BY  DENISE  PAPPALARDO 

CINCINNATI  —  Broadwing  Communica¬ 
tions,  which  once  touted  liquid  band¬ 
width  and  optical  networks  as  keys  to  suc¬ 
cess,  now  spends  a  large  amount  of  time 
talking  about  debt  reduction  and  zero- 
cash  burn. 

Broadwing,  Inc.,  the  parent  company  of 
Broadwing  Communications,  has  been 
restructuring  its  broadband  services  arm 
since  October.  However,  layoffs  totaling  500 
and  the  sale  of  its  wholesale  voice  business 
have  not  been  enough  to  stop  the  bleed¬ 
ing.  This  has  led  Broadwing  to  consider 
three  options:  selling  the  broadband  busi¬ 
ness,  restructuring  the  company’s  debt  or 
bankruptcy 

Broadwing  has  moved  on  the  first  two 
fronts,  and  the  third  remains  a  distinct 
possibility. 

This  management  team  has  done 


equipment  vendors  are  facing  a  lot  of 
skepticism  from  the  operators.  People  will 
spend  more  time  trialing  and  be  more 
cautious  than  they  were  the  first  time 
around.” 

Broadband  wireless  services  competing 
with  cable  and  DSL  are  based  on  multi¬ 
channel  multipoint  distribution  service 
(MMDS).  The  technology  has  existed  for 
several  years.  Nationally  WorldCom  holds 
about  60%  of  the  licenses  available  for 


everything  in  its  power  to  avoid  bank¬ 
ruptcy  says  Tom  Oshea,  chief  of  staff  at 
Broadwing.  “Many  people  have  asked  us, 
‘Why  don’t  you  just  declare  bankruptcy 
and  wipe  out  your  debt?’ Well,  we  don’t  do 
business  that  way 

The  costs  incurred  when  building  out  its 
switched  optical  network,  based  entirely 
on  new  gear  and  fiber,  turned  out  to  be 
more  than  the  company  could  bear  in 
today’s  business  climate.  While  Broadwing 
believes  its  broadband  unit  is  a  valuable 
asset,  Wall  Street’s  opinion  differs. 

While  the  company  last  week  an¬ 
nounced  that  it’s  exploring  all  options,  it 
did  confirm  that  Lehman  Brothers  is  “shop¬ 
ping  around"  Broadwing  Communications 
to  potential  buyers.  But  Broadwing  is  sell¬ 
ing  in  a  depressed  telecom  market  where 
some  analysts  have  been  frowning  on  the 
company’s  services  because  of  concerns 
See  Broadwing,  page  28 


MMDS  spectrum,  followed  by  Sprint  and  a 
host  of  smaller  companies. 

The  first  generation  of  MMDS  technology 
stalled  in  2001  when  it  became  obvious  to 
providers  that  they  couldn’t  make  money 
from  the  service.  First-generation  technol¬ 
ogy  required  an  unobstructed  line  of  sight 
between  an  end  user  and  a  local  transmis¬ 
sion  tower.  First-generation  MMDS  also 
required  providers  to  install  dishes  on  end- 
user  buildings,  which  required  a  visit  from 
the  provider’s  service  technicians. 

Sprint  and  WorldCom  stopped  adding 
broadband  wireless  customers,  saying  they 
would  wait  to  assess  next-generation 
broadband  wireless  gear  before  moving 
forward. 

The  next  generation  of  MMDS  equip¬ 
ment  doesn’t  require  a  direct  line  of 
sight  between  users  and  nearby  trans¬ 
mission  towers.  Antennas  compress 
radio  waves  into  smaller,  more  concen¬ 
trated  beams  that  are  able  to  go  through 
trees  or  building  walls. 

Even  better,  next-generation  gear  re¬ 
quires  no  technician  visits.  Providers  can 
ship  users  a  small,  portable,  battery-pow¬ 
ered  modem,  which  the  users  can  install 
through  an  Ethernet  or  USB  connection 

Speeds  on  Clearwire’s  Jacksonville  net¬ 
work  range  up  to  1.5M  bit/sec  downstream 
and  768K  bit/sec  upstream  says  Jeff  Mucci, 
Clearwire’s  senior  vice  president  of  sales 
and  marketing. 

Speeds  can  vary  depending  on  the  dis¬ 
tance  from  an  antenna  and  overall  traffic 
on  the  network. 

Clearwire  offers  a  variety  of  plans,  rang¬ 
ing  from  a  residential  product  for  $50 
month  to  a  high-end  business  service  >■ 
$240  per  month.  Low-end  services 

See  Wireless,  pc , 
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EYE  ON  THE 
CARRIERS 

Johna  Till 
Johnson 


One  of  the  pleasures  of  writing  a  week¬ 
ly  column  is  the  opportunity  for  use¬ 
ful  dialogue  with  readers.  One  wrote 
recently  regarding  my  New  Years’  resolu¬ 
tion  column: 

“You  write:  ‘Make  accurate  bills  the 
carriers  responsibility’  but  as  a  compa¬ 
ny  with  $600  million  in  revenue  and 
3,000-plus  employees,  the  quantity  of 
bills  that  come  in  is  overwhelming.  We 
have  locations  in  many  parts  of  the 
world,  so  we  have  bills  from  AT&T, 
BellSouth, Southwestern  Bell,  SBC  Amer- 
itech,  MCI/WorldCom,  British  Telecom, 
SingTel,  etc. 


A  few  tips  for  getting  accurate  carrier  bills 


“My  problem  is  we  have  a  hard  time 
telling  what’s  real.  Recently  we  caught  a 
bill  for  another  company’s  long-distance. 
Our  accounts  payable  was  paying  it 
because  it  was  addressed  to  us.  I  just  hap¬ 
pened  to  be  in  the  accounts-payable  area 
for  a  different  reason  and  the  bill  was 
brought  to  my  attention.  I  have  a  hard 
time  getting  the  carriers  to  fix  problems 
when  we  find  them. 

“Do  you  have  suggestions  on  how  to  act 
on  your  New  Year’s  resolution?’’ 

This  is  a  common  problem. Unfortunately 
there’s  no  way  of  solving  it  completely  but 
here  are  some  suggestions: 

•  Your  telecom  contract  contains  lan¬ 
guage  stating  “payment  due  within  30 
days  of  receipt  of  invoice,”  or  words  to 
that  effect.  Next  time  you  re-up,  insert  the 
word  “accurate”  before  the  word  invoice 
—  and  have  your  lawyers  provide  the 
legal-eagle  lingo  that  means  “accurate  is 
defined  as  addressed  correctly,  regard¬ 


ing  circuits  that  actually  exist,  and  ser¬ 
vices  we  actually  used  that  performed 
within  an  acceptable  window  of  our  ser¬ 
vice-level  agreements  [SLA] .’’This  won’t 
make  the  bills  any  more  accurate,  but  it 
will  give  you  a  legal  ground  for  the  next 
few  items. 

•  Stipulate  that  your  company  will  make 
payments  of  contested  invoices  to  an 
escrow  account.  The  carrier  will  be  in¬ 
formed  that  the  invoices  are  contested, 
and  perhaps  (if  you’re  feeling  generous) 
of  the  reason  why  Once  payments  have 
been  made  to  that  account,  the  funds  will 
be  made  available  to  the  carrier  only  after 
it  demonstrates  to  your  satisfaction  that 
the  bills  are  accurate. 

•  Provide  your  accounts  payable  de¬ 
partment  with  simple  guidelines  about 
when  payments  should  be  made  to  the 
escrow  account.  Checking  against  a  list  of 
known  corporate  addresses  is  one.  Bills 
outside  a  certain  historical  range  should 


be  another  (if  your  Hong  Kong  affiliate 
offices  typically  run  at  $1,000  per  month 
but  last  month  zoomed  to  $10,000  — 
that’s  probably  a  clue.) 

Also  tell  your  network  managers  and 
network  operations  center  to  report  any 
massive  deviations  from  the  SLA  to 
accounts  payable.  Make  payments  to  the 
escrow  account  from  that  point  on  until 
the  service  provider  has  proven  to  your 
satisfaction  that  it’s  fixed  the  SLA  issue. 

•  Simplify  your  billing  as  much  as  possi¬ 
ble  via  centralized  procurement.  Unless 
there’s  a  good  reason,  regional  offices 
and  business  units  should  not  be  pur¬ 
chasing  telecom  services  themselves  — 
you  should  be  handling  services  through 
headquarters. 

Johnson  is  president  and  chief  research 
officer  at  Nemertes  Research,  a  technology 
research  firm.  She  can  be  reached  at 
johna@nemertes.  com 


Wireless 

continued  from  page  27 

slower  than  the  higher-priced  op¬ 
tions.  The  business  services  in¬ 
clude  multiple  e-mail  accounts, 
IP  addresses  and  Web  space. 

Business  service  customers  also 
get  their  traffic  prioritized  over 
lower-end  Clearwire  customers. 

Clearwire  might  get  competi¬ 
tion  from  802.11b  wireless  net¬ 
work  providers  such  as  Cometa 
Networks,  the  company  formed 


last  year  by  IBM,  Intel  and  AT&T 
to  build  a  wireless  national  net¬ 
work,  Mucci  says. 

However,  because  Clearwire 
operates  in  licensed  spectrum, 
unlike  Cometa,  Clearwire  gets 
less  interference,  longer  dis¬ 
tances  and  better  security  than 
802. 1 1  b  networks,  he  says.  MMDS 
can  reach  20  miles  from  a  base 
station.  Most  Wi-Fi  equipment  has 
a  range  of  only  several  hundred 
feet,  although  more  powerful 
equipment  can  extend  the  range 


10  miles  or  more. 

Overall,  Mucci  says  802.1  lb  will 
be  more  of  a  complement  to 
broadband  wireless  networks. 

“Next  year  we  hope  to  have  a 
dual-mode  transmit/receive  de¬ 
vice  that  can  operate  on  our  net¬ 
work  as  well  as  on  an  802.11b 
network,  so  our  users  can  roam 
seamlessly  outside  our  footprint 
to  public  hotspot  areas,”  he  says. 

Clearwire,  which  owns  2.5-GHz 
licenses  in  several  markets,  plans 
to  expand  its  service  to  other 


cities.  Clearwire  also  owns  spec¬ 
trum  in  Dallas  and  Buffalo,  N.Y 
While  Clearwire  and  other 
regional  players  move  ahead 
with  broadband  wireless  plans, 
the  ultimate  success  of  broad¬ 
band  wireless  could  depend  on 
what  Sprint  and  WorldCom  do 
with  their  licensed  spectrum. 
With  WorldCom  still  mired  in 
bankruptcy,  it’s  unclear  what  will 
happen  to  the  company’s  MMDS 
licenses.  Sprint  is  trialing  next- 
generation  MMDS  gear  from 
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Even  though  Broadwing  Communications,  the 
broadband  services  arm  of  Broadwing,  Inc.,  brought 
in  50%  or  more  of  the  parent  company’s  revenue  in 
four  out  of  the  last  five  quarters,  it  now  is  being 
shopped  around. 

Revenue  >  in  millions) 


Q3  2001  Q4  2001  Q1  2002  Q2  2002  Q3  2002 

Broadwing,  Inc. 

■  Broadwing  Communications  SOURCE:  BROADWING,  INC 


Broadwing 

continued  from  page  27 

about  the  effect  workforce  cuts 
might  have  on  service. 

“There  was  a  lot  of  appeal  for 
Broadwing  services  when  they 
were  first  launched,” says  Counse 
Broders,  an  analyst  with  Current 
Analysis.  "But  we’ve  been  down 
on  their  IP  services  for  a  while 
because  of  their  downsizing.” 

The  company  is  aware  of  the 
market,  which  is  why  it  is  trying 
to  make  the  unit  more  attractive 
to  an  acquirer. 

Through  staff  and  capital  ex¬ 
penditure  cuts  and  the  divestiture 
of  some  business  lines,  Broad¬ 
wing  is  attempting  to  reduce  its 
need  for  cash  beyond  its  revenue 
to  zero  by  mid-2003.  In  the  third 
quarter  of  2002  Broadwing  used 
$39  niillion  in  cash  beyond  its  rev¬ 
enues  to  run  its  business.  This  is 
cash  that  came  from  sister  sub¬ 
sidiary  Cincinnati  Bell  and  would 
have  been  added  to  the  parent 
company’s  bottom  line. 

Analysts  have  a  tough  time 
speculating  who  would  or  could 
buy  Broadwing.  Names  that 


come  up  include  Level  3 
Communications,  which  recently 
announced  the  acquisition  of 
Genuity  after  the  latter  filed  for 
bankruptcy 

“It’s  hard  to  figure  out  who  has 
enough  cash  and  the  need  for 
additional  capacity’  Broders  says. 

Broadwing  says  its  search  for  a 
suitor  has  been  “positive.” 


Broadwing  also  is  renegotiating 
its  debt  to  “refinance”  the  $2.5  bil¬ 
lion  that  will  come  due  in  2003 
and  2004.  If  Broadwing  suc¬ 
cessfully  renegotiates  this  debt, 
Goldman  Sachs  says  it  will  invest 
$350  million  in  the  company 
“This  is  a  delicate  dance,”  says 
David  Rohde,  an  analyst  at  Tech- 
Caliber.  “The  problem  with  the 


Goldman  Sachs  investment  is, 
when  Broadwing  can  prove  it  no 
longer  needs  the  money,  that’s 
when  [Goldman  Sachs]  will  give 
it  new  money’ 

The  company’s  debt  reorgani¬ 
zation  is  essential  for  keeping 
Broadwing  out  of  bankruptcy 
proceedings.  While  the  service 
provider  is  “confident”  that  nego¬ 
tiations  are  going  well  with  its 
banks,  “nothing  is  guaranteed,” 
Oshea  says. 

“Banks  are  in  the  business  of 
loaning  money,  not  pushing  busi¬ 
nesses  into  bankruptcy  he  says. 

But  bankruptcy  seems  immi¬ 
nent  if  the  carrier  cannot  stretch 
out  some  of  its  debt.  If  Broadwing 
defaults  on  some  of  its  notes,  the 
company  will  be  forced  to  file 
for  bankruptcy. 

“The  best  outcome  for  users 
would  be  a  debt  restructuring,” 
Rohde  says.  If  the  company  does 
sell  Broadwing,  then  the  hope  is 
that  the  buyer  has  enough  sense 
to  leave  it  alone,”  he  says.  The 
company  has  good  services, 
especially  its  MultiConnect  offer¬ 
ing,  and  it  has  a  decent  business 
customer  base,  he  adds.  ■ 


equipment  providers  Navini  and 
IPWireless. 

MMDS  isn’t  the  only  wireless 
broadband  technology  that’s  set 
to  take  off,  says  Jon  Hambidge, 
senior  director  of  marketing  for 
IPWireless. 

Several  large  PCS  providers  are 
looking  to  deploy  IPWireless 
gear  at  the  upper  end  of  the  PCS 
spectrum  —  1.9  GHz  —  to  give 
users  better  bandwidth  than 
what  they  get  from  existing 
lxRTT,  2.5G  PCS  networks.  lxRTT 
promises  speeds  of  up  to  144K 
bit/sec,  but  actual  throughput  is 
much  lower. 

“You  could  see  someone  de¬ 
ploy  this  in  the  PCS  spectrum  on 
a  national  level  before  you  see 
anyone  do  anything  in  the  2.5- 
GHz  [MMDS]  band  nationally 
Hambidge  says.  Also,  he  notes 
that  the  U.S.  government  recently 
licensed  off  spectrum  in  the  700- 
MHz  band  and  IPWireless  has 
been  talking  to  some  of  the  auc¬ 
tion  winners  about  potential 
deployments. 

Networks  in  any  of  the  three 
bands  would  use  the  same 
equipment,  Hambidge  says.  The 
only  difference  would  be  the 
spectrum  they  operated  on  ■ 
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SERVICES  AND  STRATEGIES 
FOR  TYING  TELEWORKERS  TO  THE  ENTERPRISE 


Linksys  debuts  low-cost  NAS  server 

For  small-office  file  sharing  and  added  storage,  this  ‘turn  on  and  forget’  box  is  tough  to  beat. 


■  BY  JAMES  GASKIN,  NETWORK  WORLD 
GLOBAL  TEST  ALLIANCE 

Fortune  cookies  say  a  man  with  two 
watches  never  really  knows  the  time. 
Similarly,  an  office  with  two  PCs  is  never 
sure  where  its  files  are  until  it  shares  stor¬ 
age  space. 

But  moving  up  to  a  traditional  file  server 
running  a  network  operating  system  means 
a  big  price  tag  and  new 
management  chores.  An 
alternative  is  Linksys’  new 
EFG80  EtherFast  Instant 
GigaDrive,  a  network- 
attached  storage  (NAS) 
device.  This  entry-level  file 
server  provides  80G  bytes  of  shared  storage, 
password-protected  directories,  a  print  serv¬ 
er,  and  lOBase-T  and  100Base-T  support. 

Priced  at  about  $500,  the  device  costs 
more  than  adding  a  comparable  hard  disk 
to  an  existing  PC.  However, the  EFG80  offers 
justifications  for  adding  storage  this  way 

First,  although  sharing  hard  disks 


■  A  majority  of  consumers  want 
home  healthcare  electronic  devices, 
according  to  a  new  study  by 
Accenture,  the  management  consult¬ 
ing  and  technology  services  firm.  The 
report,  “Home  Healthcare 
Electronics:  Consumers  are 
Ready,  Willing  and  Able,”  found 
more  than  80%  of  4,313  consumers 
polled  said  using  home  healthcare 
devices  would  improve  their  overall 
health;  81%  and  71%  said  they  believe 
the  devices  would  help  them  avoid 
hospital  and  doctor  visits,  respective¬ 
ly;  and  82%  said  they  believe  the 
devices  would  help  them  save  money. 
To  gain  such  services,  61%  of  respon¬ 
dents  older  than  65  said  they  would 
be  willing  to  upgrade  their  cable,  tele¬ 
phone  or  Internet  services,  and  63% 
said  they  would  upgrade  their  TVs 
and  PCs.  Fifty-one  percent  said  they 
would  add  new  services  to  enable 
these  devices. 


between  Windows  desktops  is  less  expen¬ 
sive,  the  method  offers  weaker  perfor¬ 
mance  and  security  The  EFG80  runs  an 
embedded  Linux  operating  system  so  it 
can  support  more  users  than  any  Windows 
nonserver  desktop  system.  Adding  users, 
passwords  and  private  directories  forces 
better  security  than  the  Windows  “share 
everything”  mode  often  used  by  default. 
Moreover,  leaving  the  EFG80  running  and 
always  available  is  no 
problem. 

Second,  the  EFG80  is 
expandable,  offering 
space  for  another  hard 
disk  up  to  120G  bytes. You 
also  can  replace  the  exist¬ 
ing  80G-byte  drive  with  a  120G-byte  model, 
increasing  the  storage  to  240G  bytes. 

Finally  the  EFG80  includes  a  Dynamic 
Host  Configuration  Protocol  (DHCP)  serv¬ 
er,  so  it  can  allocate  IP  addresses  to  all  the 
PCs  on  your  LAN.  But  your  Internet  router 
likely  offers  DHCP  services,  your  DSL  or 
broadband  cable  provider  cannot  re¬ 
configure  or  crash  the  EFG80.  Connections 
all  revolve  around  Windows  peer-to-peer 
network  protocols,  particularly  the 
Workgroup  networking  used  in  small  net¬ 
works.  Unlike  some  other  NAS  devices,  the 
EFG80  doesn’t  support  Macintosh  clients 
directly  but  they  can  gain  access  to  files 
through  Web  access  or  FTP  Linux  systems 
can  make  connections  using  built-in 
Windows  network  tools. 

Installation  is  quick  and  easy  and  you  can 
attach  the  EFG80  to  a  single  PC  for  an 
external  disk  (an  expensive  disk-adding 
option,  but  faster  with  Ethernet  than  the 
USB  1 .0  options)  or  put  it  on  your  LAN  by 


How  we  did  it 

_ 

Following  the  Quick  Installation 
guide,  we  added  the  EFG80  to 
an  existing  100Base-T  Ethernet 
network.  Windows  98  and  Windows 
2000  clients  copied,  created,  modified 
and  deleted  files  on  the  system,  as 
did  a  Lycoris  Desktop/LX  Linux 
client.  Clients  using  WS-FTP  Pro 
from  Ipswitch  accessed  files  via  FTP. 
A  Samsung  ML1210  laser  printer  was 
attached  to  the  EFG80's  printer  port 
and  used  by  all  clients. 
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EFG80  EtherFast  Instant  GigaDrive 


2.75 

RATING 


Company:  Linksys,  (800)  546-5797  Cost:  $500  to  $600.  Pros:  Easy 
installation,  expandable,  good  small-office  alternative  to  file  server. 
Cons:  Limited  control  over  print  server. 


What’s  the  score? 

EFG80 

Setup  &  installation  30% 

3 

Management  flexibility  30% 

3 

Security  control  &  management  30% 

2 

Documentation  10% 

3 

TOTAL  SCORE 

2.75 

Individual  category  scores  are  based  on  a  scale  of  1  to  5.  Percentages  are  the  weight  given 
each  category  in  determining  the  total  score.  ■  Scoring  Key:  5:  Exceptional  showing  in  this 
category.  Defines  the  standard  of  excellence)  4:  Very  good  showing.  Although  there  may  be  room 
for  improvement,  this  product  was  much  better  than  the  average.  3:  Average  showing  in  this 
category.  Product  was  neither  especially  good  nor  exceptionally  bad.  2:  Below  average.  Lacked 
some  features  or  lower  performance  than  other  products  or  than  expected  1:  Consistently  subpar, 
or  lacking  features  being  reviewed. 


linking  it  to  a  wiring  hub,  assuming  you 
have  a  network  with  TCP/IP  enabled  on 
your  computers.  Linksys  includes  a  CD- 
ROM  disk  with  a  setup  wizard,  and  a  well- 
illustrated  manual  that  stresses  the  impor¬ 
tance  of  backing  up  files  beforehand  to 
prevent  data  loss. 

Administration  is  straightforward.You  pro¬ 
vide  the  system’s  network  name,  set  the 
time  zone  and  decide  whether  to  allow 
standard  FTP  access.  Users  can  connect  as 
“guest”  users  with  full  access  to  all  defined 
disk  shares,  or  you  can  add  users  and  set 
aside  private  disk  areas  for  each.  Even  the 
most  technophobic  user  can  set  up  this 
default  level  of  sharing  the  entire  disk,  and 
setting  up  individual  names  and  private 
directories  takes  only  slightly  more  ability 
Under  the  Advanced  heading,  you  can  set 
up  and  administer  user  groups. 

There  isn’t  a  way  to  query  existing  servers 
to  gather  user  names  because  this  product 
is  geared  to  be  the  first  shared  server  on  a 
network.  The  EFG80  can  be  configured  to 
send  e-mail  alerts  to  two  addresses  when 
there’s  low  disk  space  or  drive  failure. 
Though  handy  the  print  server  gives  little 
control  through  the  administration  screens. 

If  you  hang  your  EFG80  on  the  public  In¬ 


ternet,  users  can  connect  via  FTP  or  any 
Web  browser. Using  the  browser, clients  can 
download  files  but  not  upload.  FTP  allows 
both  and  also  provides  security  by  assign¬ 
ing  FTP  users  to  private  directories. 

Some  improvements  include  Macintosh 
client  support,  control  over  the  print  queue 
to  see  and  manage  waiting  print  jobs,  and 
utilities  that  help  users  automate  a  desktop 
back-up  process  to  the  NAS.  Adding  the 
print  server  and  easy  expansion  makes  this 
box  stand  out  in  a  NAS  field. 

Gaskin  is  a  technology  writer  in  Dallas.  He 
can  be  reached  at  readers@gaskin.com 
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■  Gaskin  also  is  a  member  of  the 
Network  World  Global  Test  Alliance,  a  co< 
erative  of  the  premier  reviewers  in  the  rai 
work  industry,  each  bringing  to  bear  yeus 
of  practical  experience  on  every  review,  i-'u 
more  Test  Alliance  information,  including 
what  it  takes  to  become  a  member,  go  t 
www.nwfusion.com/alliance. 
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A  Taste  of  the  Benefits 

Desired  Features: 

AltiGen 

Traditional 

Phone  Systems 

Phone  Systems 

Software-based  administration 

y 

Saves  administrative  costs 

Cuts  toll  costs 

y 

IP,  digital  and  analog  trunking 

V 

Traditional  voice  calling 

S 

y 

VoIP  calling 

S 

IP  and  traditional  phones 

y 

Voice  mail 

Y 

y 

Automatic  Call  Distribution  (ACD) 

y 

y 

Automated  Attendant 

y 

Unified  Messaging 

y 

Web  interactions:  Web  push,  chat,  dick-to-talk 

y 

Home-based  teleworkers/call  center  agents 

y 

Built  in  edundancy 

y 

y 

integrand  Contact  Center 

y 

wiluufr 


Future  of  IP  Telephony 


Picking  AltiGen... 

Makes  Phone  Communications  Easy... 

Easy  to  Cut  Costs  -  Easy  to  Manage  -  Easy  to  Use 

AltiGen's  future-proof  telephone  system  provides  the 
high  reliability  and  low  cost  of  ownership  critical  for  the  small 
to  mid-size  businesses.  Now  you  can  get  your  Phone  system 
from  a  company  you  can  trust,  a  company  who's  been  providing 
next  generation  phone  systems  since  1996. 

Call  today  to  see  why  over  1 5,000  small-midsize  businesses 
picked  AltiGen  as  their  Telephone  system  solution. 

Learn  how  to  choose  a  next  generation  phone  system 
Request  our  white  paper  today  at: 

www.altigen.com/nw 

or  call  AltiGen  toll-free:  a  i  t  i  p  i\i 

888.258.4436  ^mmun.c^t^ns 


|  www.nwfusion 
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SHAPING  YOUR  NETWORK 


ADSL2  boosts  data  rate  and  reach 


■  BY  PETER  LEBLANC 

A  new  asymmetrical  DSL2  family  of  stan¬ 
dards  adds  features  and  functionality  that 
boost  ADSLs  performance,  improve  inter¬ 
operability  and  support  new  applications, 
services  and  deployment  scenarios. 

The  ADSL2  G.992.3  and  G.992.4  stan¬ 
dards,  recently  approved  by  the  Inter¬ 
national  Telecommunication  Union,  im¬ 
prove  data  rate  and  reach  performance, 
dynamic  rate  adaptation  and  diagnostics, 
as  well  as  include  a  power-saving  standby 
mode.  Another  forthcoming  standard, 
ADSL2+  (G.992.5),  more  than  doubles  the 
downstream  data  rate  of  ADSL  to  25M 
bit/sec.  The  ITU  expects  to  finalize  the 
ADSL2+  standard  this  month. 

ADSL2  addresses  the  growing  demand 
for  bandwidth  to  support  services  such  as 
video.  Forthcoming  ADSL2  and  ADSL2+ 
gear  will  interoperate  with  existing  ADSL 
equipment,  allowing  carriers  to  roll  out 
new  high-speed  services  while  gradually 
upgrading  their  legacy  infrastructure. 

Some  of  the  enhancements  ADSL2  and 
ADSL2+  offer  include: 

•  Better  rate  and  reach:  Improved  modu¬ 
lation  efficiency  reduces  framing  over¬ 
head,  achieves  higher  coding  gain,  im- 


Got  great  ideas 


■  Network  World  is  looking  for  great 
ideas  for  future  Tech  Updates.  If  you 
want  to  contribute  a  primer  on  a  spe¬ 
cific  technology,  standard  or  protocol, 
contact  Senior  Managing  Editor, 
Features  Editor  Amy  Schurr  (aschurr® 
nww.com). 


proves  the  initialization  state  machine,  and 
provides  enhanced  signal  processing  algo¬ 
rithms.  ADSL2  increases  downstream  data 
rates  to  more  than  12M  bit/sec,  as  com¬ 
pared  to  between  8M  and  10M  bit/sec  for 
original  ADSL.  ADSL2  extends  reach  by 
approximately  600  feet. 

•  Diagnostics:  Real-time  performance¬ 
monitoring  capabilities  provide  informa¬ 
tion  regarding  line  quality  and  noise  con¬ 
ditions  at  both  ends  of  the  line.  Service 
providers  can  use  the  data  to  monitor  the 
quality  of  the  ADSL  connection  and  pre¬ 
vent  service  failures.  Carriers  also  can  use 
the  data  to  determine  if  a  customer  quali¬ 
fies  for  higher  data-rate  services. 


•  Channelization:  ADSL2’s  channeliza¬ 
tion  capability  provides  support  for  Chan¬ 
nelized  Voice  over  DSL  (CVoDSL),  a 
method  to  transport  derived  lines  of  TDM 
voice  traffic  transparently  over  DSL. 
CVoDSL  transports  voice  within  the  physi¬ 
cal  layer,  letting  derived  voice  channels 
ride  over  DSL  bandwidth  while  maintain¬ 
ing  both  plain  old  telephone  service 
(POTS)  and  high-speed  Internet  access. 

•  Power  enhancements:  Two  power  man¬ 
agement  modes  help  reduce  power  con¬ 
sumption  while  maintaining  ADSLs  always- 
on  functionality  for  users. 

•  Bonding  for  higher  data  rates:  The  new 
standards  support  the  ATM  Forum’s  inverse 


multiplexing  over  ATM  (IMA)  standard  de¬ 
veloped  for  traditional  ATM  architectures. 
Through  IMA,ADSL2  chipsets  can  bind  two 
or  more  copper  pairs  in  an  ADSL  link.  The 
result  is  fiber-like  data  rates  over  existing 
copper  lines. 

•  Improved  interoperability:  Modem  ini¬ 
tialization  procedures  are  clarified,  which 
improves  interoperability  and  provides  bet¬ 
ter  performance  when  connecting  ADSL 
transceivers  from  different  chip  suppliers. 

•  Fast  startup:  A  fast  start-up  mode  re¬ 
duces  initialization  time  from  about  10  sec¬ 
onds  to  less  than  3  seconds. 

•  All-digital  mode:  An  optional  mode 
allows  for  transmission  of  data  in  the  POTS 
portion  of  the  phone  line.  This  adds  256K 
bit/sec  to  the  upstream  data  rate,  which 
can  be  an  attractive  option  for  businesses 
that  have  voice  services  on  different  phone 
lines  and  value  the  additional  upstream 
bandwidth. 

•  Packet-based  services:  Packet-based 
services  such  as  Ethernet  can  be  transport¬ 
ed  over  ADSL2. 

•  ADSL2+:  The  ADSL2+  standard  doubles 
the  maximum  frequency  used  for  down¬ 
stream  data  transmission  from  1.1  MHz  to 
2.2  MHz.  This  effectively  provides  down¬ 
stream  data  rates  of  25M  bit/sec  on  phone 
lines  as  long  as  5,000  feet. 

Equipment  supporting  ADSL2  and 
ADSL2+  is  expected  to  become  available 
this  year,  driving  the  growth  of  ADSL  and 
enabling  new  services. 

LeBlanc  is  a  member  of  the  board  of  direc¬ 
tors  of  DSL  Forum,  (www.dslforum.org),  a 
consortium  of  nearly  250  businesses  fo¬ 
cused  on  promoting  broadband  DSL.  He  is 
vice  president  of  marketing  at  Aware,  and 
can  be  reached  at  pleblanc@aware.com. 


Dr.  Internet 


By  Steve  Blass 


I'm  having  a  problem  with  my  ISP.  My  network 
has  a  cable  modem  connected  to  a  firewall 
(WAN  port),  then  to  a  switch,  which  connects  to 
a  Web  and  e-mail  server.  I  have  two  public  IP 
addresses,  one  for  Internet  and  one  for  the 
Web  and  mail  server.  The  firewall  (3Com  Office 
Connect  Firewall  DMZ)  has  only  one  media 
access  control  address.  The  ISP  says  it  cannot 
join  two  IP  addresses  with  one  MAC  address. 
Any  suggestions? 


With  your  infrastructure  and  ISP  you  would  use 
only  one  public  IP  address  attached  to  the  fire¬ 
wall  WAN  port.  You  would  then  configure  the 
3Com  firewall  box  to  forward  incoming  Web 
(TCP  Port  80)  and  e-mail  (TCP  Port  25)  traffic 
to  your  Web/mail  server  on  the  demilitarized 
zone  interface  of  your  firewall  box  (as  well  as 
provide  firewall  and  network  address  transla¬ 
tion  services  for  your  LAN).  Using  both  of  the 
public  IP  addresses  would  require  placing  the 


Web/mail  server  between  the  cable  modem  and 
the  firewall  WAN  connection.  This  would  place 
the  Web/mail  server  directly  on  the  Internet 
without  the  benefit  of  firewall  protection,  and 
might  not  be  supported  by  the  ISP,  depending 
on  the  cable  modem  service  subscription. 

Blass  is  a  network  architect  at  Change@wurk  in 
Houston.  He  can  be  reached  at  dr.internet@ 
changeatwork.  com. 
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W  ell  friends,  this  is  it,  the  final  week 
of  our  tour  of  Active  Server  Pages. 
Fair  brings  a  tear  to  your  one  good 
eye,  don’t  it? 

In  a  previous  column  we  discussed  the 
ASP  object  model  and  its  Request  Object 
and  the  Request  Object’s  Form  Collection. 
I’m  sure  you  won’t  be  surprised  to  learn 
that  there  are  a  lot  more  objects  in  the 
model.  But  first,  we  need  to  explain  that 
ASP  objects  have  properties  (attributes 
such  as  Timeout  values);  collections  (the 
elements  or  components  of  the  object); 
methods  (routines  that  manipulate  ele¬ 
ments);  and  events  (such  as  OnStart, 
which  is  invoked  when  the  application  is 
loaded). 

We  also  need  to  mention  a  rather  com¬ 
plex  ASP  component  —  the  GLOBAL.ASA 
file.This  is  where  you  declare  objects,  vari¬ 
ables  and  event  handlers  that  apply  to  ses¬ 
sions  or  applications.  There  can  be  one 
and  only  one  GLOBAL.ASA  file  for  each 
virtual  directory  or  ASP  application,  and  it 


Wrapping  up  ASP 

can’t  contain  any  displayable  content;  it 
can  only  contain  scripts.  In  GLOBAL.ASA, 
you  can  add,  examine,  modify  and  delete 
elements  in  the  StaticObjects  Collection 
of  the  Application  Object  and  create  other 
custom  objects  as  needed. 

Here’s  a  whirlwind  tour  of  ASP  objects: 

The  Application  Object:  This  object  pro¬ 
vides  access  to  all  the  files  in  a  specific 
virtual  directory  and  is  the  same  object  to 
all  users  of  a  given  ASP  application.  From 
an  ASP  application  you  can  create  vari¬ 
ables  in  the  application  object  that  are 
shared  or  accessible  to  all  users  of  that 
application  —  they  are  global  variables. 
Using  the  Contents  Collection  of  the 
Application  Object  you  can  add,  examine, 
modify  and  delete  elements  (variables). 

The  ObjectContext  Object;  This  object  is 
part  of  the  Microsoft  Transaction  Server 
and  lets  you  create  transactions  using  ASP 
(operation  or  groups  of  operations  that 
must  all  succeed  or  fail  completely). 

The  Request  Object:  This  object,  which 
we  discussed  a  few  columns  ago,  gives 
access  to  the  HTTP  request  from  the  client 
through  the  ServerVariables  Collection 
(server  environment  variables),  while  the 
Cookies  Collection  is  for  (you  guessed  it!), 
cookie  data. 

The  ClientCertificate  Collection  is  for 
client-side  digital  certificates  and  client 


machine  description,  and  the  Form  and 
QueryString  collections  are  used  to 
retrieve  the  client  data  from  POST  and  GET 
requests,  respectively  It  has  no  associated 
events. 

The  Response  Object:  We  also  discussed 
the  Response  Object  in  a  previous  col¬ 
umn. This  controls  the  HTTP  response  that 
is  returned  to  the  client,  including  cook¬ 
ies.  There  are  a  lot  of  properties  and 
methods  for  this  object  but  no  events  and 
a  single  collection  for  cookies. 

The  Server  Object:  This  object  is  a  win¬ 
dow  into  the  Web  server.  The  Server 
Object  has  no  collections  or  events  but  it 
does  have  methods  to  create  objects,  set 
timeouts  for  script  execution,  map  virtual 
paths  to  physical  paths,  encode  data  and 
create  server-side  components  to  extend 
server  functionality. 

The  Session  Object:  A  Session  Object  is 
created  for  and  is  unique  to  each  user  ses¬ 
sion.  Its  role  is  to  hold  information  about 
that  session.  It  provides  persistence  of  user 
state  between  requests  —  something  that 
isn’t  inherent  in  HTTP 

The  properties  of  the  Session  Object 
include  the  code  page  value  for  the  user’s 
locale,  locale  information  (currency  for¬ 
matting  and  date  order),  a  session  ID 
unique  to  each  user  (stored  on  the  client 
dynamically  as  a  cookie),  the  session 


timeout  value  after  which  the  session 
expires,  and  the  unique  session  informa¬ 
tion  is  disposed. 

The  Session  Object  collections  include 
the  Contents  Collection  (all  elements 
added  by  scripts,  not  through  the  GLOB¬ 
AL.ASA  file)  and  the  StaticObjects 
Collection,  which  we  discussed  above. 
This  object  has  only  one  method, 
Abandon,  which  disposes  of  the  current 
session  information  for  the  user  session 
that  invokes  the  method  (no  other  ses¬ 
sions  are  affected). 

The  Microsoft  Internet  Information  Server 
system  also  includes  installable  objects 
such  as  the  ActiveX  Data  Object,  which  pro¬ 
vides  database  access,  an  ad  rotator  (just 
what  every  site  needs),  a  file  access  com¬ 
ponent  and  a  file  access  component. 

Well  folks,  that’s  it  unless  you  want  to  get 
really  down  and  dirty.  Active  Server  Pages 
technology  is  a  powerful  tool  for  building 
Web  applications  and  has  even  become 
available  on  non-Microsoft  platforms  such 
as  Sun  One  Active  Server  Pages  for  Unix 
and  Linux  (see  www.nwfusion.com,  Doc- 
Finder:  3931). 


Next  week:  Something  completely 
different.  Joyful  cries  to 
gearhead@gibbs.  com. 


Quick  takes 
on  high-tech  toys 

By  Keith  Shaw 


Highlights  from  CES  2003 


Broadband  adoption  by  home  users  fueled  the  most 
interesting  product  innovation  at  this  year’s 
Consumer  Electronics  Show.  If  you  have  a  home 
network  and  broadband  access,  vendors  are  coming 
out  with  products  that  continue  to  move  the  technology 
focus  away  from  the  den/office  and  into  your  living 
room. 

I  saw  at  least  three  companies  with  devices  that  scan  a 
home  network  or  computer  for  digital  audio  files,  and 
play  them  on  a  home  stereo  system.  Some  devices  also 
scan  for  photos  and  movies,  and  play  them  back  on  a 
television  And  then  there’s  D-Link  Systems  (www. 
dlink.com),  which  launched  a  video  phone  that  relies  on 
a  broadband  connection. 

Video  phones  are  nothing  new 
(AT&T  demonstrated  a  pic 
ture  phone  system  in 
1956),  but  the  tech¬ 
nology  has  been  a 
tough  sell  to  con¬ 
sumers.  D-Link's  i2eye 
product  might  change 
that.  The  $300  i2eye 
appliance  ($500  for  two 
units)  looks  to  bring  video- 
conten  ncing  quality  to 
home  users 

The  i2eve  device  lets  users 


conference  locally  or  across  the  country  over  any  broad¬ 
band  connection,  and  delivers  the  sound  and  images  to 
a  television  screen.  D-Link  says  i2eye  includes  an 
adjustable  tilt/focus  camera  lens  and  integrated  micro¬ 
phone.  Video  is  streamed  at  up  to  30  frames  per  second, 
D-Link  says. 

A  PC  is  not  required  for  setup,  and  the  device  connects 
via  standard  RCA  audio/video  cables.  It  also  can  be  con¬ 
nected  to  a  VCR  to  record  video  calls  or  to  add  to  home 
movies.  A  standard  telephone  also  can  be  attached  to 
the  device  to  help  improve  sound  quality,  D-Link  says. 
The  video  phone  supports  the  H.323  protocol  for  video¬ 
streaming  over  the  Internet.  The  device  is  expected  to 
be  available  in  retailers  by  the  end  of  this  month. 


Cd3o's  “stereo  adapters” 
stream  digital  audio  to  stereos. 


Audio  (and  more)  via  networks 

1  loved  Turtle  Beach’s  Audiotron  device,  which  took 
MP3s  on  our  computers  and  streamed  them  to  our 
stereo  system.  Other  vendors  must  love  it 
too  because  they’ve  come  out  with 
devices  of  their  own  that  perform 
similar  tasks: 

•  HP  (www.hp.com) 
launched  its  Digital 
Media  Receiver  5000 
series.  The  device  con¬ 
nects  to  a  television 
and  includes  wireless 
and  wired  versions  to 
link  to  your  home  net¬ 
work.  HP  adds  the  abili- 

D-link’s  i2eye  video  phone  lets  users  con-  P|U't”s.  (.JPG’ 

ference  over  broadband  connections,  and  and  ‘  ,lles) 

delivers  the  sound  and  images  to  a  TV.  stored  on  a  user’s  PC 


and  watch  them  on  TV. 

The  device  will  play  MP3 
and  WMA  files,  and  sup¬ 
ports  M3U,  PLS  and  RMP  playlists  from  PC  jukebox  soft¬ 
ware.  A  remote-control  device  handles  navigation.  HP 
also  says  multiple  digital  media  receivers  can  be  con¬ 
nected, so  music  can  be  streamed  throughout  the  house 
(the  same  song  even  can  be  played  at  different  loca¬ 
tions).  The  wired  Ethernet  version  (en5000)  costs  $200, 
and  the  wireless  version  (ew5000,via  802.1  lb)  will  cost 
$300.  Both  devices  are  expected  to  be  released  in  early 
spring,  HP  says. 

•  Cd3o  (www.cd3o.com)  announced  a  line  of  wired 
and  wireless  “stereo  adapters”that  stream  digital  audio  to 
stereo  systems. The  clOO  (Ethernet),  c200  (wireless)  and 
c300  (extended-range  wireless  with  digital  output) 
devices  cost  between  $150  and  $250.  A  remote-control 
device  handles  navigation,  and  an  optional  feature  lets 
the  adapters  read  back  the  name  of  the  song  or  artist  via 
electronic  voice. 

•  Turtle  Beach  (www.tbeach.com)  announced  the 
AT200  and  AT300  series  of  its  Audiotron  products.  The 
AT200  adds  wireless  network  connectivity,  ability  to  con¬ 
nect  to  aTV.and  expanded  MP3  search  and  management 
functions. The  AT300  is  designed  for  professional  custom 
installers,  and  includes  features  such  as  multizone  play¬ 
back,  home  automation  and  control  integration.  Both 
models  are  expected  to  ship  late  in  the  first  quarter, Turtle 
Beach  says. 

There  was  a  lot  more  to  see  at  the  show  —  head  online 
to  our  CES  Bonus  Coverage  (www.nwfusion.com, 
DocFinder  3929)  to  check  it  all  out. 

Shaw  can  be  reached  at  kshaw@nww.com. 


I  want  to  stop  saying, 


From  frame  relay  to  IP  VPN; 
from  hosting  and  storage  to  optical 
networking  —  we  work  with  you  to  develop 
the  solutions  your  enterprise  needs  for  a 
competitive  advantage.  All  from  one  company  who 
knows  that  half  of  communication  is  listening. 


Introducing  BellSouth  AnswersSM  for  Business. 

We  understand  you  want  complete  data  solutions 
from  one  integrated  source  of  expertise. 
Solutions  from  someone  trustworthy  and 
financially  strong.  You  want  answers  that  are  as 
innovative  as  they  are  secure  and  reliable. 

BellSouth  AnswersSM  for  Business. 


Visit  bellsouth.com/business/answers. 
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EDITORIAL 

Sandra  Gittlen 


Getting  to  the 
heart  of  SLIM 

Getting  your  arms  around  the  concept  of  service- 
level  management  can  be  tricky. Too  often  the  ten¬ 
dency  is  to  assume  SLM  begins  and  ends  with  the 
crafting  of  service-level  agreements.  But  SLM  takes  into 
account  how  multiple  components  work  together,  and 
this  holistic  view  is  critical  to  meeting  business  demands. 

To  explore  the  ins  and  outs  of  SLM, Network  World  is 
hosting  a  multicity  technology  tour  on  the  topic,  visiting 
NewYork;  Chicago;  Richardson, Texas;  and  San  Francisco 
beginning  Feb.  4.  Rick  Sturm,  president  of  Enterprise  Man¬ 
agement  Associates,  and  I  will  be  joined  on  the  tour  by 
leading  SLM  vendors,  including  Computer  Associates, 
Compuware,HR  Metilinx,  Micromuse  and  Smarts. 

By  its  definition, SLM  is  the  process  of  managing  net¬ 
work  services  so  they  consistently  meet  client  require¬ 
ments.  SLAs  are  merely  the  contracts  that  help  you  guar¬ 
antee  delivery  of  those  services. 

To  develop  an  SLM  process,  you  first  need  to  under¬ 
stand  what  your  client  expects  of  you,  whether  that  client 
is  the  end  user,  a  whole  department  or  a  business  partner. 
Once  those  expectations  are  known,  you  can  start  to 
match  them  with  the  capabilities  of  your  network. 

The  resources  that  will  be  called  into  question  include, 
but  are  not  limited  to,  personnel,  bandwidth,  infrastruc¬ 
ture,  applications  and  budget.  Do  you  even  have  the 
money  to  supply  the  level  of  service  the  client  wants? 
Obviously  it  is  important  to  know  the  answer  to  that 
question  up  front,  but  that’s  just  the  first  step. 

Say  the  client  wants  to  roll  out  CRM.  How  do  you  cal¬ 
culate  if  the  project  will  strain  your  staff  and  make  it 
hard  to  live  up  to  other  service  levels  to  which  you 
have  committed? 

And  if  the  project  involves  real-time  multimedia  or 
other  bandwidth-intensive  traffic,  can  your  network  hold 
up?  Will  the  additional  traffic  tax  other  applications?  Will 
you  have  to  renegotiate  some  service  contracts?  Upgrade 
your  servers?  Your  routers?  Will  you  have  to  get  new 
licenses  for  applications?  Or  can  you  make  do  with  what 
you  have? 

Careful  analysis  might  just  show  that  the  amount  you’d 
spend  to  get  your  network  up  to  speed  might  be  better 
spent  on  outsourcing. 

These  considerations  are  just  some  of  the  many  that  get 
rolled  up  in  a  comprehensive  SLM  strategy. Too  often  the 
critical  questions  get  put  off  until  after  the  client  is 
depending  on  you  to  provide  service.  Join  the  SLM  con¬ 
versation  at  a  city  near  you. 

To  register  for  the  event,  visit  www.nwfusion.com, 
DocFtnder:  3932. 

—  Sandra  Gittlen 
Events  Editor 
sgittlen  @nww.  com 
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opinions! 


Autonegotiation  advice 

As  the  principal  developer  of  the  Clause  28  autone¬ 
gotiation  test  system/test  suites  within  the  Fast  Ether¬ 
net  and  Gigabit  Ethernet  Consortiums  of  the  Univer¬ 
sity  of  New  Hampshire’s  Interoperability  Lab,  and 
having  been  associated  with  the  testing  of  every 
piece  of  autonegotiation-capable  silicon  since  1996, 
1  must  voice  a  few  comments  regarding  Brian  Tolly’s 
column  “Do  you  believe  in  the  autonegotiation 
fairy?”  (www.nwfusion.com,  DocFinder:  3923). 

Tolly  writes:  “After  countless  hours  trying  to  iden¬ 
tify  the  reason  for  the  extremely  low  throughput,  we 
discovered  an  overabundance  of  frame  checksum 
errors  on  the  counters  of  the  questionable  switch. 
After  a  clearing  of  the  counters  and  subsequent 
runs,  it  was  clear  that  we  had  identified  our  issue. 
What  could  cause  these  errors?  A  colleague  of 
mine  recommended  hard  coding  the  speed  and 
duplex.  Much  to  my  dismay  it  solved  our  problems.” 

For  more  than  seven  years,  full-duplex  Ethernet 
has  existed  and  the  issue  of  duplex  mismatch  has 
been  omnipresent.  The  result  of  configuring  one 
link  partner  to  full  duplex  and  the  other  to  half 
duplex  always  has  been  catastrophic.  There  also  is 
the  real  possibility  that  the  vendor’s  drivers/ 
firmware/software  simply  misconfigure  the  Ether¬ 
net  media  access  control  so  that,  though  the  MAC 
should  be  in  half-duplex  mode,  it  is  configured  to 
full-duplex  mode  (or  vice  versa).  This  is  a 
driver/firmware/software  issue  and  has  little  to  do 
with  autonegotiation. 

Muddying  the  concept  of  autonegotiation  with 
articles  that  are  pointing  out  software  issues,  as  op¬ 
posed  to  flaws  in  autonegotiation,  will  do  nothing  to 
improve  network  administrators’  confidence  in 
autonegotiation  —  confidence  that  must  grow  as 
lOOOBase-T  rolls  out  and  lOGBase-T  emerges. Please 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  Editor  In 
Chief,  Network  World,  118  Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address  for  verification. 


do  not  simply  shut  off  autonegotiation.  Rather,  con¬ 
tact  the  manufacturer,  get  a  fixed  driver,  and  make 
the  world  a  better  place  for  us  all. 

Bob  Noseworthy 
10-Gigabit  Ethernet  Consortium  Manager 

University  of  New  Hampshire  Interoperability  Lab 

Durham,  N.H. 

None  of  us  believes  in  the  autonegotiation  fairy  I 
have  all-too-frequent  problems  with  new  10M/100M 
bit/sec  network  interface  cards  going  into  10M/ 
100M  bit/sec  switched  hubs, even  to  the  extent  of  no 
connection  at  all.  I  suspect  that  a  few  scraps  of  Cat¬ 
egory  3  cable  still  hanging  around  have  something 
to  do  with  this, although  when  it  won’t  connect, I  can 
force  a  100M  bit/sec  connect  by  setting  the  media. 

Richard  Rauch 
Vice  president  of  IS 
InterGroup  Services 
Malvern,  Ph. 

1  work  for  a  securities  company  We  too  have  found 
that  autonegotiation  causes  performance  problems 
and  have  hard  coded  the  speed  and  duplex  settings 
into  our  devices.  Tolly  does  not  mention  why  the 
flapping  between  port  speeds  was  occurring.  Is  it 
that  some  vendors  did  not  code  the  feature  proper¬ 
ly  as  the  spec  details?  Are  there  any  timers  involved 
that  do  not  match  during  the  negotiation  window? 

Herb  Strohsahl 
Brooklyn,  N.Y 

Tolly  responds: I  am  not  sure  where  the  problem  lies. 
I  have  received  dozens  of  e-mails  like  yours,  but  none 
from  the  vendor  community.  Vendors:  Any  answers? 

Regarding  Mr.  Rauch 's  comments  about  Category  3 
cable,  /  would  not  assume  that  this  is  the  problem.  We 
have  seen  some  interesting  results  in  our  “ Gigabit  to 
the  desktop  ”  study  using  mangled,  abused,  subpar 
Category  5  cable.  Makes  us  wonder  if  could  mn  Fast 
Ethernet  speeds  over  barbed  wire! 


More  online!  www.nwfiision.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder  3922 


www.nwfusion.com 


1/20/03 _ i ; , 


PACKET  EVANGELIST 

Steven  Taylor 


Coming  in  2003:  Stealth  frame  relay 


y  my  definition,  “stealth”  technologies 
are  those  that  contribute  significantly  to 
service  offerings  without  being  explicit¬ 
ly  named  as  such.  If  you  asked  most  analysts 
about  the  success  of  ATM  in  the  small  office/ 
home  office  and  residential  marketplace, 
theyd  say  it  had  marginal  market  share  at 
best.  But  this  same  ATM  technology  is  embedded  into  many  asymmet¬ 
rical  DSL  services.  As  such,  I  refer  to  these  services  as  “stealth  ATM.” 

Stealth  technologies  are  gaining  an  increasingly  important  position  in 
our  network  infrastructures.  As  a  network  professional,  you  are  being 
asked  to  use  network  resources  more  and  more  efficiently  But  the  effi¬ 
ciency  goes  far  beyond  how  many  bits  of  overhead  are  used  in  a  given 
protocol.  Today,  the  efficiency  of  personnel  resources  also  has  to  be 
considered.  And  because  one  of  the  most  precious  personnel 
resources  is  the  planning  time  for  implementing  new  technologies, 
there  is  considerable  pressure  not  to  use  new  technologies  if  the 
implementation  of  such  technologies  is  personnel-intensive. 

Frame  relay  is  a  great  example  of  how  we’re  seeing  older,  tried-and- 
true  technologies  being  expanded  and  repurposed.  Sure,  frame  relay 
always  has  excelled  in  bandwidth  efficiency  But  a  major  factor  in  frame 
relays  long-term  success  is  that  it’s  simpler  than  any  competitive  tech¬ 
nology  (other  than  private  lines),  and  it  works. 

This  repurposing  is  quite  evident  in  the  resurgence  of  interest  in 
Multilink  Frame  Relay  (MFR).  Even  though  the  basic  technology  for 


MFR  has  been  around  for  years,  the  rollout  of  MFR  services  is  just  now 
starting  to  gain  significant  headway 
There  are  many  reasons  for  MFR’s  slow  start,  including  lack  of  user 
demand  and  lack  of  dedication  on  the  part  of  service  providers.  But 
there  is  another,  more  fundamental  reason:  In  1999,  we  were  still  in  the 
midst  of  the  IP  technophoria.  Frame  relay  was  viewed  as  old  hat,  so 
there  was  little  interest  in  further  development. 

Today  we’re  seeing  service  rollouts  of  MFR  in  limited  environments, 
especially  internationally  But  more  significantly  we’re  also  seeing  frame 
relay  as  an  integral  underpinning  of  more  advanced  services.The  most 
evident  here  is  the  use  of  MFR  as  the  transport  backbone  for  World- 
Corn’s  high-speed  Internet  access  service.  In  this  implementation, 
although  the  service  is  marketed  as  Internet  access  using  multiple  T-l 
lines,  the  underlying  technology  is  “old”  frame  relay 
Since  the  commercial  introduction  of  frame  relay  services  more  than 
a  decade  ago,  every  year  has  started  with  somebody  predicting  the  new 
year  to  be  the  last  for  frame  relay  Having  now  survived  onslaughts  by 
ATM, Switched  Multimegabit  Data  Service  (anybody  remember?),  and 
IP  VPNs,  frame  relay  now  enjoys  a  position  as  the  grand  dame  of  the 
packet-network  world.  In  2003, stealth  frame  relay  will  be  part  of  the  net¬ 
work  infrastructure  —  whether  you  know  it  or  not. 

Taylor  is  president  of  Distributed  Networking  Associates  and  editor/ 
publisher  of  Webtorials.com.  He  can  be  reached  at  taylor@ 
webtorials.com. 


Frame  relay  is  a 
great  example  of 
how  we’re  seeing 
older,  tried-and- 
true  technologies 
being  expanded 
and  repurposed. 


REALITY  CHECK 

Thomas  Nolle 


hen  the  Telecom  Act  of  1996  was 
signed,  there  were  more  than  3,000 
ISPs,  a  half-dozen  of  them  major  pro¬ 
viders.  Today  there  are  fewer  than  1,000  ISPs, 
and  it’s  arguable  that  no  major  ISP  remains 
outside  bankruptcy  protection.  Are  the  preda¬ 
tory  regional  Bell  operating  companies, seem¬ 
ingly  preparing  to  take  over  the  carrier  world,  eating  the  ISPs  alive? 
Actually  they  might  unintentionally  be  throwing  the  ISPs  a  lifeline. 

The  RBOCs  need  to  promote  DSL,  with  or  without  favorable  regula¬ 
tory  treatment.  With  cell  phones  eroding  second-  and  even  first-line 
voice  market  share,  the  copper  loop  is  in  danger  of  becoming  irrelevant 
in  voice  communications.  For  the  RBOCs,  having  the  loop  become  use¬ 
less  is  worse  than  having  to  share  it  via  wholesaling  and  unbundling.So 
DSL  is  here  to  stay. 

The  issue  is  how  DSL  can  make  money. AOL,  the  largest  retail  provider 
of  Internet  service,  is  clearly  no  financial  powerhouse,  and  it  provides 
only  dial-up  speeds.  The  average  price  spread  between  AOL’s  service 
and  DSL  Internet  access  is  only  about  $20  per  month.  Even  assuming 
good  economies  of  scale,  it’s  hard  to  get  the  return  on  investment  (ROI) 
for  DSL  alone  to  come  out  above  1  l%,and  that’s  probably  50%  too  low 
for  financial  success.  MoraLYou’ve  got  to  sell  something  over  DSLThat’s 
where  the  ISP  opportunity  comes  in. 

AOLs  experience  shows  that  the  Internet  alone  probably  can’t  jack  up 
returns  enough.The  question  is  how  the  concept  and  technology  of  the 
Internet  can  be  extended  to  earn  more  revenue. 

There  should  be  no  one  in  the  industry  that  knows  more  about  the 
Internet,  its  customers  and  its  economics  than  the  ISPs.  They  should 
have  taken  the  lead  in  developing  commercial  applications  that  would 
generate  incremental  revenue  from  Internet  services.  Instead,  they  sat 
back  and  counted  customers  while  companies  such  as  Microsoft,  IBM 
and  Cisco  developed  Internet  applications  that  generated  profits  for 
them  but  not  for  the  ISPs.  Think  about  it:  Practically  all  the  so-called 
Internet  applications,  including  voice  on  the  ’Net,  are  based  on  the 
assumption  that  users  pay  nothing  for  the  application  except  their  stan¬ 


Gould  ‘open  DSL'  save  the  ISPsP 


dard  Internet  access  fee. 

The  RBOC  DSL  positioning  will  give  the  ISPs  another  chance.  The 
Federal  Communications  Commission  clearly  is  going  to  relax  un¬ 
bundling  rules  to  permit  the  RBOCs  to  accelerate  DSL  deployment, 
which  will  make  it  nearly  impossible  for  ISPs  to  provision  their  own 
DSL  to  the  user.  But  who  cares?  The  ISPs  should  let  the  RBOCs  figure 
out  the  technology  of  DSL  and  focus  on  projecting  profitable  ser¬ 
vices  over  DSL. 

Most  services  that  buyers  are  interested  in  fall  into  three  categories: 
application  service  provider  (ASP), VPN  and  content  services.There  are 
many  hosting  companies  selling  ASP  services.  Suppose  an  ISP  pack¬ 
ages  ASP  services  such  as  Exchange  hosting  with  VPN  services  and 
enhanced  quality  of  service?  Suppose  an  ISP  that  blocks  VPN  usage 
from  residential  portals  sells  a  quality-  and  availability-enhanced  VPN 
offering?  Suppose  an  ISP  creates  support  for  interactive  gaming  hosting 
providers  by  offering  per-game  VPNs?  Or  maybe  hosts  games  and  other 
content  itself? 

One  important  step  in  this  enrichment  process  is  to  stop  trying  to 
make  the  Internet  the  zero-cost  alternative  to  every  other  kind  of  ser- 
vice.You  can’t  charge  for  something  you’re  already  giving  away  I  can  do 
VPNs  and  voice  over  IP  on  my  broadband  connection  without  paying 
a  nickel  extra.  Would  I  pay  $5  per  month  to  keep  that  capability?  Sure. 

The  trouble  is  that  the  ISPs  are  still  living  in  the  1990s,  when  Wall  Street 
valued  an  ISP  by  the  number  of  customers  it  had  and  not  its  profit  or 
ROI. The  ’90s  are  over,  gang.  ISPs  have  to  create  a  profit  model  for  their 
services.  They  have  experience  with  the  problem,  at  least  by  having 
experienced  what  doesn’t  work.The  RBOCs  have  no  experience  at  all. 
If  the  ISPs  move  quickly,  they  can  gain  an  important  lead  in  a  critical 
area  —  profitable  residential  and  business  IP  —  before  the  RBOCs  fig¬ 
ure  out  how  to  be  players  in  the  Internet  game  at  all. 

The  ISPs  need  to  do  this,  because  the  RBOCs,  like  the  proverbial  mills 
of  the  gods,  grind  slowly  but  very  fine.  ISPs  can  be  ground  up,  too. 


The  RBOCs  need 
to  promote  DSL, 
with  or  without 
favorable  regula¬ 
tory  treatment. 


Nolle  is  president  of  CIMI,  a  technology  assessment  firm  in  Voorhees, 
N.J.  He  can  be  reached  at  (856)  753-0004  or  tnolle@cimicorp.com. 
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nterprise  Management  Associates,  a 
leading  analyst  firm  in  the 
software  and  services  industry, 
has  developed  the  Network  World 
SPECIAL  REPORT  based  on:  Storage 
Solutions:  A  Buyer's  Guide.  This  SPECIAL 
REPORT  provides  guidance  for  IT 
professionals  looking  to  purchase  and 
implement  storage  solutions.  The 
content  includes  a  storage  management 
tutorial  and  descriptions  of  available 
storage  and  storage  management 
solutions.  Take  advantage  of  this  free 
offer  from  Network  World  Fusion  and 
secure  your  copy  of  the  SPECIAL 
REPORT:  Storage  Solutions:  A  Buyer's 
Guide  in  PDF  format  today. 


Co-authored  by  Michael  Karp  and 
Anne  Skamarock  of  Enterprise 
Management  Associates  are  well  known 
in  the  industry,  facilitating  industry 
events  and  providing  regular 
contributions  in  trade  publications. 
Many  storage  vendors  are  EMA  clients 
who  provide  the  firm  with  in-depth 
knowledge  of  the  products,  market 
forces,  and  directions.  EMA's  storage 
analysts  work  with  industry  leaders, 
new  technology  vendors,  and  enterprise 
IT  managers  to  help  interpret, 
understand,  and  shape  the  direction  of 
IT  products  and  services. 


For  a  limited  time,  you  can  get  a  copy  of  this  SPECIAL  REPORT 
in  PDF  format,  free.  Just  sign  up  for  any  of  Network  World 
Fusion's  over  40  technology  specific  e-mail  newsletters  and  we 
will  send  you  the  Network  World  Fusion  SPECIAL  REPORT: 
Storage  Solutions:  A  Buyer's  Guide  -  absolutely  free. 
Remember,  you  can  get  this  SPECIAL  REPORT  by  signing  up  for 
a  Network  World  Fusion  e-mail  newsletter.  Sign  up  today  at 
http://www.nwwsubscribe.com/foc419 


Network  World  Fusion  offers 
a  SPECIAL  REPORT: 


Storage  Solutions:  A  Buyer's  Guide 


This  Network  World  Fusion  SPECIAL  REPORT  sponsored  by. 


As  2003  kicks  off, 


all  signs  point  to  another  year  of  cautious  IT  spending. 


Analysts  are 


Pick  of  the  day:  Responding  to  a  security  threat 

1  to  4  p.m. 

The  Computer  Security  institute's  2002  Computer  Crime  and  Security  Survey 
found  that  among  503  corporations  and  government  agencies  surveyed,  90% 
detected  computer  security  breaches  within  the  last  12  months.  Odds  are  your 
company  will  suffer  a  network  security  breach.  What  then?  Winn  Schwartau, 
president  of  security  awareness  consulting  firm  Interpact,  knows  the  steps 
companies  should  take  to  survive  a  security  incident.  His  tutorial  covers 
options  including  establishing  a  hotline,  deploying  an  internal  computer  incident 
response  team,  notifying  law  enforcement  and  assisting  in  prosecution. 


Doing  more  with  less:  Bandwidth  optimization  during  budget 
meltdown 


predicting  flat  to  modest  IT  spending  growth  among  networked  corporations. 

However,  prudent  spending  doesn’t  mean  no  spending.  These  days,  network  projects  that 
solve  a  critical  need  and  promise  a  speedy  return  on  investment  are  the  projects  get¬ 
ting  the  green  light.  With  budgets  under  scrutiny,  deciding  where  and  when  to  commit 
IT  dollars  is  more  important  than  ever.  The  ComNet  Conference  &  Expo  can  help. 

Show  organizer  IDG  World  Expo  expects  about  30,000  attendees  at  this  year’s 
show,  which  is  being  held  Jan.  27  to  29  at  the  Washington  Convention  Center 
in  Washington,  D.C.  Educational  sessions,  tutorials  and  keynote  address¬ 
es  will  address  the  issues  that  keep  IT  executives  up  at  night: 
old  standbys  such  as  security,  systems  integration  and 
storage,  along  with  newer  technologies,  such  as  wire¬ 
less,  voice  over  IP  and  Web  services. 

To  help  get  the  most  out  of  your  time  at  ComNet,  we’ve 
selected  some  highlights  from  among  the  dozens  of  ses¬ 
sions.  For  more  information  and  to  register  for  ComNet, 
visit:  www.comnetexpo.com/comnetexpo/V33/index.cvn. 


Administration  (FAA)  and  oversees  the  imple¬ 
mentation  of  its  security,  data  management  and 
process  improvement  programs.  Last  year,  he 

directed  projects  including  opening  a  computer  security  inci¬ 
dent  response  center,  bolstering  the  agency's  intrusion-detec¬ 
tion  devices,  and  hardening  its  Internet  access  points.  Going 
forward,  his  focus  is  threefold:  cybersecurity,  e-government, 
and  deriving  business  value  from  IT  investments  in  people 
and  systems.  Mehan  will  review  the  FAA’s  IT  strategies  and 
Daniel  Mehan  talk  about  how  the  agency  is  addressing  Homeland  Security. 


MONDAY  JANUARY  27 


TUESDAY  JANUARY  28 


Pick  of  the  day:  Network  World's  Web  Services  Showdown 

12:45  to  2  p.m. 

There's  plenty  of  hype  surrounding  Web  services  —  but  straight  answers  are 
hard  to  find  when  you're  trying  to  figure  out  what  works  and  what  doesn't.  Look 
no  further.  Executives  from  BEA  Systems,  IBM,  Microsoft  and  Oracle  will  be  in 
the  hot  seats  at  the  Web  services  showdown,  where  they  will  field  tough,  unscript¬ 
ed  questions  about  their  Web  services  strategies  from  analysts,  each  other  and 
audience  members.  John  Gallant,  president  and  editorial  director  at  Network 
World,  will  preside  over  the  presidential-style.  PowerPoint-free  debate,  along  with 
IDC  analyst  Tony  Picardi.  Representing  the  vendors  will  be  Adam  Bosworth 
senior  vice  president  and  chief  architect  of  advanced  development  at  BEA:  Nei 
Charney,  director  of  platform  strategy  group  at  Microsoft:  Ted  Farrell,  architect 
and  director  of  the  strategy  application  development  tools  division  at  Oracle:  ana 
Bob  Sutor.  director  of  Web  services  technology  at  IBM 

Using  multiple  protection  layers  to  provide  cybersecurity 

Keynote  address  by  Daniel  Mehan,  assistant  administrator  for  information 
services  and  CIO.  Federal  Aviation  Administration 

9  to  10  a.m. 

Mehan  is  in  charge  of  strategic  IT  planning  across  the  Federal  Aviation 


10:30  to  11:30  a.m. 

Network  links  taxed?  It’s  no  wonder.  WAN  bandwidth  requirements  continue 
to  increase  as  organizations  consolidate  data  centers,  deploy  technologies 
such  as  voice  over  IP  and  storage  over  IP,  and  shift  from  client-server  to  Web- 
based  applications  such  as  those  for  CRM  and  ERP  For  companies  looking  to 
rethink  their  bandwidth  acquisition  strategies,  Michael  Kennedy,  managing 
partner  at  Network  Strategy  Partners,  will  delve  into  three  approaches  to 
bandwidth  optimization  with  panelists  Mike  Lloyd,  CTO  at  RouteScience 
Technologies;  Don  Templeton,  vice  president  for  customer  engineering  at 
Peribit  Systems;  and  Todd  Krautkremer,  vice  president  of  marketing  at 
Packeteer.  Each  panelist  will  describe  a  technical  approach  to  WAN  bandwidth 
optimization  and  its  effect  on  network  traffic  flows. 

NAS  virtualization:  The  end  of  NAS  islands 

2:30  to  3:30  p.m. 

Network-attached  storage  (NAS)  systems  first  cropped  up  in  workgroup  see 
narios.  and  over  time  they've  worked  their  way  into  enterprise  data  centers 
Gartner  expects  the  worldwide  NAS  market  will  grow  from  $1.5  billion  in  2002  V: 
$3.3  billion  in  2006,  sustaining  an  annual  growth  rate  of  15.3%.  Driving  adoption  f 
NAS  systems  is  the  high  capacity  and  performance  they  offer.  But  their  pac¬ 
has  been  the  complexity  ot  managing  multiple  independent  NAS  file  servers 
Michael  Kazar,  CTO  and  co-founder  of  Spinnaker  Networks,  will  discuss  the  pr 
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ComNet  Show  Planner 


and  cons  of  NAS  management  alternatives  such  as 
aggregated  front  ends,  custom  hardware,  distributed  lock 
managers  and  distributed  file  systems. 


The  state  of  intrusion  detection 

3:45  to  4:45  p.m. 

In  the  first  nine  months  of  2002,  companies  reported 
73,359  security  incidents  to  CERT  Coordination  Center. 
Nearly  every  day  it  seems  there  are  stories  about  net¬ 
work  attacks  and  system  vulnerabilities.  At  the  same 
time,  corporations  and  government  agencies  are  more 
dependent  on  the  Internet  to  conduct  business.  With  the 
stakes  so  high,  simply  relying  on  a  firewall  to  control 
access  to  your  network  is  not  enough,  proponents  of 
intrusion-detection  systems  (IDS)  say.  In  this  session, 
Martin  Roesch,  founder  and  CTO  of  Sourcefire,  will  dis¬ 
cuss  ways  to  beef  up  network  security,  including  how 
and  when  to  deploy  IDSs. 


WEDNESDAY  JANUARY  29 


Pick  of  the  day:  Managing  Web  services:  A 
panel  discussion 

10:30  to  11:30  a.m. 

Corporations  are  warming  to  the  idea  of  Web  services 
as  a  means  to  link  applications  and  resources  across  pri¬ 
vate  networks  and  the  Internet.  Among  369  IT  managers 
Gartner  and  The  Goldman  Sachs  Group  surveyed,  two- 
thirds  said  they  planned  to  implement  Web  services  with¬ 
in  24  months.  But  as  firms  build  up  an  arsenal  of 


reusable  Web  services,  managing  these  new  and  differ¬ 
ent  resources  becomes  critical.  Nathaniel  Palmer,  vice 
president  and  chief  analyst  at  Delphi  Group,  will  bring 
together  representatives  from  a  new  crop  of  software 
companies  focused  specifically  on  Web  services  man¬ 
agement.  Panelists  are  Jim  Bole,  vice  president  of  engi¬ 
neering  at  Infravio;  Frank  Martinez,  co-founder,  CTO  and 
chairman  at  Blue  Titan  Software;  and  Mark  Potts,  CTO 
at  Talking  Blocks. 


through  event  logs  generated  from  security  devices  such 
as  firewalls,  proxy  servers,  IDSs  and  antivirus  software. 
IDC  estimates  the  market  for  SIM  products  from  vendors 
such  as  Symantec  is  set  to  quadruple  from  $15  million 
today  to  $61.3  million  by  2005.  In  his  keynote  address, 
Schwarz  will  address  the  need  for  companies  to  have  a 
comprehensive  security  strategy  that  incorporates  early 
warning,  integrated  protection  and  expert  response  tied 
together  with  central  management. 


Meeting  security  challenges  within  the 
enterprise 

Keynote  presentation  by  John  Schwarz,  president  and 
COO,  Symantec 

2:45  to  3:45  p.m. 

A  new  frontier  for  security  vendor  Symantec  is  security 
information  management  (SIM).  In  a  manner  similar  to 
network  management  software,  SIM  products  combine 
data  aggregation  and  event  correlation  features  to  bore 


More  online! 

Go  online  for  show  previews, 
news  and  muttioedia  coverage 
from  the  show  floor. 

DocRnder  3930 


All  about  convergence 

The  National  Convergence  Summit  is  taking  place  at  ComNet  from  Jan.  29  to  30.  It’s  put  on  by 
the  National  Convergence  Alliance,  an  association  of  convergence  technology  providers,  and 
geared  for  attendees  of  all  sorts,  from  public  carriers  to  start-ups  and  large  corporations. 
Sessions  are  designed  to  answer  questions  about  the  latest  communication  gear,  who's  using  it 
and  the  benefits  of  converged  networks,  Plus,  experts  will  help  you  decide  what's  best  for  your 
company:  in-house  equipment  or  managed  services? 


Remote  Network  Management 


□  western 
D  telematic  inc. 


WTI's  NetReach™  family  of  remote  site  manage¬ 
ment  products  allows  network  administrators  to 
support  and  manage  network  elements  located 
at  remote  sites.  The  NetReach  product  line 
includes  in-band  and  out-band  console  and  ter¬ 
minal  switches,  remote  reboot  and  power  man¬ 
agement  solutions,  secure  dial-up  rack  mounted 
modems  and  automated  A/B  Fallback  Switches. 


Introducing... 

★  SCM-16 

Secure  Console  Manager 

16  serial  Port  SSH  Console  Manager. 
Multi-session  Telnet,  plus  many  other 
new  features! 

JPS-115 

★  Internet  Power  Switch 

Control  power  on  any  AC  powered 
Device. ..via  web  browser,  Telnet, 
modem  or  local  terminal! 


See  Us  at  COMNET, 
Booth  229 


Consider  this:  "85%  of  today’s  router-based 
data  networks  are  not  ready  for  successful 
voice  deployment.”  (Gartner  Group) 


or  at  www.NetAlly.com/VolP  to  sign  up  for 
a  free  preliminary  assessment  of  your 
network's  readiness  for  VoIP.  You  will 
participate  in  this  remote,  real-time  VoIP 
readiness  assessment  using  Net  Ally  VoIP. 
No  hardware  or  software  installation  and 
no  on-site  visit  required! 

vi«!a 

networks 

VoIP  service  providers 
and  integrators  welcome. 

www.ViolaNetworks.com 


Distributed 
Intelligence 
for 

Converged 
Networks 


Teltronics  offers  an  end-to- 
end  solution  for  managing 
data  &  voice  networks  with 
the  latest  Intelligent  Systems 
Management  product  .  .  . 
SEB  enterprise  agent. 

ASCII  data  stream  analysis, 


SNMP  Proxy  Agent  & 
Segment  Manager,  TL1 
compliant,  data  collection/ 
polling,  access  security, 
in/out-of-band  reporting, 
environmental  monitoring... 
and  more. 

Booth  #620 


THITONICS 


2150  Whitfield  Industrial  Way  •  Sarasota,  FL  34243 
941 .753.5000  •  www.teltronics.com 


When  You  Think  of  Telecommunications, 
Think  WalkerFirst 


WALKER 

AND  ASSOCIATES  INC 

Phone -800. WALKER.  1 
www.walkerfirst.com 


Visit  Walker  At  BOOTH  #256 


money  pit?  Are  your 
agents  hamstrung  by 
inflexible,  unresponsive 
applications?  Are  your 
customers  getting  the 
service  they  require? 

You  can  transform  your 
antiquated  call  center 
into  a  distributed,  multi- 
media  contact  center 
that  can  handle  e-mail, 
chat  sessions  or  Web- 
based  contacts  just  as 
readily  as  a  voice  call. 
You  can  hire  the  most 
qualified  agents  no  mat¬ 
ter  where  they  live  and 
plug  them  into  the  net¬ 
work.  And  you  can  layer 
on  new  applications, 
such  as  screen-pop  links 
to  back-end  databases 
or  interactive  voice 
response  systems. 

Moving  to  the  next-gen¬ 
eration  contact  center 
|  requires  two  fundamen¬ 
tal  architectural  shifts. 
You  need  to  migrate  to 
voice  over  IP,  and  you 
need  to  move  applica¬ 
tions  to  open,  industry- 
standard  architectures. 
Find  out  how  in  this 
Technology  Insider. 
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Goodbye  ACDs, 
hello  open  servers. 

Automatic  call  distributors 
tied  to  closed-switching  sys¬ 
tems  have  to  go.  Call  routing, 
reporting  and  management 
apps  need  to  run  on  industry 
standard  servers. 
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Goodbye  TDM, 
hello  VoIP. 

In  order  to  reap  the  full  bene¬ 
fits  of  a  next-generation  con¬ 
tact  center,  you  need  to 
move  to  a  voice-over- IP  net¬ 
work  infrastructure. 


Building  the  next-generation 


customer  contact  center 


■  BY  LORI  BOCKLUND 
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Picture  this:  Instead  of  having  to  operate  an 
expensive  call  center  tied  to  a  physical  loca¬ 
tion, you’ve  created  a  virtual,  multimedia 
contact  center  staffed  by  agents  working 
from  home  or  in  distant  offices,  connected 
through  a  voice-over-IP  network. 

You’ve  launched  money-saving, self-service  customer  applications 
based  on  standards  such  as  XML  and  VoiceXML  that  reduce  the  load 
on  your  agents. You’ve  integrated  your  CRM  software  with  computer- 
telephone  integration  (CT1)  so  that  back-end  database  information 
on  customers  is  available  to  agents  in  the  form  of  screen  pops. 

Customers  reach  your  contact  center  any  way  they  wish  —  voice 
call,  e-mail, chat  and  real-time  collaboration  over  the  Web.The  cus¬ 
tomer  experience  is  consistent  across  all  media,  and  each  interac¬ 
tion  is  immediately  reported  so  updated  information  is  available 
right  away  The  contact  center  blends  resources,  and  manages  and 


reports  on  all  contacts  via  a  common  application  suite. 

Is  this  vision  hype  or  reality?  The  answer  is  a  little  of  both.  This 
contact  center  is  possible  with  today’s  technologies,  but  full-blown 
implementations  are  still  few  and  far  between.  However,  experts  are 
confident  that  VoIP-based,  multichannel  contact  centers  are  the 
future  of  customer  relations, so  it’s  important  to  start  planning. 

The  next-generation  contact  center  requires  two  fundamental 
architectural  shifts.  In  the  network  infrastructure  you  need  to  shift 
from  theTDM/PBX  world  to  VoIPAnd  in  the  applications  infrastruc 
ture  you  need  to  migrate  call  routing  and  reporting,  traditionally 
handled  by  automatic  call  distributors  (ACD).from  closed  switching 
systems  to  open,  industry-standard  servers. 

Open  architecture 

Open  architecture  offers  the  promise  of  infrastructure-agnostic 
applications.  Routing,  reporting  and  management  functions  can  run 
on  a  server  that  talks  to  the  switching  infrastructure.  Open  applica¬ 
tions  can  seamlessly  route  voice  calls,  e-mail  and  Web-based  con 
tacts,  and  they  can  connect  online  customers  with  contact  cenfc- 
agents  via  chat,  escorted  browsing  or  collaborative  form  comp! 
Switch  vendors  offering  open  architecture  contact-center  prodm 


include  Aspect,  Avaya,  Cisco  and  Nortel. 

The  idea  Is  that  once  contact-center  applications  are 
freed  from  single-vendor  proprietary  systems,  customers 
would  be  able  to  select  best-of-breed  products.This 
open  architecture  would  attract  a  larger  pool  of  applica¬ 
tion  developers,  leading  to  new  capabilities,  lower  costs 
and  improved  integration. 

For  example,  Nordea,  a  Swedish  financial  services 
company  servicing  3  million  customers  and  handling  44 
million  calls  per  year  (85%  of  them  automated),  has 
deployed  Genesys’  Framework  to  transform  its  contact- 
center  operation,  improve  the  customer  experience,  and 
save  more  than  $1.5  million  per  year. 

Nordea  migrated  from  the  ACD  applications  on  its 
Nortel  switch  to  Genesys  server-based  software  to  man¬ 
age  not  only  phone  calls,  but  also  other  media.The 
Genesys  IP  Contact  Center  routes  contacts  and  integrates 
with  Nordea’s  information  systems  and  databases.  And 
rolling  the  system  out  to  additional  sites  was  relatively 
quick  once  the  initial  infrastructure  was  in  place. 

Customers  have  the  choice  of  which  channel  they 
want  to  use  to  reach  the  company,  and  the  Genesys  soft¬ 
ware  funnels  customers  to  the  best  available  and  quali¬ 
fied  of  1,000  agents  in  14  centers,  considering  language, 
product/service  and  customer  type. 

Limitations,  opportunities 

With  an  open  architecture,  users  theoretically  can  mix 
and  match  products  from  various  vendors.  But  that  point 
has  not  been  reached  yet.  For  example,  switch  infrastruc¬ 
ture  vendors  offer  specialized  applications  that  are 
tuned  to  their  own  products  or  they  promote  the  pre¬ 
integrated  capabilities  of  their  server  applications  — 
tying  together  ACD,  interactive  voice  response  (IVR)  and 
CTI  functionality  So  the  world  is  not  as  “open”  as  it  might 
seem. 

On  the  plus  side,  customers  can  use  standard  inter¬ 
faces  to  make  integration  easier.  For  example,  APIs,  such 
as  TAPI  and  JTAPI,link  switches  to  servers.  CRM  and  CTI 
solutions  integrate  with  prebuilt  adapters,  such  as  the 
Siemens  CRM  Ready  Kit  or  the  Genesys  G-Plus  adapters. 
These  allow  for  integration  with  a  top-tier  CRM  package, 
such  as  Siebel,  in  hours  or  days,  rather  than  weeks  or 
months.  Similar  connectors  integrate  IVR  systems  and 
reporting  tools. 

Other  tools  further  the  goals  of  openness  for  ease  of 
integration,  interoperability  and  portability.  Standardized 
yet  flexible  data  schemas  and  data  access  provided 
through  SQL,  Open  Database  Connectivity  (ODBC)  and 
XML  are  examples.The  architecture  frameworks  of  Java 


Server  A 


Server  B 


IP-based  contact  centers 


2  Platform  Enterprise  Edition,  .Net  and  Common  Object 
Request  Broker  Architecture  also  are  becoming  preva¬ 
lent  in  contact-center  applications  today 

Vendors  have  been  responsive  to  customers’  need  for 
easy  integration  by  offering  an  increasing  number  of 
connectors.  Many  leverage  standard  tools,  such  as 
ODBC;  XML;  and  extraction,  transformation  and  loading 
(ETL)  applications.  Faster  and  easier  integration  of  the 
diverse  elements  in  a  center  is  critical  to  enabling  effi¬ 


cient  and  effective  resource  management. 

Most  vendors  seeking  to  integrate  with  CRM  solutions 
have,  or  will  have,  connectors  to  the  top  four  products 
(Oracle,  PeopleSoft,  SARSiebel  ).  For  these  vendors,  there 
likely  is  a  full-blown  product.  For  others,  it  is  an  open 
hook  —  a  software  development  kit  (SDK)  or  API  that 
can  be  written  to  more  readily  CRM  and  CTI  integration 
now  is  tackling  the  thin  client  architecture,  which  most 
CRM  packages  also  are  migrating  to. 

One  example  of  a  successful  connector  approach  is 
the  AT&T  Headend  in  the  Sky  (HITS)  implementation  of 
Siemens  CRM  Ready  kit  with  Clarify  (now  Amdocs). The 
HITS  Digital  Media  Center  services  cable  companies 
nationwide. The  cable  companies  wanted  to  route  con¬ 
tacts  on  open  issues  to  the  last  agent  who  handled  it  if 
possible,  and  pop  the  trouble  ticket  on  the  screen.  Sie¬ 


mens  and  AT&T  integrated  60  agent  desktops  in  one 
weekend,  avoiding  a  large  systems-integration  effort. 

Voice  self-service  apps  go  standard 

Open  architecture  also  applies  to  interactive  voice 
response,  where  one  server  runs  the  speech  processing 
for  a  natural-language  user  interface,  and  another  runs 
the  standard  VoiceXML  code  of  the  core  application. 
Both  are  communicating  with  standard  voice-process¬ 
ing  cards. 

IVR  vendors  are  support¬ 
ing  the  VXML  standard;  most 
are  or  will  soon  be  Version 
2.0-compliant.This  architec¬ 
tural  change  has  huge 
potential  to  open  the  previ¬ 
ously  small  pool  of  develop¬ 
ers  and  enable  portability  of 
applications,  while  leverag¬ 
ing  the  Web  infrastructure 
and  common  data. 

However, Version  2.0  of 
the  VXML  standard  needs 
significant  extensions  to 
support  customer  contact 
applications.  CTI-based  call 
control,  screen  pops  and 
integrated  reporting  are 
examples  of  functions  that 
require  capabilities  beyond 
the  standard.  So  a  stan- 
dards-compliant  applica¬ 
tion  might  not  be  portable 
across  platforms. 

Many  vendors  generate 
VXML  code  from  their  pro¬ 
prietary  graphical  user  interface  as  an  option,  easing  the 
migration  for  those  with  in-house  programming  expertise 
on  their  current  platform  (but  this  code  is  not  portable  to 
a  different  platform  if  it  includes  any  extensions).  Some, 
such  as  Genesys,  are  agnostic  about  standards. They  will 
work  to  promote  the  development  of  the  VXML  as  well  as 
Call  Control  XML  standards.They  also  will  comply  with 
and  support  Speech  Application  Language  Tags,  a  com¬ 
peting  standard  Microsoft  is  promoting. 

Ready,  set,  implement? 

So  what’s  holding  users  back  from  implementing  open 
application  architectures? 

•  Some  products  aren’t  mature;  VXML,  for  example,  is 
just  being  used  by  early  adopters. 

•  Some  interfaces  aren’t  truly  open. 


Voice  XML  turns  up  the  volume 
on  self-service  voice  applications 

In  an  interactive  voice  response  (IVR)  application  based  on  the 
VXML  open  standard,  Server  A  runs  the  automatic  speech 
recognition  and  text  to  speech  software,  while  Server  B  runs  the 
VXML  code  of  the  core  application. 


Phone 

customer 


Q  Customer  calls  contact  center  and  is 
connected  to  self-service  applications 
running  in  servers  A  and  B. 

©  The  IVR  application  can  connect  to 
business  applications  and  back-end 
databases. 


Contact  center 


Voice  gateway 


up:  Open  architectures  and  industry-standard  interfaces  let  you  integrate  contact  center  applications. 


Router/ 
data  switch 


TCP/IP 


Contact  center  CTI/communi-  Enterprise  Enterprise  Multimedia  Speech  Voice  response  Webserver  IP  phone  Agent  desktop 
data  mart  cations  server  application  data  collaboration  services  gateway 

server 
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•ODBC 

•  Native  voice 

•  Active  X 

•SQL 

•SMTP 

•TTS 

•  Voice  browser 

•HTML 

•H.323 

•  CRM  CSent 
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•JDBC 
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•COM 

•ODBC 

•POP3 

•ASR 

•TCP/IP 
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•SIP 

•RPC 

Ethernet 

•ETL 

interface 

•DCOM 

•JDBC 

•  Active  X 

•VXML 

•HTTP 

•SALT 

•  G.711 

•HTML 

TCP/IP/UDP/RTP 

•OLAP 

•TAPI 

•CORBA 

•XML 

controls 

•SALT 

•VXML 

•  WML 

•G.723 

•CTI  dent  API 

Standards 
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-SIP 

-H.323 

•  Data  mining 
took 
•Data 
visuaization 

•  JTAPI 
•CSTA 

•  Proprietary 

API 

•  Java  Beans 

•  J2EE 
•.Net 

•Connectors 

•ETL 

•  Java  Applets 
•CTI  API 

•  JSGF 

•SALT 

•HTTP 

•WAP 

•Scripting 

•G.729 

•Ethernet 

•  TCP/IP 

•  UDP/'RTP 

•  CTI  soft  phone 

•  RMI 

•  Not  enough  “canned”  interfaces  exist, 
partly  because  they  are  vendor-specific, 
not  standards-based. 

•  It  can  be  hard  to  integrate  solution 
elements,  potentially  resulting  in  signifi¬ 
cant  system  integration  costs. 


Take  steps  to  open 
your  architecture 

Here’s  what  you  need  to  do  to 
open  your  contact-center 
architecture  to  enhance  ap¬ 
plications  and  ease  integration: 

•  Understand  your  business 
strategy.  Companies  that  want 
to  offer  best-in-class  customer 
service,  drive  down  costs,  or  be 
more  flexible  and  adaptable  to 
changing  business  needs  should 
be  able  to  build  a  business  case 
for  open  architectures. 

•  Understand  your  business  needs. 
If  you  need  contact  handling,  Web 
and  phone  self-service,  im¬ 
proved  reporting,  and  integ¬ 
ration  of  desktop  applications, 
it’s  time  to  look  for  more  open 
solutions. 

•  Develop  your  technology  strategy. 
Define  where  you  need  to  be,  and 
when,  to  support  the  identified 
business  needs.  Define  how 
applications  changes  sync  up 
with  your  infrastructure 
changes. 

•  Define  your  design  and  imple¬ 
mentation  principles.  More  rapid 
application  deployment,  port¬ 
ability,  interoperability  and 
flexibility  all  point  to  open 
environments. 

•  Begin  an  education  process  on 
the  various  applications  and 
integration  approaches  in  the 
contact-center  market.  Under¬ 
stand  which  of  your  strategic 
vendor  partners  are  offering 
truly  open  solutions. 

•  Select  vendor  partners  that  offer 
open  solutions.  Challenge  them 
with  the  “show  me”  question.  Be 
clear  on  whether  you  have  a 
best-of-breed  or  suite  strategy 
and  why,  and  understand  the 
trade-offs  that  go  with  it. 

•  Don't  let  low  cost  be  a  driver 
unless  you’re  looking  at  total 
cost  of  ownership.  Understand 
that  low-cost  purchase  might 
result  in  a  high-cost 
management. 

•  Deploy  your  new  applications 
through  a  careful  testing  and 
piloting  process. 

This  process  takes  time  — 12  to 
18  months  or  more.  That’s  why 
planning  needs  to  start  now. 


•  The  products  don’t  plug  and  play  the 
way  they’re  marketed. 

•  Not  many  have  done  it  before  them. 

•  Maintenance  and  ongoing  manage¬ 
ment  costs  can  be  high;  for  example,  an 
upgrade  or  new  release  in  one  element 
can  have  a  ripple  effect  to  other  ele¬ 
ments  for  upgrades  and  testing. 

As  a  customer,  you  must  evaluate 
potential  costs  and  trade-offs  in  integra¬ 


tion,  problem  resolution,  upgrades  and 
the  like.Your  strategic  approach  to  ven¬ 
dor  and  product  selection  needs  to  con¬ 
sider  the  tradeoffs  of  integrating  best-of- 
breed  products  vs.  buying  a  suite  of  prod¬ 
ucts  from  one  vendor. 

Bocklund  is  vice  president  with 
Vanguard  Communications.  She  can  be 
reached  at  lbocklund@van  guard.net. 
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To  sponsor  this  premier  Network  World  event  or  if  you  are  interested  in  on-site  training  for  your  company,  contact  Andrea  D'Amato  at  508-490-6520  or  adamato^nww.cem 


^WHAT  YOU  NEED  TO  KNOW  ABOUT  SLM: 


SERVICE  LEVEL  MANAGEMENT: 

DELIVER  ON  YOUR  NETWORK  GUARANTEES 


Do  you  know  how  well  your  IT 
infrastructure  is  meeting  your 
business  objectives? 

it's  time  to  attend  Network  World's  Technology 
Tour  "Service  Level  Management:  Deliver  on 
Your  Network  Guarantees."  Rick  Sturm,  CEO  of 
Enterprise  Management  Associates,  shows  you 
how  to  implement  SLM  tools  to  assess  client 
service  and  network  resource  performance. 


»■>  Identifying  user  and  client  service  level 
expectations  and  needs 

Negotiating  and  writing  service  level  agreements 

*-►  Selecting  and  implementing  the  appropriate  SLM 
tools  for  your  enterprise 

»->  Creating  feedback  loops  to  ensure  service  levels 
are  being  met 

*■>  Managing  performance,  availability  and  security 
to  deliver  on  guarantees 


SIGN  UP  TODAY  AT 
www.nwfusion.com/events/slm2 
or  call  1  -800-643-4668 

Pre-registration  for  this  complimentary  event  is  required. 


BONUS  -  YOU  COULD  WIN  $100 

Register  for  a  chance  to  win  a  $100  American 
Express  Gift  Cheque.  You  must  be  present  at 
the  3:30pm  drawing  to  win! 


February  4  New  York,  NY 
February  6  Chicago,  IL 
February  11  Richardson,  TX 
February  13  San  Francisco,  CA 

This  event  is  limited  to  Network and  ill'  professionals  who  purchase 
service  level  management  products  and  services.  Network  World 
reserves  the  right  to  determine  total  audience  profile  of  attendees 
participating  on  a  Complimentary  £ osis 


SIGN  UP  TO  ATTEND 
IN  ONE  OF  THESE  CITIES! 


ness  case  for  these  applications  also  can  be  compelling 

VoIP  is  in  your  future 


■  BY  LORI  BOCKLUND 

The  other  major  architectural  change  on 
the  road  to  contact  center  Nirvana  is  to 
the  packet-switched  world  of  IP  from  tradi¬ 
tional,  circuit-switched  TDM. 

The  migration  path  generally  will  start  with  IP-enabled 
products,  using  a  TDM  infrastructure  at  the  core,  with  IP 
to  the  desktop  and  IP  for  networking  to  remote  loca¬ 
tions.  The  next  step  is  a  full-blown  IP-centric  solution 
with  an  IP  switching  infrastructure  throughout. 

Voice  over  IP  (VoIP)  is  compelling,  and  most  contact 
centers  need  to  start  planning  for  it.There  are  three  key 
business  drivers: 

Economics  —  Convergence  of  voice  and  data  into  a 
common  infrastructure  for  wiring,  routers,  network  con¬ 
nectivity  and  others  holds  promise.  Companies  will  be 
able  to  deploy,  manage  and  maintain  one  network  to 
serve  all  communications  needs,  saving  on  infrastruc¬ 
ture  and  potentially  resources,  in  the  long  term. 

Applications  — VoIP  creates  the  potential  for  applica¬ 
tions  that  couldn’t  have  been  done  before,  or  couldn’t 
have  been  <  ine  easily  or  effectively  This  is  particularly 
true  for  a  multimedia  and/or  multisite  environment,  in 
w  ch  Web  c*  'acts,  virtual  operations  with  outsourcers 
o\  : sens  and  remote  sites  orseats.such  as  home  agents, 
all  could  imp:  e  the  customer  experience.The  busi- 


because  they  save  significant  numbers  of  call  center 
agents  and  prove  a  more 
cohesive  reporting  view  of 
all  contact  handling. 

Building  block  for  the 
future  — VoIP  is  an 
inevitable  part  of  the  con¬ 
tact-center  infrastructure. 

Many  centers  will  wait  for 
catalysts  such  as  major 
growth,  a  new  site,  time  for 
replacement,  or  the  need 
to  support  new  applica¬ 
tions.  Or  they  will  invest  in 
VoIP  infrastructure  know¬ 
ing  it  is  the  platform  for 
the  future. 

“The  promise  and  value 
ofVoIP  in  the  contact  cen¬ 
ter  is  in  defining  an  open 
standard  that  lets  multiple 
vendor  products  work 
together,"  says  Bern  Elliot, 
an  analyst  at  Gartner. 

"Different  platforms  and 
applications  can  use  the 
same  infrastructure.This  in 
turn  leads  to  broader 
choices. 

"Right  now,  the  market  is  pushing  to  get  a  start,”  he 
says."The  contact  center  lags  general  telephony  in 
migration  to  VoIP  by  about  two  years,  because  it  is  more 


application-centric  —  and  a  more  complex  and  robust 
application. The  applications  can’t  precede  the  infra¬ 
structure  needed  to  make  it  possible.  For  VoIP  to  go 
faster  in  contact  centers,  it  now  needs  the  pull  of  more 
applications  that  are  easier  to  integrate.” 

All  major  switch  vendors  provide  IP  products  for  con¬ 
tact  centers.Traditional  switch  vendors,  such  as  Aspect, 
Avaya,  Nortel,  Rockwell  and  Siemens,  offer  traditional 
TDM  switches  with  IP  phones  and  IP  networking 
between  sites  as  options  in  their  IP-enabled  or  hybrid 
products. 

They  also  offer  IP-centric  call-center  products,  but  few 
call-center  customers  are  buying  them. 

IP-centric  players,  such  as  Cisco  and  3Com,  are  pushing 
IP-centric  products,  but  they  are  aware  of  their  limita- 
tions.They  aren’t  trying  to  compete  head-to-head  on  a 
feature-by-feature  basis  with  robust  ACDs.and  they  aren’t 
selling  much  to  large  (more  than  50  seats)  mission-criti¬ 
cal  centers  (yet).  Cisco  is  positioning  itself  as  an“ACD 
alternative”  rather  than  an“ACD  replacement.”  But  the  IP- 
centricity  of  these  vendors  means  that  they  are  further 
ahead  in  deployment  of  pure  IP  products. 

VoIP  is  happening ...  but  where? 

VoIP  in  contact  centers  is  happening  primarily  in 
greenfields  —  small  or  nonmission-critical  centers.  Some 
larger  companies  are  running  small  pilots  in  the  help 
desk  for  example,  to  gain  experience  with  the  technol¬ 
ogy.  Distributed  contact  centers  can  implement  VoIP  in 
three  configurations:  home  agents,  a  remote  site  net¬ 
worked  off  a  main  site,  or  networking  multiple  sites  for 
virtual  operations. 

JetBlue  Airways,  a  relative  newcomer  to  the  troubled 
airline  industry,  is  delivering  customer  care  in  a  different 
way,  in  addition  to  delivering  airline  travel  in  a  different 
way  Using  an  Avaya  IP-enabled  product  (the  pure  IP 
product  was  not  available  when  JetBlue  implemented 
more  than  a  year  ago),  the  majority  of  JetBlue’s  tele¬ 
phone  customer  contacts  are  handled  by  their  home 
agents  using  H.323-compliant  IP  softphones  on  their 
PCs.  Web  calls  to  these  agents  are  the  next  step. 

The  distributed,  IP  approach  let  JetBlue  build  its  new 
contact-center  capabilities  quickly,  minimize  overhead 

costs,  and  tap  into  a  broader 
pool  of  skilled  resources. 
And  by  enabling  people  to 
work  from  home,  they 
increased  job  satisfaction. 
That  can  translate  into 
increased  retention,  produc¬ 
tivity  and  customer  service, 
which  all  contribute  to 
JetBlue’s  bottom  line. 

Buca  di  Beppo,  a  fast-grow¬ 
ing  Italian  restaurant  chain, 
created  a  centralized  call 
center  using  IP  connections 
from  its  62  restaurants. 
Customers  dial  their  local 
number  to  make  a  reserva¬ 
tion  —  any  time  of  the  day 
—  and  are  routed  using  an 
IP-enabled  Nortel  Meridian 
l.with  a  Symposium  Call 
Center  Server. 

Customers  can  reach  an 
agent  at  the  call  center  even 
when  the  local  restaurant 
isn’t  open,  and  agents  inter¬ 
act  as  if  they  were  the 
friendly  neighborhood  restaurant,  thanks  to  the  CT1  inte¬ 
gration  and  screen  pops.The  extended  coverage  and 
personalized  service  this  product  provides  increased 
revenue  more  than  $1  million  in  the  first  year. 


Lessons  learned 

The  keys  to  success  when  implementing 
VoIP  include: 

•  Define  applications  and  business 
benefits.  Define  the  reasons  for  migrating 
to  VoIP. 

•  Assess  and  invest  in  network 
infrastructure  as  needed.  Many  vendors, 
such  as  Avaya  and  Siemens,  offer  network 
assessments  and  tools  through  their 
professional  services  organizations. 

•  Invest  in  the  redundancy  and  reliability 
solutions  that  vendors  offer. 

•  Ensure  that  voice  and  data  staff  work 
together.  Collaboration  is  key  in  planning 
and  implementation.  Train  and  hire  people 
with  the  necessary  skills. 

•  Test  and  pilot. 


In  the  TDM  world  ,  agent  desktop  PCs  connect  to  the  WAN,  and  agent  phones 
connect  to  the  PSTN  via  a  voice  switch. 


TDM-based 


TDM-based 


TDM-based 

TDM-based 

voice  switch 

voice  switch 

Agent  desktop  Data  switch/router 


Data  switch/router  Agent  desktop 


Four-step  program 


Here  are  the  top  contact-center  technology  ■« 
changes  to  plan  for  in  the  next  one  to  two  | 
years:  ;§§i 

•  Migrate  to  VoIP  —  Includes  associated, 

changes  to  IVR,  computer  telephony  ||| 

integration,  quality  monitoring  or  other?;#) 
tools  that  integrate  with  your  voice  channel. 

•  Migrate  your  contact  routing, 
management  and  reporting  to  a  server-) 
based  product. 

•  Migrate  your  voice  self-service 

applications  to  a  VoiceXML  or  SALT-b 
architecture.  # '■ 

•  Integrate  the  routing,  management 
reporting  for  all  media  on  a  common  v.i 
technology  infrastructure. 


S8700)  is  for  reliability,  redundancy,  self  monitoring 
and  healing. “And,  the  VoIP  pioneers  have  learned  that 
through  proper  engineering,  testing  and  piloting,  the 
network  can  be  made  VoIP-ready  and  stable.” 

Certainly  the  economy  is  another  factor.  When  your 
workhorse  PBX  or  ACD  isn’t  depreciated,  functions 
well,  and  provides  the  applications  you  need,  it’s  hard 
to  argue  for  an  architectural  change  at  significant  cost. 

One  other  intangible  fear  that  affects  VoIP  decisions 
is  the  fear  of  change.  Changes  to  organizations,  roles, 
responsibilities  and  processes  will  accompany  VoIP 
Turf  battles  might  wage  between  IT  and  telecom. 
Telecom  staff  need  to  shift  their  thinking  and  embrace 
IP  (not  to  mention  open  architectures),  and  IT  staff 
need  to  understand  the  network  demands,  as  well  as 
quality  and  reliability  expectations,  of  the  contact  cen¬ 
ter’s  mission-critical  applications. 

In  tackling  all  these  issues,  most  companies  will 
make  a  gradual  migration  to  VoIP  rather  than  a  leap.  As 
Don  Greco,  director  of  National  Call  Center  Field 
Marketing  and  Sales  for  Siemens,  says, “The  migration 
path  is  the  most  important  thing  to  contact- 
center  customers  today.  Few  want  to  implement  full  IP 
just  yet.They  want  to  understand  the  migration  path 
and  know  that  what  they  are  buying  today  will  enable 
an  ‘easy’  transition  to  IP  Many  are  investing  in  IP 
phones  with  a  TDM  system. They're  taking  the  time  to 
understand  how  they  will  move  to  full  IP  when  they’re 
ready,  and  when  they  feel  comfortable  with  the  stabili¬ 
ty  and  reliability  IP  provides.” 

Take  steps  to  migrate  to  VoIP 

Gartner  doesn’t  “expect  wide-scale  adoption  of  VoIP 
by  mission-critical  mainstream  call  centers  until  2005- 
2006”  because  migration  to  VoIP  takes  time,  and  the 
planning  should  begin  now. 

Your  steps  to  migration  include  some  of  the  same 
things  you  must  consider  for  opening  up  your  architec¬ 
ture.  You  should  consider  them  together.  Start  with 
business  strategy,  understand  business  needs  and 
develop  a  technology  strategy. Take  time  to  get  educat¬ 
ed  and  select  appropriate  vendor  partners  —  again 
considering  the  best  of  breed  (one  vendor  provides 
applications  and  another  provides  the  IP  switching) 
vs.  suite  of  products  (a  single  vendor  to  provide  it  all). 
Start  small,  and  build  gradually.  Moving  slowly  into  the 
IP  waters  is  a  sound  approach,  and  it  will  enable  you 
to  then  wade  in  deeper  and  deeper  as  the  waters 
warm  up.  ■ 


Many  multinational  companies  also  have  “follow  the 
sun”  routing  to  centers  around  the  globe,  some  man¬ 
aged  and  staffed  by  outsourcers.  By  creating  a  virtual 
center  environment,  they  use  resources  effectively, 
deliver  better  service,  and  manage  a  single  system  for 
routing  and  reports. 

Some  companies  are  using  IP  to  connect  to  remote 
sites,  especially  in  countries  such  as  India  and  the 
Philippines. Voice  traffic  can  be  compressed,  furthering 
IP’s  significant  cost  savings  on  international  trunking. 
Companies  implementing  these  types  of  remote  or 
multisite  configurations  also  enhance  their  business 
continuity  and  disaster-recovery  options. 

Shurgard,a  storage  company,  was  an  early  adopter  of 
IRusing  Aspect’s  IPContact  Server  (IPCS).Shurgard 
needed  to  upgrade  or  replace  its  dated  system,  so  it 
implemented  a  pure  IP  solution  about  a  year  ago.  It 
started  slowly,  with  a  few  seats  in  customer  sendee  as  a 
pilot,  and  has  begun  to  gradually  roll  it  out  to  other 
applications,  including  40  sales  agents. 

Kris  Larson,  sales  center  IT  manager  for  Shurgard, 
says  the  company  will  integrate  with  IP  switches  to 
transfer  calls  to  stores  all  over  the  country,  support 


multimedia  customer  contact,  and  reap  the  benefits  of 
toll  bypass  with  its  VoIP  implementation.  Soon  it  will 
integrate  the  IPCS  with  its  IVR  and  other  systems. 

Larson  says  the  transition  wasn’t  easy:  not  only  was 
the  architecture  different,  but  users  had  to  adjust  to  a 
different  set  of  reports  and  routing  tools.  Having  a 
background  in  IT  and  telecom,  and  a  fair  amount  of 
autonomy,  helped  him  manage  the  transition. 

A  word  of  advice  from  Larson:  “Don’t  skimp  on  the 
network  infrastructure.”  Shurgard  bought  new  network 
switches,  routers,  and  servers  as  a  lead-in  to  its  imple¬ 
mentation,  he  says. 

Overcoming  fear,  uncertainty  and  doubt 

So  what’s  holding  other  companies  back?  Fears 
include  reliability  of  the  IP  network,  or  of  standard 
servers  and  operating  systems  running  mission-critical 
applications.  Additional  concerns  about  scalability 
and  quality  remain. 

However,  vendors  says  those  issues  can  be 
addressed.  Lawrence  Byrd,  convergence  strategist  for 
Avaya.says  that  more  than  half  the  software  in  the 
voice  switching  infrastructure  (whether  the  Definity  or 


Agent  desktop 


Data  switch/router 


In  an  IP-enabled  scenario,  both  agent  PCs  and  IP  phones  connect  to  a  data 
switch/router,  which  directs  traffic  to  either  the  PSTN,  via  a  VoIP-enabled  switch, 
or  to  the  WAN. 


IP  telephone 


Data  switch/router 


Agent  desktop 


■  CAREER  DEVELOPMENT 

■  PROJECT  MANAGEMENT 

■  BUSINESS  JUSTIFICATION 


Natural-born  entrepreneurs 


iusion.com 


IT  executives  commercialize  tools  they  developed  on  the  job  for  previous  employers. 


BY  LINDA  LEUNG 

After  successfully  developing  and  implementing  a  handheld  route-accounting 
application  for  Millstone  Coffee's  delivery  drivers,  Kirk  Wolfe  was  set  to  take 
another  job  at  parent  company  Procter  &  Gamble.  But  Wolfe  didn't  want  to  give 
up  the  application  that  had  consumed  much  of  his  life  for  five  years,  so  he 
resigned  to  focus  on  developing  similar  software  for  smaller  grocery  suppliers. 


"There  wasn't  anything  else  that  enticed  me  as  much 
as  the  mobile  environment.'Wolfe  says. 

Wolfe  is  just  one  of  several  former  IT' professionals 
who  have  become  vendors  by  parlaying  something 
they  developed  in  their  previous  roles  into  commercial 
products. 

Although  Wolfe  knew  that  eventually  he  would  run 
his  own  business,  the  idea  didn't  crystallize  until  he  dis¬ 
covered  his  mobile  software  niche. When  P&G  ac¬ 
quired  Millstone  Coffee  in  1996.  the  consumer  products 
giant  put  Wolfe  in  charge  of  integrating  Millstone's 
mobile  application  With  its  own  infrastructure 
and  eventually  developing  a  route-account¬ 
ing  application  for  the  subsidiary: 

Wolfe  discovered  there  was  a  market  for 
similar  mobile  applications  for  smaller  sup- 
pliers  while  working  on  the  project.  He  and 


Phil  Lachmann.a  contractor  assigned  to  the  Millstone 
project,  formed  Enterprise  Mobility  in  1999.  Wolfe 
joined  the  venture  full-time  in  2001  after  deciding  not 
to  transfer  within  P&G.The  two  used  their  knowledge 
and  experience  to  develop  the  EMRoute  product. 

Dave  Ziegler.  Millstones  IT  manager  and  Wolfes  for¬ 
mer  manager. says  his  employees  departure  was  a  "bit¬ 
tersweet  moment."  But  he  says  Millstone  benefits 
because  it  can  outsource  programming  projects  to 
Enterprise  Mobility. 

Dick  Powers  is  another  IT  veteran  who  went 
commercial.  Powers  joined  the  US.  Navy  in 
1958.  After  serving  in  several  senior  IT  roles,  he 
was  assigned  to  a  study  group  in  1976  to  help 
determine  how  the  Department  of  Defense 
could  reduce  its  34  distribution  centers, 
which  handled  more  than  27  million  transac¬ 
tions  per  year. 


Powers  couldn't  find  the  software  he 
needed,  so  he  assembled  three 
academics  to  research  large- 
scale  Optimization. The  team 
created  a  mathematical 
methodology  that  chewed 
through  transaction  informa¬ 
tion  to  determine  the  Defense 
^  Department  could  reduce  its 
^  centers  to  16.  resulting  in  hun¬ 
dreds  of  millions  of  dollars  of 
sav  ings  per  year. 

Although  the  Defense 
Depa  rt  merit  ulti  mate  lv  ■ 
took  20  years  to  imple- 
merit  the  measures 
because  of  what 
Powers  described  as 


There  wasn't  anything 

a,  else  that 


environment, 

V  -Kirk Wolfe 


he  says  other  large 
organizations  could 
use  the  methodology 
to  streamline  their 
logistics  infrastruc¬ 
tures. 

i  In  1978,  Powers 


and  the  three  academics  each  put  up  $10,000  to  form 
Insight  and  develop  the  Strategic  Analysis  of 
Integrated  Logistics  Systems  logistics  modeling  tool. 

Powers  says  the  challenge  of  starting  a  business  is 
educating  the  market  and  winning  customers  That's 
the  hardest  part  —  getting  someone  to  hav  e  faith  in 
you."  he  says.  Powers  and  his  co-founders  eventuallv 
landed  deals  with  Baxter  Healthcare.  Mars  and  Nestle. 

Wolfe  has  found  the  most  time-consuming  aspect  of 
running  a  business  is  sales' and  marketing.  Recently 
Wolfe  partnered  with  a  warehouse  management  soft¬ 
ware  supplier  to  sell  to  a  prospective  customer.  W<  life 
was  confident  he'd  win  the  deal  until  the  customers 
warehouse  manager  vetoed  the  sale  because  the  PDA 
that  supports  the  application  used  a  stylus  and  end 
users  were  accustomed  to  a  full-size  keyboard.  AVe 
were  not  prepared  for  that  aspect  —  being  tossed  out 
for  things  like  that."  Wolfe  says.'Abu  can  hav  e  good  tech¬ 
nology,  but  there  is  a  certain  amount  of  sales  and  mar¬ 
keting  that  goes  with  it." 

Chris  Edden  is  another  user-turned-vendor  who  was 
surprised  at  the  effort  involved  in  promoting  a  product. 
A  former  vice  president  of  IS  at  Wachovia  Bank.  Edden 
is  now  business  development  director  at  Silas 
Technologies. Wachovia  formed  Silas  in  1999  t<>  market 
Reveille,  an  applications  monitoring  tool  that  Edden 's  IS 
team  built  to  use  in-house."lt  was  interesting  f< >r  me. an 
IT  guy  of  20  years,  to  find  myself  in  a  two-hour  meeting 
to  come  up  with  an  ad  campaign."  he  says. 

Edden  says  being  an  IT  vendor  within  a  financial  insti¬ 
tution  has  unique  challenges. such  as  conv  incing  some 
line  managers  why  the  bank  should  sell  its  software  tc > 
rivals. "If  [the  rivals]  are  going  to  buy  a  product  like  ours 
a nv wav:  why  not  spend  their  money  with  us  ’  he  says.  \ 
more  sensitive  issue  is  how  to  deal  with  other  vendors 
that  may  be  selling  to  Silas  or  Wachovia.  When  1  w  as  a 
customer,  1  could  ask  vendors  anything,  but  now  I  can't." 

Some  former  IT  co-workers  resented  it  when  Edden 
and  others  were  given  jobs  at  the  spins  >ff.  1 1< nvever. 
Edden  says  prospective  candidates  from  Wach<  >v  ia 
were  told  they’d  be  expected  to  work  as  though  they 
were  employed  at  a  start-up.  with  all  the  associated 
risks  and  opportunities. 

"Some  people  joked  that  the  bank  took  all  the  weird 
people  and  put  them  in  a  group  so  that  it  could  keep 
an  eye  on  Us,”he  says. "That  may  have  some  element  of 
truth. The  people  who  populate  spinoffs  have  skill  sets 
that  may  not  excel  in  large  Corporations,  but  are  effec¬ 
tive  in  small  businesses.” 

Above  all,  Edden  says  he  relished  the  challenge  of 
jumping  from  an  executive  IT  position  to  selling. "In 
some  ways  it  has  been  invigorating  because  many  IT 
people  love  creating  and  problem-sol\  ing.and  this  pro- 
\  ides  an  arena  for  a  greater  f< «  us  than  in  my  prev  ious 
roles."  he  savs  ■ 


TfD  (MCE 


It  always  happens  with  the  last  piece... 


You  know  what  you  need,  but  you  just 
can't  find  it. 

Your  data  center  is  growing,  faster  than  your  resources. 
You  need  hands-on  control  of  your  local  server  racks  as 
well  as  the  servers  at  different  locations.  How  do  you 
complete  the  picture? 

With  one  of  Avocent's  enterprise-class  KVM  switches. 
Our  solutions  are  specifically  tailored  to  your  unique 
server  management  requirements. 


Direct  access  to  multiple  servers  from  your  data  center. 
Standard  IP  access  to  servers  in  any  location  world¬ 
wide.  Custom  configuration  for  the  level  of  access  and 
control  you  need.  Streamlined  cable  management 
Feature-rich  software  designed  for  easy  installation 
and  system  administration. 

Now  you've  got  the  whole  picture.  Avocent's  advanced 
analog  and  digital  KVM  solutions  -  a  perfect  fit  for  your 
server  room. 


Download  our  free  whitepaper  KVM  for  the  Enterprise  at 
www.avocent.com  or  call  us  at  1-866-AVOCENT  (286-2368),  ext.  3006. 


^Wocen 

The  Power  of  Being  The  i 


Avocent.  the  Avocent  logo  and  The  Power  of  Being  There  are  trademarks  of  Avocent  Corporation.  Copyright  <  2003  Avocent  Corporation. 


The  Hub  of  the  Hetwork  Buy 
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^  Mapage~1000’sx>f  computers  via 
^Ethernet  or  dial-up  from  AftYWHEFflE 


UitraLink 


■  Connects  to  standalone  computers  or  any  KVM  switch 

■  High  quality  16-bit  video  at  up  to  1280x1024  resolution 

■  Easy  to  install,  give  it  an  IP  address  and  run  the  Viewer 
program,  no  user  license  required 

■  Encrypted  communication  produces  highly  secure  operation 

■  Scaling  and  scrolling  features  for  maximum  flexibility 

■  Single  mouse  cursor  simplifies  user  interface 

■  See  four  servers  from  one  screen  with  quad  screen  mode 

■  Lifetime  free  flash  upgrades 


UitraLink  sets  a  new  standard  in  remote  management  of  server  room 
environments.  It  saves  you  money  by  allowing  you  to  centralize  your  IT 
resources.  Since  it  does  not  depend  upon  software  loaded  on  your 
computers,  it  deploys  easily  and  works  on  any  operating  system,  such 
as  Windows,  Linux,  Solaris,  Unix,  or  OSX. 

The  UitraLink  digitizes  the  remote  computer's  video.  It  then  scales, 
compresses,  encrypts,  and  packetizes  it  into  the  TCP/IP  protocol.  At 
your  PC  the  free  Viewer  application  receives  and  displays  the  video  and 
sends  back  keyboard  and  mouse  data.  This  process  allow  you  to  access 
remote  computers  from  anywhere. 

Rose  is  a  leading  manufacturer  of  switching,  extension,  and  access 
products.  As  a  KVM  industry  pioneer,  Rose  is  known  for  its  technically 
superior  and  price  competitive  products. 

Join  the  ranks  of  many  successful  companies  using  UitraLink,  call  Rose 
to  learn  more  about  KVM  Access  over  IP  as  well  as  KVM  Switches  and 
Extenders. 


Rose  Electronics 
10707  Stancliff  Road 
Houston,  TX  77099 

USA  toll  free  800  333  9343 
ROSE  US  281  933  7673 
ROSE  Europe  +44(0)  1264  850574 
ROSE  Asia  +617  3427  5353 

WWW.ROSE.COM 


ELECTRONICS 


vvwvv.  buyuptime.  com 


Cisco  and  Fiber 


BuyUptime.com 

.com  Your  One-Stop  Shop  for  high  availability  products 

High  Availability  Made  Easy  ***&&*>&»&  ■■■'■>  — ■ — — — ■ — 

As  a  leading  supplier  in  end-to-end  UPS  power,  thermal  cooling,  and  management  solutions,  BuyUptime.com  can  accommodate 
the  level  of  availability  many  customers  have  come  to  expect.  Let  BuyUptime  be  your  one-stop  shop  for  high  availability  solutions. 


(~~ Telco  Battery  Management  System  ) 

AutoCap  Telecommunication 
-48  volt  ASCC 

Features: 

•  Automated  Single  Cell  Charging  (ASCC) 

•  Supports  Nominal  48V  DC  Battery  Strings 

•  1  or  2  Strings  of  24-2  volt  jars 

•  Requires  only  1  U  of  Rack  Space 

•  Includes  Rack/Enclosure  mounting  kit 

•  Battery  Condition  Indicator  Analysis  via 
Included  Graphical  User  Interface 

The  AutoCap  TC-48  is  an  innovative  Battery  Management  System  (BMS)  designed  for  nominal  48  volt  bat¬ 
tery  strings  that  monitors  and  prolongs  the  life  of  your  batteries.  Each  AutoCap  system  provides  a  combi¬ 
nation  of  battery  monitoring  and  testing  with  Automated  Single  Cell  Charging  (ASCC)  to  help  optimize  all 
the  cells/jars  powering  your  application.  The  ASCC  system  continually  monitors  the  batteries  and  identifies 
cells/jars  that  need  charging,  then  delivers  the  appropriate  amount  of  charge  (current)  for  optimal  perform¬ 
ance.  The  AutoCap  system  can  effectively  double  your  batteries'  lifespan  while  providing  full-time  monitoring 
capabilities!  Call  BuyUptime  and  find  out  how  the  AutoCap  Battery  Management  System  can  help  you  start 
saving  today! 


sec 


Part  Number  TC  48-01 


Visit  us  on  the  Web  and  learn  more 
about  our  high  availability  solutions 

http:// www.  buyuptime.  com 


Call  Toll  Free  888-288-8843  to  request  a  FREE 
brochure  and  a  no-obligation  quotation  on  the 
AutoCap  Telco  Battery  Management  System. 

Fax  (877)411-2080  •  E-ma»l  customerservtce&buyuptime  com 
801  Corporate  Centre  Drive.  St  Charles.  MO  63304  •  BV3B2EP-US 
02003  Systems  Enhancement  Corp  Ail  Trademarks  are  the 
property  of  their  owners 
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When  things  go  wrong 


mm2 


...ensure  the 
availability  of 


your  server 
and  network 


with  Cyclades 


The  AlterPathfACS  family  of  Advanced  Console  Servers  provides 
IT  professionals  a  universal  gateway  for  server  and  network 
management.  Now  you  can  manage  your  data  center  with  the 
tools  you  need  for  those  unplanned  downtimes  -  anywhere,  anytime. 


Applications: 

Server  and  Network  Management 


Featuring  two  PCMCIA  slots  for  enhanced  functionality,  the 
AlterPath"ACS  supports  many  PC  cards,  including  Ethernet, 
modem  (V.90,  ISDN  and  GSM)  and  wireless  LAN.  The  dual  power 
supply  provides  extra  reliability  to  the  console  server,  ensuring 
availability  during  critical  times. 

The  AlterPathfACS  provides  IT  managers  and  system  administrators 
an  alternative  access  path  to  the  data  center,  allowing  higher 
network  uptime. 


your  FREE  "Guide  to  Console  Management"  booklet  at  www.cyclades.com/cas.pdf 


Industrial  /  Commercial  Automation 


Ethernet-attached  Serial  Board  Replacement 


Benefits: 


Security  (  ,  IP  Filtering,  RADIUS  ) 

Redundancy  (dual  power  supply) 

Flexibility  to  support  existing  and 
future  interface  types  (PCMCIA  support) 
Flexibility  and  rock-solid  stability  (Linux  Inside 
Rack  space  savings' (1U  form  factor) 

Network  monitoring  (Off-line  data  buffering}1? 


'  Best  Hardware  for 
Linux*  since  1995" 


www.cyclades.com/nw 

sales@cyclades.com 
1 .888. CYCLADES 


eye  lack 


Everywhere  with 


€  2003  (ydodes  Cocpoiotion.  All  rights  reserved  All  other  trademarks  and  product  imoges  ore  properly  of  their  respective  owners  Product  information  subject  to  dtonge  without  notice. 


emote  Console  Management  Solutions 


Access  Serial  Console  Ports...  from  Anywhere! 


OUT-OF-BAND  +  TELNET 


■  Multi-Session  Telnet 

■  8, 16  or  32  Port  Models 

■  Non-Connect  Port  Buffering 

■  AC  and  -48VDC  Power  Options 


OUT-OF-BAND  +  MODEM 


■  Internal  33.6  Kbps  Modem 

■  Seven  DB-9  Serial  Ports 

■  Any-to-Any  Port  Switching 

■  Co-Location  Password  Features 


OUT-OF-BAND 


■  4,  8  or  16  Port  Models 

■  Port  Specific  Passwords 

■  Safe  “Break”  Features 

■  Datarate/Flow  Control  Conversion 


WTI's  family  of  remote  site  management  products  allows  network  administrators  to  manage  network  elements  located  anywhere.  WTI  designs  and  manufactures  in- 
band  and  out-of-band  console  and  terminal  switches,  remote  reboot  and  power  management  solutions,  rack  mounted  modems  and  automated  A/B  Fallback  Switches. 


www.wti.com 


Features  included  in  all  Console  Switches 

(800)  854-7226 


western  telematic  incorporated 
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Keeping  the  Net.. .Working! 


There  Is  A  Better  Way  To  Troubleshoot  &  Manage  Your  Network 


Expert  Observer 

Observer  Suite 

* 2895  *3995 


Observer® — Quickly  identifies  network 
trouble  spots  and  costs  thousands  less  than 
expensive  hardware-based  analyzers. 
Observer  provides  metrics,  capture,  and 
trending  for  both  shared  and  switched 
environments. 


■  Full  packet  capture  and  decode  for  over 
500  protocols,  including  TCP/IP  (v4  &  v6), 
NetBIOS/NetBEUI,  XolP,  SNA,  SQL,  IPX/SPX, 
Appletalk  and  many,  many  more! 

’  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

1  Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

1  Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

Ethernet  (10/100/Gigabit),  Token  Ring, 
FDDI,  and  Wireless  802. 1 1 — no  need  to 
purchase  separate  tools 


•  Windows ®  98/Me/NT/2000/XP  compatible 

•  Over  4,000  frame  types  recognized 


Expert  Observer — Identifies  problems  and 
provides  Expert  information  in  plain  English. 

Includes  all  of  the  features  of  Observer  plus 
real-time  and  post-capture  expert  event 
identification  and  analysis — new  SQL  and 
Frame  Relay  experts  add  to  the  many  other 
protocols  covered,  time  synchronization 
technology,  and  modeling  of  network  traffic. 


Observer  Suite — The  ultimate  tool  for 
the  most  demanding  power  user. 

Provides  a  full  complement  of  tools  that 
includes  all  of  the  features  of  Expert 
Observer  plus  SNMP  management,  RMON 
console/Probe  and  Web  reporting.  Includes 
one  remote  Probe. 


If  you  have  any  network  problems,  find 
out  the  cause  with  Observer,  Expert 
Observer,  or  Observer  Suite. 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evaluation: 

www.NETWORKINSTRUMENTS.com 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  *44  (0)  1959  569880  •  Fax  *44  (0)  1959  569881 


NETWORK 

INSTRUMENTS 


|  i. 


©2002  Network  Instruments,  LLC.  Observer,  "Network  Instruments”  and  the  “N  with  a  dot”  logo  are  registered  trademarks  of  Network  Instruments,  LLC. 
All  other  trademarks  are  property  of  their  respective  owners. 
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AppDancer/  FA 

■**  -*■  Network  Flow  Analyzer 

•  An  Easy-To-Use  Network  Viewing  Tool 

•  Email  •  Database  ©VoIP  *Web 

•  Identifies  Problems  Causing  Slow  Downs 

•  Monitors  Applications,  Network  Devices, 
and  Network  Traffic 

•  Affordable 


Free  Download. 

lvJ.AppDancer.com 


BEST  OF  INTEROP 

NETWMRLDHNTEROP 


o 


CMP  mFORMATIONWEEI  EE  TIMES 


Call  Toll  Free 
800.825.7563 


AppDancer  Networks,  Inc. 

1 000  Holcomb  Woods  Parkway 
Suite  426 

Roswell,  GA  S0076-2585  USA 

email  info@AppDancer.com 

telephone  770.643.6800  USA 
web  www.AppDancer.com 


Seeking  Solutions  ...NTI  Has  The  Answers! 

MULTI-USER 

SERVER 

CONTROL  IS  EASY! 

Individually  command  or  simultaneously 
share  up  to  32  USB-enabled  computers 
using  USB  keyboards  &  mice  and  VGA 
multiscan  monitors. 


“I  want  Matrix  KVM 
control  for  USB  computers.” 


FREE  CATALOG! 


CMl  800-742-8324 


•  Compatible  with: 

-SUN  Blade  100, 1000, 

-  SUN  Ray  &  SUN  Fire*  280R 

-  USB-enabled  PCs 

-  MAC  G3/G4S 

-  HP  J5000  and  other  USB-enabled 
UNIX  computers 

•Available  with  2,  4  or  8  user  ports. 

•Controlling  USB  computers  is  easy 
with  NTI’s  Matrix  Control  Software 
with  a  GUI  interface. 

•Features  NTI’s  patented  true  electronic 
autoboot  USB  switching  -  boots  all 
attached  computers  in  one  operation. 
(Other  USB  KVM  switches  require 
individual,  sequential  boot-up.) 

•  Fully  compliant  with  USB  standards. 

•  Crisp  &  clear  1900x1200  resolution. 


1275  Danner  Drive  •  Aurora,  OH  44202 
330-562-7070  •  FAX:  330-562-1999 


KEEMUX  KVM  SOLUTIONS 


BUY  ONLINE  at  www.ntil.com/sn 
Email:  sales@nti1.com 


10/100  BaseT  Ethernet 

IP  lor  HTML.  SNMP  & 
Telnet  Management 


RS-232 

Serial  Management 


SERVER 


Link  Port 
(daisy  chains  to) 

Expansion  Module 


SERVER 


SERVER 


SERVER 


SERVER 


SERVER 


SERVER 


SERVER 


Power  Control 
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True  Zero  U  Power 
Management  Over  IP 


Power  Tower  XL 

•  Outlet  Grouping  across 
power  circuits 

•  Input  Current  Monitor 

•  New  HTML  GUI 

•  Power-up  Sequencing 

•  Zero  U  vertical  and  Rack- 
mount  horizontal  models 

•  Add  a  second  Power  Tower 
to  manage  32  power-ports 


*  Sentry  Power  Tower. 

Equipment  Cabinet  Solution 


Server  Technology,  Inc.  Egg 

1040  Sandhill  Drive  Reno,  Nevada  89511  til 
web:  www.servertech.com  toll  free:  1.800.835.1$ 


dtSearchl 


dtSearch 


dtSearch 


dtSearch 


dtSearm 


dtSearch 


Instantly  Search 
UljCdiCIl  Gigabytes  of  Text 

♦  Search  across  networks,  intranets,  and  web  sites 

♦  Publish  large  document  collections  to  web  or  CD/DVD 


"Superb ...  a  multitude 
of  high-end  features" 
PC  Magazine 

"Very  powerful ...  a 
staggering  number  of 
ways  to  search" 
Windows  Magazine 

"Tremendously  powerful 
and  capable" 

Visual  Developer 


"intuitive  and  austere . 
a  superb  search  tool" 
PC  World 


"A  powerful  text  mining 
engine ...  effective 
because  of  the  level  of 
intelligence  it  displays" 
PC  A! 


"Searches  at  blazing  speeds" 
Computer  Reseller  News 
Test  Center 


Enterprise  features 

♦  over  two  dozen  indexed,  unindexed,  fielded  and  full-text  search  options 

♦  highlights  hits  in  HTML  and  PDF  while  displaying  embedded  links, 
formatting  andWikhH’l 

♦  converts  other  file  types— word  processor,  database,  spreadsheet, 
email,  ZIP,  XML,  Unicode,  etc— to  HTML  for  display  with  highlighted  hits 

♦  developer  products  have  easy  wizard-basd  setup;  optional  API 

1-800-IT-FINDS  See  www.dtsearch.com  for: 

sales@dtsearch.com  *  "eveloper  case  studies 


♦  free  30-day  evaluations 


v\  Q. 
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“Industrial-strength.. 
SUperb"-PC  Magazine 


to  CL 
* 
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■*3’  "Industrial-strength... 
Superb"-K  Magazine 


*  n 


'Industrial-strength.. 
superb"-pc  Magazine 


Industnal-strengin.. 
superb'-pc  Magazine 


*0. 


♦  included 
with  all 
products 


At 

1  V  -‘Vt 


Industrial-strength., 
superb"— PC  Magazine 


iD  r* 


Desktop 

+  $199 


Hfil 


•I  It  1 


x  n 


I|"lndustrial-strength.. 
I  superb"-PC  Magazine 


The  Smart  Choice  for 
Text  Retrieval®  since  1991 


Network 

♦  from  $800 


Cisco 


Routers 

Switches 

Hubs 

Voice  Over  IP 

Memory 

Security 

Interface  Modules 
Port  Adapters 
Wireless 


World  Data  Products  introduces  its  new  Cisco 
Router  and  Switch  poster.  It  provides  at-a-glance 
information  on  model  capacities,  interface  cards 
and  available  features. 

The  Cisco  Poster  is  a 

'VO  lt„  ^ 


valuable  tool  for 
network  planning. 
Call  877.231.2451  or 
visit  www.wdpi.com 
to  request  your 
FREE  Cisco  Router 
and  Switch  poster. 


H 


,  S-*** — . 

Tom  1 
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DATA  PRODUCTS 


Buy  •  Sell  •  Lease  •  Repair  •  New  •  Refurbished  •  Used 
www.wdpi.com  •  877.231.2451  •  cisco@wdpi.com 

121  Cheshire  Lane,  Minnetonka,  MN  55305  U.S.A. 
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|  Contact  these  companies  today  to  help  you  with  your  training  needs! 

Boson  Training  M 

(813)  925-0700 
|  www.bosontraining.com 
CCIE,  CCNP,  CSS1,  CCNA,  Cisco, 

|  wireless,  CISSP 

PMG  NetAnalyst 

(800)  645-8486 
I  www.NetworkTraining.com 
Network  Forensic  Analysis  and 
Security  Training  and  Services 

WKMN  Training 

(415)  586-1713 
I  www.wkmn.com/wireless 
Comprehensive  introduction  to 
wireless  networking. 


CBT  Nuggets,  Inc* 

(541)  284-5522 
|  www.cbtnuggets.com 
IT  Certification  Videos 


I  Transcender 

(615)  726-8779 

I  www.transcender.com 
Award-winning  practice  exams 
I  for  IT  certification 

George  Washington  Univ 

(202)  973-1175 
|  www.cpd.gwu.edu 
Oracle  MCSE  Network  Security 
UNIX/LINUX  I-Net  VB.Net  XML 
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NetSmart  Learning  Partner 


new  and  refurbished  networking  equipment, 
with  the  best  value  and  sen  ice  anywhere. 


order  now:  310-416-1200 

or  visit 

www.ContiComp.com 


We  Specialize  In... 


Make  the  Smart  Choice, 
Trust  the  Experts  ™ 

^Continental 

Computers  Since  1984 


Cisco  Systems 


Authorized 
Reseller 

These  logos  are  a  trademark  of  their  respective  companies  and  t 


J  components 

■  "a  I  network  hardware 


■T  Hardware  for  Less 


New  Overstock 

Open  Box 
Pre-Owned 
Discontinued 

WE  BUY  USED  CISCO 
&  SURPLUS  EQUIPMENT 

MBE  Certified  ■  Woman  Owned 

11904  South  La  Cienega  Blvd,  Hawthorne,  CA  90250 
Tel  510  643,6021  •  Fax  310  643.6041  •  www.jecom.com 


3Com 

Cisco 

Extreme 

Foundry 

IBM 

Juniper 

Lucent 


We  Buy  &  Sell 

USED 

CISCO 

Juniper 

Extreme 

800.451.3407 

Since  1985 

50-90%  Savings 
Fully  Guaranteed 
Overnight  Delivery 

networkhardware.com 


Smartronix 

Network 
Test  Tool 


PDA  Based! 


s699 


10/100  Ethernet  LAN  Tester 

Design  Engineers: 

Evaluate  &  test  new 
equipment  under 
development 
Network  Engineers: 

Determine  faulty 
NIC  cards,  wiring,  & 
network  equipment 


(FREE  Palm  ml05 
included) 


►  Displays  network  utilization,  packets 
&  statistics 

►  Captures  &  generates  various  error 
packets 

►  Network  load  testing  function 

►  Full  auto  negotiation  &  DHCP  ready 


Toll  Free  1-866-442-7767 
www.smartronix.com/products 


FIBER  OPTIC 
SOLUTIONS 


•  T1/E1  &  T3/E3  Modems 

•  RS-232/422/485  Modems  and 
Multiplexers 

•  IBM  3270  Coax,  AS/400  Twinax,  and 
RS/6000  Modems  and  Multiplexers 

•  LAN  -  Arcnet/Ethernet/Token  Ring 

•  Video/Audio/Hubs/Repeaters 

•  ISO  -  9001 


Toll  Free  866-SITech-1 
630-761-3640,  fax  630-761-3644 

www.sitech-bitdriver.com 


Overnight  Delivery 
90-day  Guarantee 
Free  Tech  Support 


FREE  Gift 
With  Every 
Purchase 


We  Buy  &  Sell 


1-800-861-3787 


Specials  of  the  week: 

Cisco  2611  $7SC 

Cisco  PA-MC-2T1  $550 

Cisco  WS-C2916M-XL-EN  $295 


CALL  US  FOR  FREE  QUOTE!! 


OvernightNetworks,  Anaheim,  CA  92840 


toll  free  800  879  8795 
ph:  + 1  402  575  3000 
fax: +1  402575  2011 


OptimumDatalnc. 

www.optimumdato.com 


1 20;Day  WfacfaBy 

Cisco  •  Paradyne  •  ADTRAN  •  Sun  •  Extreme  Networks 


iruiMi 


See  the  entire  Generation 
3.0  collection  at: 

BRETTS 

Luggage.  Leather  goods.  * 
Gifts  Pens.  Clocks. 
Lighters.  Games 


WWW.SufljEHRMHagK 


For  more  information  on  advertising 
in  the  Marketplace, 

STOP  everything,  and  call  now! 
800-622-1108  ext.6465 


I 


STOP 


.  --  -  - - - - 11 

Products 
purchased  os 


a  result  of 


Marketplace,  suits. 


7  Hubs 
7  Routers 


training  . 

7  Memory 
products 
7  Ethernet 
Cards  ■  ' 
7  Netware, 
products 
7  Modems 
7  Testing 
equipment 
7  Multiplexers 
7  Rite,  Servers 


Increase  Your 
Exposure  with 


Response  Cards 

For  more  information, 
please  contact  Enku  C ubak  j 

800.622. 1 108  or 
egubaie@nww.com 


Sell  or  Aoooifji*  Network  Products  &  Services  witts 

Vs*'  ,ce  Network  World  s  Marketplace  Cali  800-622-1188  m. r  j 


IT  CAREERS 


© 


careers 


Advertising  Supplement 


IT  CAREERS" 

PANEL  ADDRESSES  DIVERSITY  ANEW 

When  Robert  Knowling,  chairman  of  SimDesk  Technologies,  reviews  information  about 
diversity  and  the  IT  industry,  he  has  two  reactions.  The  first  is  a  sense  of  overwhelming 
as  he  scans  the  reams  of  data  and  studies  compiled  over  the  past  10  to  15  years.  The 
second  is  a  sense  of  urgency. 


"I  use  the  expression  that  a  lot  of  people 
have  been  enjoying  the  issue  of  diversity  for  a 
long  time,"  he  says. 


"I've  seen  a  lot  of  assessment  and 
generic,  rather  benign  recommenda¬ 
tions.  What  I  have  not  seen  are  profound 
ideas  that  can  be  embraced  by  the  busi¬ 
ness  community  and  help  us  eradicate 
the  problem." 

Knowling  and  a  group  of  his  peers  plan 
to  develop  those  profound  recommenda¬ 
tions  as  members  of  a  Blue  Ribbon  Panel  on 


Diversity  convened  by  the  Information  Tech¬ 
nology  Association  of  America.  Knowling  and 
his  fellow  panelists  have  reviewed  data  and 
studies.  Panel  members  began  work  last  fall, 
meeting  in  December  to  begin  articulating  an 
action  plan.  One  fact  that  stood  out:  11  percent 
of  those  enrolled  in  IT-related  university  studies 
are  African-Americans.  However,  only  3  percent 
of  them  land  jobs  in  the  industry.  Knowling  is 
asking  for  parallel  data  on  other  minorities  and 
women,  but  believes  it  will  be  comparable. 

A  final  plan  will  be  ready  in  time  for  ITAA's 
Workforce  Convocation  in  May.  Already,  the 
plan  hints  of  something  different  -  including 
a  look  at  the  issue  of  workforce  development 
and  diversity  in  the  same  manner  that  a  busi¬ 
ness  would  a  product  or  business  life  cycle, 
from  grade  school  introduction  through  diverse 
representation  on  high  tech  companies'  boards 
of  directors. 

"Diversity  in  the  high  tech  and  IT  industries 
has  long  been  a  problem,"  says  Knowling.  "The 
challenge  has  been  made  more  difficult  with  the 


downsizing  of  the  high  tech  sector.  At  the 
end  of  the  day,  we  plan  to  present  an  action 
plan  that  will  increase  the  number  of  diverse 
candidates  going  forward.  If  in  two  years  we 
haven't  changed  the  profile,  then  we  haven't 
succeeded." 

Others  represented  on  the  Blue  Ribbon  Pan¬ 
el  on  Diversity  are  ITAA,  Catalyst,  Computing 
Research  Association,  The  Benton  Foundation, 
ITT  Educational  Services  Inc.,  PricewaterhouseC- 
oopers  LLP,  OpNet  Community  Ventures  Inc., 
Plugged  In,  AOL/Time  Warner,  Education  Devel¬ 
opment  Center  Inc.,  U.S.  Department  of  Labor, 
Columbia  University,  WorldCom,  the  National 
Urban  League,  Unisys  Corporation,  Women 
Work!,  University  of  Iowa,  Oracle  Corpora¬ 
tion,  Howard  University  Television,  Northrop 
Grumman  Information  Technology,  Dice 
Inc.,  Career  Communications  Group  Inc.,  and 
SRA  International. 

For  more  information  on  the  panel's  work 
and  the  May  Convocation,  go  to  www.itaa.org 
and  select  Workforce  Development. 

IT  Careers 

For  further  information,  please  contact: 

Nancy  J.  Percival,  Director,  Recruitment  Advertising 

at  800-762-2977 
500  Old  Connecticut  Path 
Framingham,  MA  01701 
Produced  by  Carole  R.  Hedden 


BindView,  the  leader  in  the  vulnerability  assessment  market,  provides  software  solutions 
which  enhance  business  performance  by  helping  to  ensure  the  integrity  of  the  IT  infrastructure. 
Currently,  we  have  career  opportunities  available  in,  Houston,  TX.  EOE 


■  Visual  C++  Software  Engineers  - 

2+  yrs  C++.  OOA/OOD.  network  protocols  a  plus.  BS  in  Computer  Science  or  related  area 
and/or  MS  in  Computer  Science  depending  on  level. 

■  Software  Quality  Assurance  Engineers  - 

2  yrs.  exp.  as  QA  Engineer.  Exp  with  Scripting,  Windows  2000,  Active  Directory,  NT,  Unix, 

Netware,  and  Automated  testing  Associate  Degree  or  higher  in  related  area  depending  on  level. 

■  Lead  Software  Quality  Assurance  Engineer  - 

2+  yrs  as  a  SQA  Engineer.  Knowledge  of  QA  methodologies.  Exp.  managing  projects  Exp  with 
Windows  2000,  Active  Directory.  Exp.  providing  tech  support.  BS  in  Computer  Science  or 
related  area  and/or  MS  in  Computer  Science  depending  on  level. 

For  more  career  opportunity  information,  visit  www.bindview.com 
Corporate  Office:  5151  San  Felipe,  suite  2500, 

Houston,  TX  77056 

713-561-4000  or  1-800-749-8439  x  4122 

BIND  VIEW  \  _  _  .. ,  .  ,  „  ,  , 

We  offer  a  flexible,  creative  and  energetic  environment  with  an  excellent  benefits 
package.  3  weeks  vacation,  401  [k],  ESPP,  stock  options,  health  care  benefits  and  more. 
Equal  Opportunity  Employer  Submit  resumes  to  recruiter  1  @bindview. com  (reference  job  code:  INFQ3 1 20). 


A  California-based  software 
company  is  looking  for  qualified 
IT  professionals  for  their 
Delaware  office:  Programmer 
Analysts,  Software  Engineers, 
Database  Administrators, 
Technical  Support  Specialists, 
Network  &  Systems  Admin¬ 
istrators 

With  a  minimum  of  two  years 
experience  in  client/server/web 
applications  and  the  following 
skills:  SAP/R3,  ABAP/4,  Oracle, 
PL/SQL,  MS  SQL  Server. 
Sybase,  Visual  Basic, VB  Script, 
HTML,  Java,  JavaScript. 
COBOL  C/C++,  Rational  Suite, 
Crystal  Reports 

Bachelor  degrees  in  Computer 
Science,  Math  or  Engineering 
required.  Send  resume  with 
salary  requirements  to 
vidyagventuresoftnet  com  or 
cJo  Ravi  Subbaraya  .19  Keenan 
C-  Mockessin.  DE  19707 


Information  Tech.  Manager  - 

Act  as  systems  liaison  between 
head  office  (Chile)  &  Miami  office 
related  to  comp,  systems  &  com¬ 
munication  lines.  Prov.  support 
between  providers  &  users  to  su¬ 
pport  operations  &  trainings.  Est 
cont.  parameters  on  NT  server. 
Monitor  network  &  prov.  support 
to  NT  users.  Install  &  manage 
applications,  running  NT  server 
investment  incl.  Lotus  Notes. 
Norton  Anti  Virus,  Optima  Imag¬ 
ing  &  KYC  Works  w/  outside  ven¬ 
dors.  Creates,  updates  &  reviews 
IT  procedures  &  EDP  manual. 
Prep  IT  budg  liaise  w/  internal  & 
foreign  IT  auditors.  Works  w /  IBM 
AS400  systems  creation  &  works 
as  swift  admint.  Prov  support  to 
users  using  Lotus  notes.  Optima 
Microsoft.  Administers  Internet 
banking  cust.  serv.  3  yrs  exp.  in 
job  offered  40  hrs  per  wk  9AM- 
5PM  Fax  resume  to  Banco  de 
Creditos  E  Inversiones,  Miami 
Agency  Attn:  Fernando 

Capablanca  (305)  347-3332. 


Software  Engineer/Project 
Manager  (Systems)/Systems  or 
Programmer/  Analyst:  National 
IT  contractor  with  clients 
throughout  US  seeks  project  ori¬ 
ented  IT  consulting  w/the  follow¬ 
ing  skills: 

System  Integration/migration/ 
financial  interfacing/data  ware¬ 
housing  using  GUI/4GL/RDBMS 

Enterprise  Resource  Planning 
(ERP),  SAP-Financial,  business 
and  logistic  applications 

Financial  Applications-Unix/ 
Sybase/SQL/Java 

Send  resume  to  Caron  Katz.  Sr. 
Recruiting  Director,  Genesis  10 
Corp.,  950  3rd  Avenue,  26th 
Floor.  NY,  NY  10022 


Business  Continuity  Analyst, 
Columbus,  GA.  Provide 
Business  Continuity/Disaster 
Recovery  ("BC/DR")  planning, 
project  management,  risk 
analysis,  business  impact  analy¬ 
sis,  and  problem  resolution. 
Competitive  Salary.  Must  have 
B.S.  or  equivalent  in  Computer 
Science  +  5  yrs.  of  supervisory 
experience  in  BC/DR  with 
emphasis  on  I.T.  hardware  sys¬ 
tems,  system  applications,  or 
data  centers  in  an  IBM 
Mainframe  environment  with 
Midrange  and  server  environ¬ 
ments  and  use  of  Microsoft 
Office,  Word,  Excel,  and  E-Mail. 
Must  be  able  to  demonstrate 
successful  recovery  from  an  I.T. 
disaster.  Must  have  BC/DR  cer¬ 
tification  and  training/courses. 
Must  have  5  years  of  experience 
in  at  least  two  of  the  following 
areas:  Business  Impact 

Analysis,  Risk  Assessment, 
Disaster  Recovery,  Facilities 
Management,  Business 

Continuity  and  Strategies, 
Computer  Operations,  Project 
Management,  or  Salvage  and 
Restoration.  Must  have  legal 
authority  to  work  in  the  U.S. 
Send  2  resumes  demonstrating 
all  minimum  requirements  to: 
Total  System  Services,  Inc., 
Attn:  Pam  Toflinski,  1000  -  5th 
Ave.,  Columbus,  GA.  31901. 


ALGORITHM  DEVELOP¬ 
MENT  ENG  -  Designs 
and  develops  pattern 
recognition  algorithms  for 
medical  applications. 
Master's  degree  in 
Elec./Computer  Eng.  Will 
pay  prevailing  wage. 
Send  resume  to  Ziling 
Huo,  Beckman  Coulter, 
Inc.  11800  SW  147th 
Ave.,  Miami,  FL  33196  or 
fax  to  (305)-380-3647. 


DEVELOPMENT  ENGINEER 

Responsible  for  automated  gen¬ 
eration  of  3D  geometry  from  EDA 
electronic  layouts.  Unstructured 
grid  generation  for  MEMS,  Micro¬ 
fluidics  and  Micromechanic  de¬ 
vices.  Distributed  computation 
with  CORBA  and  programming  in 
Python,  Fortran,  C++ 

Requirements: 

PhD  or  MS  in  EE  plus  technical 
software  development  experi¬ 
ence. 

40.0  hr/wk.  8:30-5:30. 

Send  resume  to: 

CFDRC 

Kathy  Short,  HR  Manager 
ATTN:  DEV  ENG  CW 
215  Wynn  Drive 
Huntsville,  AL  35805 


Programmers 

Analysts 

Database  Admin's 

Sunrise  Systems  Inc.,  an  infor¬ 
mation  management  consulting 
services  organization  has  multi¬ 
ple  openings  in  NY,  NJ  &  PA 
areas  for  professionals  with  exp. 
in  Database  Admin/Analysts, 
Database  Dev/Designers,  Syst¬ 
em/Prog  Analysts,  Software/ 
Computer  Eng,  Unix/Network/ 
NT  Admin  in  the  areas  of  Oracle, 
Unix,  Cl  C++,  Windows  NT, 
Java,  Web  Development,  SAP 
plus  other  related  systems.  We 
offer  competitive  salaries  based 
on  experience. 

Please  send  resume  to: 

Sunrise  Systems  Inc. 

PO  Box  4647 

Metuchen,  NJ  08840 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis, 
TN:  Senior  Technical  Analyst  (van- 
ous  svstems/DrojectsI-  Research, 
evaluate,  implement  and  coordi¬ 
nate  changes  to  large,  complex 
computer  systems/applications. 
Requirements:  Bachelor’s  degree 
or  equivalent*  in  computer  science, 
math,  engineering  or  related  field 
plus  5  years  of  progressive  experi¬ 
ence  in  systems/applications  devel¬ 
opment.  including  programming 
Experience  with  one  or  more  of  the 
following  required:  Natural;  Ada- 
base;  airline  scheduling  systems: 
airline  training  systems;  Java;  J2EE 
API's;  J2EE;  Java  Swing;  Oracle 
database;  Sybase  database:  Visual 
C++.  ’Master’s  degree  in  appropn- 
ate  field  will  offset  2  years  of  gener¬ 
al  experience  Submit  resumes  to 
Sibi  George.  FedEx  Corporate  Ser¬ 
vices,  1900  Summit  Tower  Blvd  , 
Suite  1400.  Orlando.  FL  32810 
EOE  M/F/DAA 
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SYNAPSE  GROUP.  INC.,  a  leading 
computerized  magazine  marketing 
company,  is  looking  to  hire  qualified 
candidates  for  the  following  posi¬ 
tions: 

PROGRAMMER  ANALYST  to 

plan,  develop,  test,  document  and 
update  computer  programs  to 
increase  operating  efficiency;  to 
enter  program  codes  into  computer 
systems;  to  evaluate  user  require¬ 
ments;  and  to  monitor  performance 
and  provide  technical  assistance  to 
program  users.  At  minimum,  a 
Bachelors  degree  in  Computer 
Science  or  it's  equivalent  required. 
Sound  knowledge  in  internet  appli¬ 
cations.  HTML.  SQL.  ASP  and 
ORACLE  preferred. 

BUSINESS  DEVELOPMENT 
ASSOCIATE  to  research  potential 
markets;  analyze  statistical  data  to 
forecast  future  marketing  trends; 
initiate  and  produce  timely  and 
accurate  reports/analysis  to 
improve  business  results;  and  to 
develop  and  maintain  sales  and 
account  management  reporting 
systems.  At  minimum,  a  Bachelors 
degree  in  Business.  Finance  or 
related  discipline  required.  Strong 
PC  skills  and  good  financial/ 
accounting  background  preferred. 

The  company  offers  a  competitive 
compensation/benefit  package  and 
an  environment  where  achieve¬ 
ments  are  recognized  &  profession¬ 
al  growth  is  encouraged.  Qualified 
applicants  are  encouraged  to  mail 
resumes  to:  HR  Department. 
Synapse  Group.  Inc.,  Four  High 
Ridge  Park.  Stamford.  CT  06905. 


SAP  Information  Systems 
Consultant 

Initiate,  plan  &  investigate  ways  to 
improve  business  operations 
using  SAP  platform  &  other 
advanced  software  systems. 
Develop  plans  &  criteria  for  variety 
of  projects  related  to  finance  & 
business  functions.  Analyze  inter¬ 
nal  user  requirements,  proce¬ 
dures  &  problems  to  improve 
existing  computerized  information 
systems.  Design/develop  SAP 
queries  for  use  in  general  ledger, 
daily  balances  &  profit/loss  report 
functions.  Assess  feasibility  & 
soundness  of  proposed  approach¬ 
es  &  techniques.  Configure  new 
segments  to  fit  customized  needs. 
Provide  technical  leadership  & 
training  to  wide  range  of  staff. 
Must  be  willing  to  travel  to  project 
sites  throughout  US  on  short  or 
long  assignments.  Must  have  BS 
in  Comp  Sci,  Engineering.  Busi¬ 
ness.  Accounting  or  related  field  + 
3  yrs  exp  in  job  offered  or  SAP 
Systems  Analyst.  8am-5pm,  M-F. 
Overtime  as  needed.  $87. 022/Y r. 
Reply  to  Job  Order  #WEB 
293342,  Manager.  Beaver  County 
Team  PA  CareerLink,  2103  Ninth 
Ave,  Beaver  Falls,  PA  150 IQ- 
3957. 
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by  more 
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IT  space 
in  the 
world. 
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Senior  Developer.  Greenwich, 
CT.  Collaborate  with  firm’s  soft¬ 
ware  engineers,  quantitative 
analysts  and  traders  to  build 
equity  trading  infrastructure  to 
support  company's  investment 
management  activities.  Deploy 
systems  on  Solaris  systems  and 
conduct  real-time  implementa¬ 
tions  in  C++  on  UNIX  platform, 
utilizing  knowledge  of  messag¬ 
ing  middleware  systems, 
TCP/IP,  market  data  feeds, 
Sybase,  high  frequency  financial 
trading  systems,  European  elec¬ 
tronic  exchanges,  front  office 
functionality,  GUI  programming 
and  order  routing  systems. 
Responsible  for  researching, 
designing  and  testing  operating 
systems  level  software,  setting 
operational  specifications,  and 
formulating  and  analyzing  soft¬ 
ware  requirements.  Bachelor’s 
degree  or  foreign  degree  equiv¬ 
alent  in  Computer  Science. 
Software  Engineering  or 
Engineering  plus  5  yrs  exp.  in 
the  job  offered  or  7  yrs.  exp.  in 
related  position  of  Software 
Engineer  or  Software  Developer. 
Related  occupation  must  include 
experience  with  high  frequency 
financial  trading  systems  and 
European  electronic  exchanges. 
Fax  resume  to:  Jose  L. 
Marques,  Telic  Management 
LLCat  (203)861-4841. 


Senior  Application  Technical 
Specialist.  Design  and  implement 
video  and  audio  processing  mod¬ 
ules,  digital  signal  processing 
algorithms  and  portable  software 
for  Sun/Solaris  and  Intel/Linux. 
Utilize  XML,  CORBA,  Sybase, 
C++  and  Java  to  implement  data 
processing  software.  Perform 
object-oriented  design  and  docu¬ 
mentation  using  UML  and  Ration¬ 
al  Rose.  Utilize  C++  and  Java  to 
implement  image  processing  al¬ 
gorithms  and  image  format  con¬ 
version  software.  Implement  solu¬ 
tions  using  JPEG,  MPEG  and  AVI 
formats.  Create  release  software 
using  Solaris  and  Linux  package 
management  utilities.  Lead  design 
and  code  reviews.  Responsible 
for  system  design  and  coding  in 
UNIX.  Provide  production  support. 
Must  have  Bachelor’s  degree  in 
Computer  Science,  Engineering 
or  equivalent,  2  yrs  exp.,  and 
knowledge  of  Sun/Solaris,  Intel/ 
Linux,  CORBA  and  XML,  JPEG, 
MPEG  and  AVI  formats,  and  ana¬ 
log  and  digital  TV  signals.  Must 
have  knowledge  of  UNIX  inter¬ 
faces  including  memory  map, 
shared  memory,  Posix  threads 
and  driver  APIs.  Must  have  knowl¬ 
edge  of  C++,  Perl,  and  Unix  shell 
scripting.  Send  resume  with  cover 
letter  to  Nielsen  Media  Research, 
Attn:  P.  Lyons,  375  Patricia  Ave., 
Dunedin,  FL  34698. 


Sr.  Systems  Engineer/Project  Man¬ 
ager,  Keene  NH:  Lead  a  team  resp¬ 
onsible  for  software  eng'g,  systems 
development  &  arch.,  maintenance 
&  customization  for  legacy  insur¬ 
ance  system,  using  COBOL,  As¬ 
sembler,  CICS,  mainframe  &  client 
server  technologies.  Manage  client 
projects  on-site.  Perform  project 
development,  resource  manage¬ 
ment.  application  design  &  devel¬ 
opment.  QA  &  debugging.  Req'ts; 
BS  in  CompSci  or  IT  +  5  yrs  exp.  in 
job  offered  or  in  systems  develop¬ 
ment  &  software  eng'g  for  main¬ 
frame  legacy  systems  in  insurance 
or  banking  industry,  using  COBOL, 
Assembler  &  CICS,  with  at  least  3 
years  as  team  lead  or  project  man¬ 
ager,  &  knowledge  of  JCL  &  Meta- 
mon  suite  of  tools.  Will  accept  2 
years  additional  relevant  exp.  in 
place  of  any  missing  yr  towards  re¬ 
quired  4  yr  BS.  40  hrs/wk;  $70/hr, 
no  benefits.  Send  two  (2) 
resumes/letter  of  application  to  Job 
Order  #2003-077,  PO  Box  989. 
Concord  NH  03302-0989 


Positions  are  available  for  a  Vice 
President,  Products  and  Profes¬ 
sional  Services  and  a  Consult¬ 
ing  Manager  in  Atlanta  with  an 
e-business  technology  compa¬ 
ny.  The  company  provides  solu¬ 
tions  that  enable  corporations 
and  software  providers  to  lever¬ 
age  emerging  technologies  to 
more  effectively  compete  in  the 
global  market. 

The  Vice  President  has  world¬ 
wide  responsibility  for  profes¬ 
sional  services  and  product 
management  of  the  Company's 
entire  suite  of  products.  Specific 
responsibilities  include  profit, 
loss,  planning,  and  budgeting  for 
professional  services  organiza¬ 
tions  with  a  quarterly  quota  of 
several  million  dollars. 

The  Consulting  Manager  is 
responsible  for  technical  archi¬ 
tecture  and  design,  manage¬ 
ment  and  implementation  of 
multiple  global  client  projects, 
relationships,  and  initiatives, 
including  developing  strategic 
relationships  at  Fortune  2000 
companies. 

Candidates  for  the  Vice  Presi¬ 
dent’s  position  should  possess  a 
Master’s  degree  in  a  Computer 
field  and  at  least  five  years' 
experience  managing  develop¬ 
ment  staff  and/or  consultants, 
including  two  years'  experience 
in  project  management  and 
development  of  AS/400  (CO¬ 
BOL,  RPG)  systems  and  main¬ 
frame  (COBOL,  PL/I,  IMS,  or 
DB2)  systems;  implementing 
large-scale  web-based  systems 
(HTML,  or  Java);  and  develop¬ 
ment  of  programmatic  interface 
to  legacy  systems. 

Candidates  for  the  Consulting 
Manager's  position  should  pos¬ 
sess  a  Bachelor's  degree  in 
Computer  Science  or  a  related 
field  and  at  least  three  years' 
experience  in  IT  solution  design 
in-duding  design  of  infrastruc¬ 
ture,  data  communication,  soft¬ 
ware  and  databases;  two  years' 
experience  in  technical  training, 
third  generation  programming 
including  C,  C++,  and  Assemb¬ 
ler  languages;  and  two  years' 
experience  in  project  planning 
and  management  of  technical 
solutions  for  middleware  pro¬ 
jects. 

Apply  by  mail  with  resume  to: 
Lisa  Wannamaker 
Jacada  Inc. 

400  Perimeter  Center  Terrace 
Suite  195 

Atlanta,  Georgia  30346 


Technical  Recruiter  and 
Resource  Specialist  who  will 
review,  screen,  recruit  and  place 
specialized  technical  IT  consul¬ 
tants.  Will  interview  applicants 
to  match  skill,  knowledge  and 
experience  with  client  require¬ 
ments.  Will  conduct  reference 
and  background  checks.  Will 
negotiate  client  and  candidate 
contracts  and  ensure  compli¬ 
ance  with  company  and  legal 
standards.  Will  create  and 
maintain  databases  of  client  and 
applicant  information.  Will  gen¬ 
erate  database  reports  for 
strategic  planning  and  client 
development.  Applicant  must 
have  at  least  four  years  work 
experience  as  a  Technical 
Recruiter  and  Resource 
Specialist.  Applicant  must  have 
a  Bachelors  degree  in  Business 
Administration  or  Human 
Resources.  Applicant  must 
have  knowledge  of  IT  systems, 
networks  and  languages,  includ¬ 
ing  Siebel,  CRM,  Actuate,  E- 
Business,  PeopleSoft,  SAP  and 
data  warehousing.  Applicant 
must  have  working  knowledge 
of  US  immigration  laws.  Work 
involves  extensive  travel. 
$44, 500/year,  40  hours/week, 
9:00am-5:00pm.  Send  resume, 
listing  Job  Order  Number  WEB 
295700  to  Site  Administrator, 
Greene  County  Team  PA 
CareerLink,  4  West  High  Street, 
Waynesburg.  PA  15370-1324 


For  over  20  years,  Syntel  employees  across  North  America,  Europe,  and 
Asia  have  helped  build  advanced  information  technology  systems  for  lead¬ 
ing  Fortune  500  companies  and  government  organizations  to  improve  their 
efficiency  and  competitiveness.  Today,  Syntel  professionals  are  building 
rewarding  careers  by  providing  solutions  in  e-business,  CRM,  Web  Design 
and  Data  Warehousing. 

Come  discover  why  Forbes  magazine  placed  Syntel  second  on  its  list  of 
“The  200  Best  Small  Companies  in  America”  and  Business  Week  ranked 
us  #1 1  on  its  list  of  Hot  Growth  Companies. 

Due  to  our  rapid  growth,  we  have  immediate,  full-time  opportunities  for 
both  entry-level  and  experienced  Software  Engineers,  Consultants, 
Programmers,  Programmer/ Analysts,  Project  Leaders,  Project  Managers, 
Supervisors,  Database  Administrators,  Computer  Personnel  Managers 
and  Computer  Operations/ Account  Managers/Account  Executives  with 
any  of  the  following  skills: 

Mainframe 

•  IMS  DB/DC  or  DB2,  MVS/ESA, 

COBOL,  CICS 

DBA 

•  ORACLE  or  SYBASE 

Client-Server/WEB 

•  Siebel 

•  Websphere 

•  Com/DCom 

•  Web  Architects 

•  Datawarehousing 

•  Informix,  C  or  UNIX 

•  Oracle  Developer  or  Designer  2000 

•  JAVA,  HTML,  Active  X 

•  Web  Commerce 

•  SAP/R3,  ABAP/4  or  FICO  or  MM 
&SD 


•  Focus,  IDMS  or  SAS 


•  DB2 


•  Oracle  Applications  &  Tools 

•  Lotus  Notes  Developer 

•  UNIX  System  Administrator 

•  UNIX,  C,  C++,  Visual  C++,  CORBA, 
OOD  or  OOPS 

•  WinNT 

•  Sybase,  Access  or  SQL  server 

•  PeopleSoft 

•  Visual  Basic 

•  PowerBuilder 

•  IEF 


Account  Executives,  Account  Managers  and 
Business  Development 

Positions  available. 

Some  positions  require  a  Bachelor's  degree,  others  a  Master's  degree.  We  also 
accept  the  equivalent  of  the  degree  in  education  and  experience. 

With  Syntel  (NASDAQ:  SYNT).  you’ll  enjoy  excellent  compensation,  full  benefits, 
employee  stock  purchase  plan  and  more.  Please  forward  your  resume  and 
salary  requirements  to:  Syntel,  Inc.,  Attn:  Recruiting  Manager-LDOI, 

525  E.  Big  Beaver,  Suite  300,  Troy,  Ml  48083.  Phone:  248-619-2800; 
Fax:  248-619-2888.  Equal  Opportunity  Employer. 


SVNirEL 
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Networks  Communications  dba 
Eon  Business  has  an  opening  in 
our  Centennial,  CO  office  for  a 
E-Commerce  Developer  to 
design  and  develop  e- 
Commerce  software  applica¬ 
tions  Successful  candidates  will 
have  a  bachelor’s  in  computer 
science  or  related  field  (includ¬ 
ing  computer  engineering)  and 
at  least  three  years  experience 
in  the  design  and  development 
of  software  applications  using 
VB.  ASP,  COM  and  Net  tech¬ 
nologies.  Candidates  must  also 
have  working  knowledge  of  data 
warehousing,  data  mining  and 
on-line  analytical  processing  in  a 
SQL  Server  2000  environment. 
Interested  candidates  should 
send  resumes  to  Nico  Brooks, 
Eon  Business.  7430  East  Caley 
Ave„  #200,  Centennial,  CO 
80111. 


Software  Engineer: 
R/D  &  develop  com¬ 
puter  telephony  soft¬ 
ware  systems  using 
knowledge  of  C, 
C++,  UNIX,  MGCP, 
SIP,  H323,  MEGA- 
CO.  Mail  resume  to 
Mass  Soft  Services, 
Inc.,  500  Clark  Road, 
Tewksbury  MA  01876 


Sr  DBA  lead  teams  to  perform 
Oracle  database  admin,  on  Sun 
Solans,  UNIX,  Linux,  Windows  NT; 
design/develop  client  server  appls 
using  Oracle,  PL/SQL,  Dev  2000, 
Crystal  Reports;  perform  data 
migration;  design/review  logical/ 
physical  data  model  using  ERWin; 
setup  &  maintain  OLAP  databases 
on  Oracle  &  SQL  Server  using 
replication  tech;  propose/imple¬ 
ment  methodologies/  best  prac¬ 
tices.  Require  M  S  or  foreign  equiv 
in  CS  or  Buss  Admin  with  2  yrs  exp 
in  IT.  High  salary.  F/T.  Travel  reqd. 
Resumes  to  HR.  ChannelWave 
Software,  Inc.,  One  Kendall 
Square,  Suite  200  Cambridge,  MA 
02139 


Sr.  Network  Administrator  - 
Responsibilities  incl  but  not  limit¬ 
ed  to  Install  &  administer 
Windows  &  Unix  based  TCP 
LAN  &  WAN.  Use  VPN  solutions 
across  Internet.  Implmt  security 
components.  Optimize  traffic 
using  Cisco  Works.  MS  Baseline 
Security  Analyzer,  Kiwi  Syslog, 
&  Network  Analyzer.  Use 
Observer  sniffers  &  MRTG  to 
monitor  network.  Configure 
Cisco  PIX  firewall  &  routers.  Edu 
&  exp  req'd.  Send  resume  to 
Utility  Automation  Integrators 
Inc.  Human  Resource  Dept., 
307  Wynn  Drive  NW,  Huntsville, 
AL  35805.  EOE 


Database  Computer  Con¬ 
sultant  needed  by  a 
Computer  Service  & 
Integrator  company  in 
Lincolnwood,  IL  Must  have 
at  least  a  Bachelor's 
Degree  in  Computer  Sci¬ 
ence  with  6  months  experi¬ 
ence  in  the  job  offered  or 
positions  in  database  con¬ 
sulting/development/man¬ 
agement.  Reply  to  Pres¬ 
ident,  Compuelectronics, 
6512  North  Lincoln  Ave., 
Lincolnwood,  IL  60645. 


Oracle  Applications  Practice 
Manager  required.  Applicants 
must  have  at  least  3  years 
experience  managing  all 
aspects  of  a  national  Oracle 
practice.  A  bachelor's  degree 
in  Business  Administration  or 
similar  is  required.  Ovation 
Group  offers  competitive 
compensation  and  benefits  to 
all  its  employees.  Please 
send  resume  to  J.  Rodriguez, 
Ovation  Group  LLC.  8200  NW 
41  Street,  Suite  325,  Miami, 
Florida  33166  Fax:  (786)  866- 
2731 


Seeking  qualified  applicants  for  the 
following  positions  in  Memphis/ 
Collierville,  TN;  Senior  Programmer 
Analyst  Formulate/define  function¬ 
al  requirements  and  documentation 
based  on  accepted  user  criteria. 
Requirements:  Bachelor's  degree* 
in  computer  science.  MIS,  engin¬ 
eering  or  related  field  plus  5  years 
of  experience  in  systems/applica¬ 
tions  development  in  a  mainframe 
environment.  Experience  with  Co- 
bol,  IMS  DB/DC  and  Xpeditor  also 
required.  ’Master's  degree  in  ap¬ 
propriate  field  will  offset  2  years  of 
general  experience.  Submit  res¬ 
umes  to  Sibi  George,  FedEx 
Corporate  Services,  1900  Summit 
Tower  Blvd..  Suite  1400,  Orlando. 
FL  32810.  EOE  M/F/D/V. 


Customer  Service 
Representative  with 
computer  support 
experience.  Send 
resume  to  Adamant 
Computers,  Att:  Victor, 
4572  Renaissance 
Pkwy.,  Warrensville 
Hts„  OH  44128. 
Please  reference  job 
code  CSR. 


SYSTEMS  ANALYST  (2  posi¬ 
tions)  -  Analyze,  design, 
code,  test,  and  deploy  com¬ 
puter  software  programs  & 
databases.  Req'd:  BS  in 
Electrical  Eng.,  CS,  or  Math;  2 
yrs.  exp.  in  job/software 
development  job;  exp.  w/ 
Oracle,  XML,  &  PL/SQL; 
extensive  exp.  w/  database 
design  and  development. 
Send  resumes  to  Forest 
Laboratories;  500  Commack 
Rd.,  Commack,  NY  11725 
Reference  #12. 


Manager,  Software  Develop¬ 
ment  sought  by  NJ  based 
Securities  Dealer  for  position 
in  Chicago,  IL  office.  Must 
possess  Bachelor's  degree  or 
equivalent  in  Computer 
Science  or  directly  related 
field  and  5  years  exp.  in  soft¬ 
ware/systems  development 
and  design  including  C/C++, 
JAVA,  PL/SQL  Respond  to: 
Human  Resources  Depart¬ 
ment:  KFP02-095:  Knight 
Financial  Products,  130 
Cheshire  Lane,  Suite  102, 
Minnetonka,  MN  55035. 


Programmer/Analyst  sought 
by  NC  based  manufacturer 
and  delivery  company  Must 
possess  Bachelor's  degree  or 
equivalent  in  engineering  or 
directly  related  field  and  2 
years  exp.  in  Software/sys¬ 
tems  development/design/ 
analysis  including  C++,  Java. 
Respond  to:  Human 

Resources  Department, 
MacLeod  Construction  Inc., 
4333  Racing  Drive,  Denver, 
North  Carolina  28037. 


Systems  Administrators 
needed  at  client  sites  for 
e-commerce  telecom 
systms  &  s/ware  dvlpmt 
using  CONNECT:Direct, 
BEA  Message  Queue, 
SRM,  Tivoli  DM,  &  Axent, 
etc.  Send  resume  to: 
Global  Consultants,  601 
Jefferson  Rd,  Parsippany, 
NJ  07054 


Industrial  Engineering 
(College  Station,  TX): 

Designs  computer  simu¬ 
lation  models  to  solve 
industrial  engineering 
problems  using  ARENA 
and  Witness.  1  yr.  related 
exp.  Contact:  Mr.  Benja¬ 
min  of  Knowledge  Based 
Systems,  Inc.  at  1408 
University  Drive  East, 
College  Station,  TX 
77840;  409-260-5274(T); 
409-260-1 965(F). 


Talent  is 
the  fuel  of 
the  new 
economy. 

Fill  up 
with 

ITcareers. 


ITcareers  and 

IT  careers.com 
can  pur  your 
message  in  front 
of  2/3  of  all  US 
IT  professionals. 
If  you  want  to 
make  hires, 
make  your  way 
into  our  pages. 
Call  Nancy 
Percival  at 
1-800-762-2977 

ITcareers 

where  the  bast 
gel  better 


Sure 

NetworkWorld, 

COMPUTERWORLD, 

AND  INFOWORLD 

Help  You  Do 
A  Better  Job. 

Now  Let  Us  Help 
You  Get  One. 

Call: 

1-800-762-2977 

careers.com 


Become  a  IDicrosoft  Windows  2000  Security  Expert. 


It’s  easy.  Just  point,  click  and  choose  the  format  that  works  best  for  you: 
•CD-ROlil  •UJeb-Based  *Hands-0n  •Uirtual  Classroom 

Uisit  ItetSmart  today  at  uiumi.nuinetsmart.com 
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Systems  Analyst  (Infor¬ 
mation).  Design/develop 
web-based  apps.to  inte¬ 
grate  locally  &  globally  the 
fin.  &  acct.  systems. 
Developing  E-Commerce 
apps.  w/use  of  Microsoft 
&  JAVA  tech.  Req:  MS  in 
Info.Sys.or  Comp.  Sci. 
40hr/wk.  Job/Interview 
Site:  Sun  Valley,  CA. 
Send  resume  to  Exotic 
Granite  &  Marble, Inc., 
8924  Lankershim  Blvd., 
Sunvalley,  CA91352. 


Sr.  Programming  Analyst 
(multiple  positions).  Design 
customized  techn  appl  pro¬ 
grams.  Install  &  config  pro¬ 
gram  prod.  Determine  tech 
infrastructure  &  comm.  Req. 
Test  appl.  Analyze,  design  & 
develop  app.  Interfaces  using 
IBM  AS400,  RPGLE,  C/400  & 
Java/400.  Req.  BS  in  Comp. 
Sci.,  Comp  Eng.  Or  Elect. 
Eng.  And  5  yrs  exp  as  Pro¬ 
grammer.  40  hr/wk.  Job/inter¬ 
view  site:  Irvine,  CA.  Send 
resume  to  SVI  Solutions, 
5607  Palmer  Way,  Carlsbad, 
CA  92008. 


Next  Generation  Professionals 
seeks  applicants  for  position  as 
Software  Engineer  in  Denver 
CO  to  engage  in  Oracle  data¬ 
base  programming.  Require¬ 
ments  for  position  must  have  a 
bachelor's  in  Computer  Science, 
Engineering  Science  or  related 
field  (including  Botany)  and  at 
least  3  yrs  exp  in  Oracle  data¬ 
base  programming.  Require¬ 
ments  also  include  a  working 
knowledge  of  Unix  (Shell 
Programming),  Developer  2000, 
ERWin,  C,  SQL  (Tuning  and 
Optimizing),  PL/SQL  and  Oracle 
Enterprise  Manager.  Respond 
by  resume  to  Next  Generation 
Professionals,  10  Valente, 
Irvine,  CA  92619. 


SENIOR  APPLICATION  DEVEL¬ 
OPER  to  design,  develop,  ana¬ 
lyze,  implement  and  maintain 
web-based  software  applications 
using  VB.net,  JavaScript,  ASP, 
ASP.net,  COM/DCOM,  HTML, 
C++,  SQL  and  MS  SQL  Server; 
integrate  Microsoft  web-enabled 
products  with  front-end  systems 
and  back-end  systems.  Require: 
M.S.  in  Computer  Science/Infor¬ 
mation  Systems.  Competitive 
salary  and  benefits.  Apply  with 
resume  to:  Vice  President, 
McKing  Consulting  Corp.,  2900 
Chamblee  Tucker  Road,  Building 
11,  Atlanta,  GA  30341  (Job# 
GL001). 


Systems  Analyst  -  Analyze 
client's  system  require¬ 
ments  &  specification  analy¬ 
sis,  software  development, 
implement  &  integration 
testing,  conduct  system 
installation  &  maintenance, 
work  w /  MS  SOL  7.0,  ASP, 
Cold  fusion,  Crystal  report. 
Bachelors  in  Computer 
Science  or  Mathematics  &  2 
yrs  exp.  in  job  offered.  40 
hrs  per  wk,  9AM-5PM.  Fax 
Resume  to  Accelerated 
Ecom,  Inc.  Attn:  Martha 
Lange  (954)  370-9127 _ 


Boehringer  Ingelheim  Pharma¬ 
ceuticals,  Inc.  has  an  immediate 
opening  in  its  Ridgefield, 
Connecticut  facility  for  the  posi¬ 
tion  of  Principle  Systems 
Engineer. 

Provide  leadership  and  exper¬ 
tise  in  support  of  all  application 
development  efforts  for  purchas¬ 
ing;  analyze,  design,  develop, 
maintain  and  support  Ariba 
Purchasing  system  and  Ariba 
Buyer  eProcurement  application 
and  make  technical  and  func¬ 
tional  configuration  changes  and 
customizations. 

Must  possess  a  Master's  degree 
or  its  equivalent  in  Computer 
Science,  Computer  Engineering 
or  a  related  field  and  relevant 
experience  with  e-procurement 
applications,  Ariba  Buyer 
(ORMS,  7. 0.4/7. 0.6),  TIBCO, 
AML,  AQL  and  XML  and  cus¬ 
tomizing/creating  Ariba-SAP, 
Ariba-CSV  and  Ariba-Oracle 
interfaces  for  successful  imple¬ 
mentation  of  Custom  E-forms. 

Resume  and/or  cover  letter 
must  reflect  each  requirement 
above  and  specify  reference 
code  AD-GCD/GC1602  or  it  will 
be  rejected. 

Forward  resume  to:  Bl  Staffing 
Center,  PO  Box  534,  Waltham, 
MA  02454.  Fax  number:  (781) 
663-2431 .  Email: 
BIPI@BI-careers.com 


Director  of  IT  (Network  Sys. 
Mgr.).  Atlanta,  GA.  Lead  IT 
teams  in  U.S.  &  Romania  for 
datacenter  admin.  &  mgmt. 
Respon.  for  network  &  system 
mgmt./design/implem./coord.  of 
data  betw.  U.S.  &  Romania. 
Respon.  for  datacenter  infra¬ 
structure  mgmt.,  incl.  dvlpg.  & 
implem.  maintenance  proce¬ 
dures  &  security  policies  & 
deploying  web  &  DB  svcs. 
Respon.  for  maintaining  commu¬ 
nications  betw.  U.S.  & 
Romanian  offices  &  maintaining 
secure  connection  for  transmittal 
of  proprietary  info.  betw.  offices 
in  the  2  countries.  Liaison  w / 
Romanian  offices  for  datacenter 
issues.  Maintain  customer  rela¬ 
tionships.  Req.:  Bach,  degree 
(or  for.  equiv.)  in  CS,  Telecomm, 
or  Electronics.  5  yrs.  exp.  as 
Network  Engr.  or  Network  Sys. 
Engr.;  exp.  as  follows  (may  be 
concurrent):  5  yrs.  exp.  in  net¬ 
work  &  sys.  design/implem./ 
admin.;  working  knowl.  of 
Windows  NT/2000/XP,  Linux 
workstation  &  server  OS,  Cisco 
Routers  config.  &  maintenance, 
PBX  admin.  &  maintenance, 
Apache  Web  Server,  Microsoft 
IIS,  DNS  BIND.  MS  Active 
Directory,  SQL  7.0/2000  & 
Informix;  and  MCP  and  CCNA 
certifications.  Proficiency  in 
Romanian.  Resume  to:  Ms. 
Denise  Glenn,  NIVIS  LLC,  1000 
Circle  75  Pkwy.,  Ste.  300, 
Atlanta.  GA  30339. 


NETWORK  SYSTEMS 
ADMINISTRATOR 

Quincy  Public  Schools  is  seeking 
a  Network  Systems  Administrator 
to  maintain  network  services, 
hardware  systems  and  software 
applications  for  a  500+  computer 
network  system  in  an  educational 
environment.  Must  have  a  BS  in 
computer  science  or  a  related 
field  and  at  least  one  year  of 
experience  using:  Network  Con¬ 
figuration,  Visual  Basic,  Visual  C, 
Database  Maintenance  and  Ad¬ 
ministration,  Unix  and  Windows 
2000/NT.  Interested  applicants 
should  send  resume  to: 
qps172hr@qps.org  EOE 


TechNation  Software  Consul¬ 
ting,  Inc,  a  software  consulting 
company  with  its  main  place  of 
business  at  Sioux  Falls,  SD  has 
multiple  positions  for  Software 
Professionals. 

Sr.  Software  Engineers:  BS  in 

CS,  or  equivalent  with  more  than 
5  years  of  recent  programming 
experience  or  MS  in  CS  with 
more  than  3  years  of  such  expe¬ 
rience.  Duties  entail  program¬ 
ming,  gathering  user  require¬ 
ments  and  customization  of  soft¬ 
ware  in  either  of  a)  Database 
Systems  which  involves  data¬ 
base  design,  data  modeling 
working  in  both  front  end  as  well 
as  backend  applications  on  Unix 
and  Windows  platforms.  Or  in  b) 
systems  side  programming  in 
Unix,  C,  C++  which  involves 
product  development,  working 
on  telecom  protcols  or  develop¬ 
ment  of  device  drivers. 

Both  positions  require  knowl¬ 
edge  of  allied  Internet  technolo¬ 
gies  like  Java.  JSP,  XML,  J2EE 
and  ASP. 

Unix  Systems  administrators: 

BS  in  Computer  Sciences  or 
equivalent  with  atleast  five  years 
of  experience  in  an  enterprise 
environment,  (i.e.  more  than  500 
users)  Duties  include  extensive 
use  of  Network  Implementation 
and  Administration,  System 
Integration,  Backup  and  recov¬ 
eries,  shell  scripting  and  System 
Securities.  Experience  in 
Management  of  Enterprise 
Network  Storage  devices  (SAN 
or  NAS),  HP  and  Solaris 
Servers,  switches,  HUBs  and  in 
Veritas  NetBackup  systems. 

TechNation  provides  onsite  con¬ 
sulting  services  to  clients  across 
the  United  States  and  hence  a 
key  requirement  for  all  posi¬ 
tions  is  that  candidates  must  be 
willing  to  relocate  across  the 
country  for  periods  between  3-6 
months  or  as  needed. 

Send  resumes  to  Madhukar 
Gangadi,  300  N.  Dakota  Ave. 
Suite  #208,  Sioux  Falls,  SD 
57104  or  email  to 
madhukar@tnscinc.com.  Fax: 
605-338-7507 


Simulation  Analyst.  Develop 
workforce  staffing  models  for 
Request  For  Proposal  support 
in  new  business  development. 
Design  and  develop  call  center 
simulation  models  using 
ARENA,  SIMAN,  and  CallSIM 
software  to  replicate  client  net¬ 
work.  Database  analysis  of  call 
center  metrics  to  improve  deci¬ 
sion-making  process.  Must 
have  Bachelor's  degree  in 
Engineering,  Mathematics, 
Statistics  or  equivalent,  one 
year  experience,  and  knowledge 
of  ARENA  v  5.0  or  higher; 
CallSIM  and  SIMAN  in 
Windows  environment;  C++  pro¬ 
gramming;  VB  5.0  or  higher;  and 
TCS/lEX/Blue  Pumpkin.  Send 
resume  with  cover  letter  to 
Cindy  Corkery,  APAC  Customer 
Services  Inc.,  6  Parkway  North 
Center,  Deerfield,  IL  60015. 
EEO/AA 

APAC  CUSTOMER  SERVICES, 
INC  is  not  affiliated  with  APAC, 
Inc.,  the  road  paving  and  con¬ 
struction  materials  company. 


Saninfo  is  a  Chicago  based  IT 
company  looking  for  computer 
professionals  and  engineers 
Candidates  must  have  degree 
with  some  IT  experience,  must 
have  US  work  permit.  We  offer 
competitive  wage  with  full  bene¬ 
fits.  Please  apply  at  san@sanin- 
fo.com.  EOE 

Minisoftech  has  openings  for 
system/programmer  analysts  or 
software/project  engineers.  We 
are  small  but  relatively  stable. 
Applicants  must  have  BS  plus 
experience  in  IT  field.  Skills  in 
Java,  JDBC,  HTML  preferred. 
Please  send  resumes  to 
hrd@minisoftech.com.  EOE 


Programmers,  Jr.  Programmers, 
Software  Engineers  &  DBAs: 
Design,  develop,  test  and  imple¬ 
ment  specialized  software  apps. 
in  (a)  Oracle  Financials  and 
Manufacturing  Hi  and  related 
tools,  Erwin,  Cognos  Suite, 
Business  Objects,  and  MF 
Cobol  (b)  SQL  DBA.  Unix 
Admin.,  VB,  Sybase,  Cobol,  C, 
Cold  Fusion  and  related  tech¬ 
nologies;  (c)  J2EE  and  related 
technologies.  Rational  Clear- 
Case,  CORBA,  MQSeries  and 
related  tools:  (d)  BDF,  JPROBE, 
Test  Factory,  Requisite  Pro. 
CORBA,  Patrol,  DB,  LDAP 
Server,  and  Silk  Pilot;  (e) 
EAZYTRIEVE+,  Xpedio  Server, 
SQL  Backtrack,  PatrolDB. 
NetlQ,  Infopac,  Netview  and 
Gauntlet  Firewall;  (f)  PeopleSoft 
HRMS  (HR,  Payroll  and  Benefits 
Administration)  Application 
Engine,  SQR,  Cobol,  DB2, 
CICS,  nVision,  Crystal  Reports 
and  related  tools;  (g)  Java  and 
related  tools,  CORBA,  Sybase, 
Swing  and  Rational  Tools  (h) 
Oracle  Database  Admin,  in 
Oracle  1 1  i,  Oracle  Enterprise 
Manager.  Solaris  AIX,  VB,  C++, 
SQL'Plus  and  related  tools;  (i) 
Cold  Fusion  and  related  tools, 
ASP,  XML,  DHTML,  Crystal 
Reports.  Java,  VB,  DCOM,  MS 
SQL  and  Oracle  8i;  (j)  Oracle 
Financials  and  PeopleSoft, 
Tuxedo,  Developer/Designer 
2000  and  related  tools;  (k) 
Hyperion  Essbase  Apps.  and 
related  tools;  (I)  Oracle, 
Peoplesoft,  ASP,  Java  and  relat¬ 
ed  tools,  SQA  Robot,  Mercury 
Test  Director  and  Silk;  (m) 
Clarify  and  related  technologies; 
(n)  JDK,  ASP,  CORBA,  Oracle, 
SQL  Server,  Linux,  VB  and 
HTML  (o)  SAS  and  related  pack¬ 
ages,  Java,  Business  objects 
and  Oracle.  US  Workers  only. 
Consulting  positions  requiring 
travel.  Prevailing  wage/benefits. 
Send  resume  to  HR,  SSG,  2005 
Concord  Pike,  Suite  209, 
Wilmington,  DE  19803,  identify¬ 
ing  interested  position(s).  No 
Phone  calls  please. 


V.P.  Of  Marketing  for  fiber  optics 
telecommunications  component 
manufacturer  located  in 
Woburn,  Massachusetts. 
Requires  MBA  and  minimum  2 
years  experience  directing  the 
marketing  activities  of  an  optical 
telecom  company,  including 
researching  and  identifying  new 
technical  requirements  and 
specifications  for  products,  com¬ 
municating  strategic  and  tactical 
product  requirements  to  engi¬ 
neering,  working  with  engineer¬ 
ing  to  develop  new  product 
specifications,  researching 
potential  target  markets  for 
products,  developing  pricing 
strategies  to  maximize  market 
share,  and  directing  and  admin¬ 
istering  company  marketing  pro¬ 
gram.  The  position  is  located  in 
Woburn,  Massachusetts  with 
50%  domestic/intemational  trav¬ 
el.  Send  resume  to  Marshall 
Parker,  Polychromix,  10  State 
Street,  Wobum,  Massachusetts 
01801. 


Associate  Director  of  Records 
and  Technology.  Develop  & 
maintain  existing  complex  data 
sys.  such  as  degree  &  audit  stu¬ 
dent  records  sys;  oversee  inte¬ 
gral  implementation  of 
Advisement  Reports:  design  and 
implement  queries  to  meet  inter¬ 
nal  and  external  reporting 
needs;  provide  training  for  staff 
trainers.  Must  have  BS  in  info 
sys.  or  equiv.  &  5  yrs  exp.  in  sys. 
analysis  and  application  devel¬ 
opment.  Respond  to:  Luz 
Agosto,  HR  Dept.  DePaul 
University.  1  E.  Jackson, 
Chicago,  IL  60604 
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Microsoft  sizes  up  the  penguin 


A  sign  that  the  IT  industry  has  taken  notice 
of  Linux  is  that  for  the  second  year  in  a 
row  the  world’s  biggest  software  firm  (and 
Linux  antagonist)  will  have  a  booth  at 
LinuxWorld,. 

While  Microsoft's  past  attitude 
about  Linux  could  be  described  as 
aloof  or  indifferent,  the  company 
has  been  more  watchful  of  Linux  as 
an  enterprise  competitor. 

"Things  have  changed,"  over  the 
last  few  years,  says  Peter  Houston, 
senior  director  of  server  strategy  at 
Microsoft.  "One  of  the  biggest 
changes  has  been  IBM’s  emergence 
in  the  Linux  space.  We  have  to  take 
these  things  more  seriously  than  we 
would  have  before." 

Houston  says  the  uptake  in  Linux 
has  come  more  at  the  expense  of 
Unix  vendors’  installed  bases  than 
Microsoft's,  as  customers  look  to  move  from 
proprietary  server  architectures  to  lower-cost 
Intel  boxes.  Over  the  next  few  years  the  corpo¬ 
rate  data-center  market  will  come  down  to 
Windows  and  Linux,  Houston  says, 

"Well  be  seeing  sort  of  a  two-horse  race,"  he 
says.  "Well  see  Microsoft  with  its  value  propo¬ 
sition  going  up  against  companies  like  IBM  and 
their  value  propositions  with  Linux.  If  you  think 
of  the  Unix  value  proposition  over  the  last  cou¬ 
ple  of  years,  it's  almost  not  interesting  to  people 
anymore."  Now  that  the  major  data-center  Unix 
players  —  HP,  IBM  and  Sun  —  have  Linux 


Microsoft's  Peter 
Houston  sees  the  data 
center  market  in  the 
near  future  as  a  “two- 
horse  race”  between 
Windows  and  Linux. 


offerings  means  Unix  might  become  a  growth 
platform  in  big  corporations,  Houston  says. 

Houston  expects  Windows  to  succeed  in 
data  centers,  claiming  that  it  is  less  expensive 
to  support,  install  and  maintain 
than  Unix,  and  even  Linux  servers. 
He  also  says  that  Microsoft's 
model  for  developing  enterprise 
software  is  more  sustainable  over 
the  long  run  than  the  open  source 
model  on  which  Linux  is  based  — 
which  is  unpredictable  and  incon¬ 
sistent  about  its  focus.  But  there 
are  some  things  Microsoft  has 
learned  from  Linux  along  the  way, 
he  adds. 

"[T]he  community  model  is  pretty 
good,"  Houston  says.  This  has  led 
to  more  community  efforts  at 
Microsoft,  where  customers  have 
had  more  access  to  Microsoft 
developers  than  before. 

“On  the  technology  side,  one  of  the  things 
that  we’d  liked  to  see  is  more  componentization 
in  our  server  architecture,"  similar  to  Linux,  he 
says.  "When  you  look  at  Linux,  it’s  fairly 
straightforward  to  deploy  ....  If  you  want  to 
run  a  Web  server,  you  just  strip  it  down  and 
take  out  what  you  don't  need.  In  the  next  releas¬ 
es  of  Windows  Server  2003,  we’ve  done  a  lot  of 
things  to  make  it  deployable  with  a  smaller  foot¬ 
print,  minimizing  the  number  of  services  that 
don't  need  to  be  there." 

—  Phil  Hochmuth 


something  that  helps  us  do  that.” 

AT&T  uses  mostly  Unix  servers 
to  process  its  accounts  and  do 
analytical  forecasting, but  Linux  is 
banging  on  the  data-center  door, 
according  to  Brian  Cashman,  sys¬ 
tems  administrator  at  AT&T. 

“We  have  Linux  running  cur¬ 
rently  on  a  small  scale,  mostly  in 


dows  platforms  for  running  appli¬ 
cations  in  large  data  centers, 
industry  observers  say 
A  recent  Goldman  Sachs  report 
on  Linux  in  corporate  data  cen¬ 
ters,  titled  “Fear  the  Penguin,”  says 
that  “although  the  majority  of  cor¬ 
porations  still  appear  to  view 
Linux  as  a  nascent  technology 


est  in  Linux  as  a  corporate  data¬ 
center  server,  particularly  as  a 
database-management  systems 
(DBMS)  platform. 

“Linux  has  crossed  the  technol¬ 
ogy  adoption  chasm  in  the  con¬ 
text  of  Web  server  [Apache] ,  ap¬ 
plication  server,  and  file  and  print 
services  deployment,”  Quandt 
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continued  from  page  1 

server  IBM  offers. 

IBM  will  also  announce  a  40- 
node  Linux  server  cluster  that  will 
run  a  DB2  database.The  idea  is  to 
lower  the  cost  and  improve  the 
uptime  of  large  databases  run¬ 
ning  on  Linux  IBM  says. 

In  addition,  IBM  will  introduce 
its  Tivoli  System  Automation  soft¬ 
ware  for  monitoring  and  manag¬ 
ing  individual  Linux  servers  and 
clusters,  as  well  as  Linux  client 
support  for  its  browser-based 
Lotus  iNotes  groupware  software. 

Dell  plans  to  announce  a  new 
configuration  for  its  High  Perfor¬ 
mance  Computing  Cluster 
(HPCC)  Program  with  an  offering 
of  up  to  132  PowerEdge  1655MC 
blade  servers  running  Red  Hat 
Linux  in  a  single  rack.  The  com¬ 
pany  also  will  showcase  a  128- 
node  cluster  of  PowerEdge  2650 
servers  running  Red  Hat  and 
using  high-speed  interconnect 
technology  from  Myricom  for 
supercomputing  applications. 

Other  new  Linux  products 
expected  at  the  show: 

•  Ximian  will  release  Version  1.2 
of  Red  Carpet  Enterprise,  an  auto¬ 
matic  Linux  server  patch  and 
security  updating  svstem.  The 
new  version  offers  faster  con¬ 
nectivity  to  the  service  through 
proxy  firewalls  and  an  improved 
roll-back  function  for  undoing 
patches  or  software  added  to 
Linux  systems  through  Red 
Carpet  Enterprise. 

•  MetaLinx  will  have  a  version 
of  its  iSystem  Enterprise  system 
management  software  that  the 
company  says  can  “virtualize” 
management  of  Linux  servers  by 
controlling  multiple  Linux  boxes 
as  a  single  system.  This  could 
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allow  a  smaller  staff  to  control  a 
large  network  of  Linux  nodes. 

•  To  manage  Linux  instances 
running  on  a  mainframe,  Candle 
will  introduce  its  Omegamon  XE 
product  for  setting  up,  configur¬ 
ing  and  partitioning  Linux 
servers  on  IBM’s  zServer  and 
S/390  platforms. 

Big  businesses  that  have  dab¬ 
bled  with  Linux  at  the  edge  of  the 
corporate  network  are  looking  to 
expand  usage  of  the  open  source 
operating  system.  Some  net  exec¬ 
utives  say  they’ll  be  at  LinuxWorld 
to  see  whether  Linux  is  ready  for 
data-center  prime  time. 

Lefkowitz  says  Merrill  Lynch  will 
continue  to  search  for  ways  to 
expand  the  use  of  Linux  in  its  data 
center  —  two  areas  he  is  consid¬ 
ering  are  migration  of  a  Unix- 
based  database  server  to  Linux, 
and  middleware  applications. 

Thompson  Financial  got  its  toe 
in  the  water  with  Linux  a  few 
years  ago  when  it  decided  to  set 
up  10  Linux  boxes  as  firewalls  for 
one  of  its  online  trading  data  cen¬ 
ters  in  the  Midwest.  Now  the  com¬ 
pany  is  considering  going  further 
with  the  technology 

“Linux  is  not  yet  in  our  data 
center,  but  it  has  a  serious  role," 
says  Doug  Moorhouse,  a  Unix 
administrator  for  Thompson 
Financial,  in  Milwaukee.  Linux 
firewalls  protect  IBM  RS6000 
servers  running  AIX  and  DB2, 
which  execute  back-end  elec¬ 
tronic  trades  for  eTrade.  He  says 
the  Linux  boxes  replaced  more 
costly  firewall  servers  such  as 
RS6000  and  Sun  boxes,  and 
appliances  from  Cisco. 

“All  companies  that  are  feeling 
the  hurt  from  the  recession  have 
to  find  cheaper  and  better  ways  to 
operate,”  Moorhouse  says.  Using 
Linux  as  a  firewall  and  VPN  “is 
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small  departmental  uses  and 
some  of  our  administration  staff 
use  it  personally  but  we’re  look¬ 
ing  to  integrate  it  further  into  our 
larger  systems,”  Cashman  says, 

“Linux  seems  more  affordable 
to  us,”  than  the  Sun  and  SGI  Unix 
systems  that  AT&T  currently  has, 
he  says. “The  fact  that  you’re  run¬ 
ning  it  on  a  much  cheaper  and 
easier-to-maintain  platform  is  at- 
tractive.The  Intel  platform  doesn’t 
tie  us  into  a  costly  service  and 
maintenance  contract.” 

Over  the  past  several  years  Linux 
has  made  steady  gains  on  the 
edge  of  corporate  networks.  But 
the  use  of  the  technology  has 
been  limited  largely  to  roles  such 
as  Web,  e-mail  file  and  print  serv¬ 
ing.  Advances  in  the  Linux  kernel, 
such  as  increased  symmetric  mul¬ 
tiprocessing  support,  have  made  it 
comparable  to  Unix  and  Win- 


that  is  not  yet  enterprise-ready  . . . 
our  survey  suggests  that  Linux-on- 
Intel  is  beginning  to  gain  a 
foothold  in  the  data  center’ 

The  report  also  says  Linux  will 
be  a  bigger  threat  to  Unix  than 
Windows,  as  companies  look  to 
replace  proprietary  Unix/RISC 
architectures  with  Linux  and  Intel 
boxes,  which  generally  are  less 
expensive.  It  says  Linux  will  not 
take  over  corporate  data  centers 
from  Unix  and  Windows  servers, 
but  could  pose  a  serious  chal¬ 
lenge,  especially  to  Microsoft’s 
recent  data-center  push. 

“[Linux]  will  hamper  the  move¬ 
ment  of  Windows  into  the  enter¬ 
prise  data  center,  an  area  Micro¬ 
soft  has  only  recently  begun  to 
target  for  growth,"  the  report  says. 

In  another  recent  report,  Giga 
Information  Group  analyst  Stacey 
Quandt  writes  that  there  is  inter¬ 


wrote  in  the  report,  adding  that 
major  DBMS  vendors,  such  as 
IBM,  Oracle,  Sybase  and  Teradata, 
have  had  stable  Linux  products 
for  several  years. 

“IT  professionals  and  their 
business  clients  should  carefully 
consider  the  variety  of  DBMS 
solutions  on  Linux  and  map  this 
to  the  certification  and  support 
of  a  Linux  distribution  provider," 
she  writes. 

Thompson  Financial’s  Moor¬ 
house  says  he  has  not  considered 
Linux  to  be  on  the  same  level  as 
AIX  for  database  serving,  but  he's 
open  to  the  idea  of  running  1 .  i  ;  x 
in  that  role. 

“We  still  have  our  IBM  AIX  * 
tracts  to  honor,  but  we’re  a,  , 
thinking  down  the  road.”H 

Get  more  inforaatifin  or.iiie 
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Planning  for 


The  beginning  of  a  new  year  is  a 
good  time  to  be  thinking  about 
our  plans.  We  need  to  look  at 
our  strategies  and  our  tactics,  figure 
out  how  we  got  to  where  we  are  and 
figure  out  where  we  are  going. 
Traditionally  we  thought  of  strate¬ 
gic  planning  as  a  window  of  three  to  five  years  and 
the  tactical  window  as  one  to  three  years.  But  the 
PC  revolution  and  then  the  Internet  revolution 
made  those  time  frames  look  like  geological 
epochs. 

Now  the  strategic  window  is  seen  as  one  to  two 
years  (although  arguably  sometimes  it’s  not  seen 
at  all),  while  the  tactical  window  is  so  short  that 
for  some  of  us  what  we’re  going  to  have  for  lunch 
is  part  of  our  considerations.  (“Let’s  see,  it  is  now 
1:30  —  I’ll  just  have  a  Coke  ’cause  I’ve  got  to  get 
that  enterprise  CRM  system  installed  and  running 
by  2  p.m”) 

It  would  be  a  joke  if  it  wasn’t  so  dang  serious.  And 
now  that  we’re  post-iBubble,  many  of  us  have  tried 
to  take  our  foot  off  the  gas,  at  least  a  little  bit,  and  go 
back  to  a  less  frenetic  pace  of  life  —  albeit  one  that 
is  faster  than  pre-iBubble  and  much,  much  faster 
than  pre-PC. 

The  problem  with  slowing  down  is  that  we 
don’t  feel  that  we  can. This  is  because  one  of  the 


most  interesting  aspects  of  “Internet  time” —  the 
compulsion  to  grab  onto  technologies  and  prod¬ 
ucts  that  gave  companies,  at  least  in  theory,  oppor¬ 
tunity  advantage. 

Typically  these  were  technologies  and  products 
that  were  supposed  to  enable  us  to  do  things  faster. 
So,  we  used  them  and  gained  (we  thought)  a  com¬ 
petitive  advantage. 

Then  what  happened?  Our  competition  adopted 
the  same  technologies  and  products  and  soon  there 
was  no  advantage  —  the  playing  field  was  leveled. 
But  in  the  process  we  all  pushed  a  little  harder  on 
the  gas  pedal. 

We’d  been  heading  down  the  road  at  50  mph,and 
each  month  we’d  gone  a  little  faster.  Suddenly  we 
were  all  doing  100  mph! 

The  trouble  is  that  the  business  freeway  is  so 
crowded  that  common  wisdom  says  if  you  take 
your  foot  off  the  gas  even  a  little,  the  guy  behind 
you  will  run  over  you  and  laugh  as  he  does  so! 

At  least,  that’s  what  common  wisdom  says  will 
happen. 

The  question  we  should  all  ask  ourselves  is 
whether  this  headlong  rush  is  a  real  necessity  or 
something  we’ve  convinced  ourselves  is  the  way 
business  must  be  run. 

I  contend  that  the  manic  drive  to  keep  up  with 
the  traffic  has  led  us  to  become  sloppy  and  build 


business  vehicles  that  cost  us  as  much  as  we  prof¬ 
it  from  them. 

What  has  happened  (and  still  happens)  is  that 
the  decisions  that  we  have  made  (and  still  make) 
about  immediate  business  acceleration  will  come 
back  to  bite  us  in  the  long  term. 

Look  at  all  the  Web  sites  and  online  customer  ser¬ 
vice  operations  that  are  pathetic  in  terms  of  deliver¬ 
ing  any  kind  of  value  to  their  intended  audience. 
The  owners  of  the  businesses  behind  these  ventures 
rushed  online  because  everyone  else  was  doing  so 
—  they  thought  they  were  keeping  up  with  the  traf- 
fic.Then  in  the  ongoing  pressure  of  business  they 
lost  sight  of,  well,  their  sites. 

Now  these  companies  have  created  a  real  prob¬ 
lem  for  themselves  —  do  they  make  their  online 
activities  actually  work,  or  do  they  abandon  them? 
What  about  the  investment  and  brand  issues  that 
are  involved  with  either  decision?  They  are  going 
to  have  to  deal  with  the  fact  that  they  never  con¬ 
sidered  the  strategic  consequences  or  their  tacti¬ 
cal  decisions. 

So  at  the  start  of  a  brand-new  year,  you  might  want 
to  look  at  where  your  past  decision  making  might 
catch  up  with  you,  and  revisit  what  you  think  is  tacti¬ 
cal  and  what  you  think  is  strategic. 

Share  your  plans  with  backspin@gibbs.com. 


uzz  News,  insights,  opinions  and  oddities 


By  Paul  McNamara 


This  just  in:  The  'Net's  not  important 

Life's  too  short  to  be  running  around  correcting  all 
the  nonsense  about  the  Internet  being  peddled  by  the 
mainstream  press,  yet  a  few  examples  are  so  fla¬ 
grant  as  to  beg  for  a  reply.  Take  this  bit  of  pabulum 
penned  last  week  by  long-time  Washington  Post  and 
Newsweek  columnist  Robert  Samuelson: 

“The  obvious  truth  about  the  Internet  [though  one 
rarely  acknowledged]  is  that  it’s  not  especially  important.  Of  course  it  has  grown 
spectacularly.  We  e-mail.  We  buy  from  eBay.  We  get  homework  from  the  ’Net.  We 
have  access  to  vast  stores  of  information.  But  if  the  Internet  collapsed  tomorrow, 
most  Americans  would  go  on  with  their  lives  in  a  way  that  would  not  be  true  if,  say, 
they  could  no  longer  drive  their  cars.  (The  same  might  not  be  true  of  businesses.)" 

It  must  be  his  kids’  homework  that  Samuelson  has  gotten  from  the  'Net,  because 
heaven  knows  he  hasn't  done  any  of  his  own. 

Sure,  the  Internet  has  been  crazily  and  lazily  overhyped  by  virtually  everyone  with 
a  stake  in  it,  including  those  who  do  what  I  do  for  a  living.  But  not  especially  impor¬ 
tant?  Compared  with  what? 

Samuelson  chooses  the  automobile  —  only  the  most  important  invention  since  fire 
as  his  comparison  point.  I  guess  he’s  right  on  that  score.  The  automobile  is  today 
and  likely  always  will  be  more  important  than  the  Internet.  How  insightful. 

But  after  the  horse-and-buggy  killer,  what  else  might  be  reasonably  judged  more 

replaceable  than  the  Internet? 

evision?  Absolutely,  no  matter  what  any  of  us  might  think  of  "Joe  Millionaire”  or 
“  e  ‘act  that  the  idiot  box  made  a  rich  man  of  Tony  Danza. 

airplane?  Yes,  from  a  strictly  economic  standpoint,  although  I  might  argue  the 
terms  of  overall  societal  impact,  because  —  to  borrow  Samuelson's  crite¬ 


rion  —  "most  Americans"  rarely  fly. 

What  else  might  top  the  'Net  in  importance?  We  might  get  into  materials  such  as 
steel  or  plastic,  but  that’s  cheating  in  this  context. 

Radio?  Before  television,  probably.  After  television,  I’d  lean  against.  (You  can  get 
almost  anything  that's  on  radio  today  over  the  Internet  instead.  Who'd  miss  AM  and 
FM  besides  Howard  Stern  fans?) 

Anything  else?  Let's  suppose  we  can  come  up  with  another  handful  on  which  we 
all  agree.  That  would  still  leave  the  Internet  as  —  what?  —  one  of  the  10  most  impor¬ 
tant  inventions  since  the  dawn  of  the  20th  century? 

But  I  don't  want  to  dwell  on  just  that  "not  especially  important”  nonsense  when 
there's  so  much  other  nonsense  to  dwell  on. 

"Of  course  it  has  grown  spectacularly,"  the  writer  acknowledges. 

Why,  yes,  it  has.  I'm  sure  you've  all  seen  the  comparison  timelines  for  things  like 
TV,  the  telephone  and  the  car.  Over  the  first  20  years  of  its  existence  —  less  than 
10  of  which  have  seen  it  even  available  on  a  mass  scale  —  use  of  the  Internet  has 
grown  faster  than  has  anything  else  you  can  name. 

“We  e-mail,"  he  notes. 

Just  like  that:  "We  e-mail."  Much  as  if  Watson  had  said  to  Bell:  “Oh,  we  talk.” 

E-mail  represents  the  single  most  profound  change  in  the  way  human  beings  com¬ 
municate  since  the  telephone.  Spend  an  afternoon  in  an  office  that  has  had  its 
e-mail  server  go  down.  Talk  to  anyone  whose  loved  ones  have  rekindled  their  sense 
of  family  through  e-mail  because  it’s  more  convenient  than  snail-mail  and  less 
expensive  than  long-distance. 

E-mail  alone  assures  the  Internet  its  spot  in  history. 

Which  brings  us  to  Samuelson’s  carefully  qualified  assertion  that  a  collapse  of  the 
Internet  just  "might"  prove  a  problem  for  businesses. 

Look  at  the  bright  side,  though:  You’d  still  be  able  to  drive  to  work. 

Care  to  take  his  side?  The  address  is  buzz@nww.com. 


At  HP  Procurve  Networking,  so  do  we. 

You're  committed  to  making  your  network  run  smoothly  and  meet  the  demands  of  your 
organization,  and  so  are  we.  The  new  HP  Procurve  Switch  5300x1  series  delivers  the 
fastest  layer  3/4  features  for  the  price  of  the  competition's  layer  2  modular  switches. 
And  HP  Procurve  switches  are  fully  interoperable  and  scalable,  making  it  easier  than 
ever  to  add  the  switching  capacity  you  need  for  current  and  future  growth.  These 
convergence-ready  switches  provide  flexibility,  high  port  density,  free  software 
upgrades  and  a  lifetime  warranty. 

And  now  HP  Procurve  gives  you  3  unbeatable  offers: 

•  Trade  in  any  Cisco  2924,  2948,  3548,  4006  or  6500  switches  with  no 
trade-in  limits  when  they  are  traded  for  HP  Procurve  5300  series  switches 

•  Get  a  $400  cash  rebate  on  the  HP  Procurve  4148gi  and  up  to  $500  off 
mini-GBIC  modules  or  transceivers 

•  Buy  an  HP  Procurve  switch  2524  and  get  a  free  100/1000T  transceiver  worth  $389 

Find  out  more  at  www.hpprocurve.com/hiqherportdensity  or  call 
us  now  to  talk  to  an  HP  Procurve  professional  at  1-800-477-61 1 1 
extension  41682. 
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